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American Home To 
Expand Operations 
In Multiple Lines 


Merger Completed of That Com- 
pany and Globe & Rutgers, 
Two Old American Insurers 


YOUNGMAN ON THE FUTURE 


Board Chairman and President of 
C. V. Starr & Co., Says Assets, 
Surplus Warrant More Business 











Completion and approval of the mer- 
ger of Globe and Rutgers Fire Insurance 
Company with the American Home As- 
surance Company was announced Mon- 
day by William S. Youngman, Jr., board 
chairman of both companies and presi- 
dent, C. V. Starr & Co., Inc. C. V. Starr 
& Co, Inc. has majority interest in the 
new concern which has taken the name 
of American Home Assurance Company. 
Olin L. Brooks was president of the G. 
& R. and old American Home and con- 
tinues as head of the consolidated com- 
pany. He has been with the companies 
for about 16 years and prior to that was 
with the Firemen’s of Newark. 

Well over 90% of the stockholders of 
both companies approved the merger. 
Stock transfer is on a share for share 
basis, plus 73 cents per share to Ameri- 
can Home Assurance Company stock- 
holders except on shares held by Globe 
& Rutgers, Mr. Youngman told a large 
press conference at the Waldorf-Astoria 
Hotel on Monday. 


Assets Now $34,000,000 


While year-end figures are not yet 
available, it was estimated by Mr. 
Youngman that the total assets of the 
new company will be approximately $34 
million, and policy-holders’ surplus will 
total approximately $18 million as of 
December 31, 1954. 

In a statement about the merger, Mr. 
Youngman said that “since October, 1952, 
when C. V. Starr & (Co., Inc. acquired 
majority interest in the Globe and Rut- 
gers group, which included Globe and 
Rutgers, American Home and the In- 
surance Company of the State of Penn- 
ylvania, aggregate assets of the group 
have risen 28% from $31,964,768 to $41,- 
03,452 as of September 30, 1954.” 

Mr. Youngman also noted that, in the 
same period, aggregate policy-holders’ 


(Continued on Page 22) 
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A PAIR OF FRESH EYES... 


Company view-point is an all-important 
factor in sales effectiveness — another reason 
why Colonial Life is constantly and favor- 
ably sales-conditioning itself to meet the pref- 
erences of today’s ever-widening market for 


quality life insurance. 


Not Just Low Cost But 
GUARANTEED LOW COST 


THE COLONIAL LIFE 
INSURANCE COMPANY 


of America 
Home Office East Orange, N. J. 


Ricuarp B. Evans, President 


Those who look ahead see Colonial 











National Institute 
Of Life Insurers 
Formed In South 


~Think NALU Anti-Tontine Bill 


Damasifig to “Legitimate Inter- 


ests” of Its Companies 
NEARLY 100 COMPANIES JOIN 


Two Former Commissioners and 
Ex-Governor of Georgia Are 
Officers or Directors 








With former Commissioners of 
Insurance and the 
a large southern state among its newly 


two 
former Governor of 


elected officers a new life insurance in- 
dustry organization was formed on Fri- 
day of last week. It is called the Na- 
tional Institute of Life Insurers, the 
headquarters of which will be in At- 
lanta. The organization meeting, held 
at the Atlanta Biltmore Hotel, was at- 
tended by nearly 100 representatives of 
life insurance The next 
meeting will be in Atlanta on February 
10 at which time the final charter and 
by-laws will be approved and adopted. 


companies. 


Statement to the Press 


Following the meeting this statement 
was given to newspapers, both daily pa- 
pers and the trade press: 

“Purpose of National Institute of Life 
Insurers is to study and exchange in- 
formation which will forward the inter- 
ests of the public in relation to life 
insurance. It will also cooperate with all 
life insurance companies in promoting 
their legitimate interests and to advance 
ways and means of improving the rela- 
tionship between the public and the life 
insurance companies. 

“The new association will investigate 
matters of interest and distribute in- 
formation and will provide a forum for 
study of common problems.” 


Resent NALU Anti-Tontine Bill 


The new organization had its genesis 
in the growing resentment felt by 
dozens of small companies in the South 
because at the National Association of 
Insurance Commissioners meeting at 
Hotel Commodore last_ fall there was 
filed with the NAIC by National Asso- 
ciation of Life Underwriters a suggested 
form of model bill which would outlaw 
the sale of tontine or semi-tontine poli- 
cies. Carlyle M. Dunaway, counsel of 
NALU, told The Eastern Underwriter 
this week that the bill was exclusively 
an NALU project, and that no life in- 
surance company had anything to do 
with its conception, its introduction or 
its drafting. At the Commissioners’ 
meeting both Henry R. Glenn, associate 
general counsel of Life Insurance As- 
sociation of America, and Ralph H. 
Kastner, general counsel of American 
Life Convention, told the Commissioners 
that their companies are neutral on the 
stbject. 

The president-elect of National Insti- 


(Continued on Page 4) 
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’m Ed Hobson... 








I sell Paul Revere in the Oakland territory. 


A week ago Tuesday, I called at a fine home in the 
Oakland hills and rang the bell. 


A man named Thomas had called me at the suggestion 
of one of his foremen. The phone book listed him as a 
general contractor. 


I thought it was funny that no one answered the door. 
So I rang again. Then I heard a voice call, “Come in 


Mr. Hobson.” 
I opened the door. 


The voice said, “I’m here... in the bedroom. My wife 
is shopping. Come in here, please.” 

He was propped up in bed with a bed table in front of 
him. 

“Are you sick?” I asked. 


“Yes, I guess I am. I had a heart attack three months 
ago. Looks like I'll be here for some time!” 


“Well, Mr. Thomas,” I said, “I guess I can’t do too much 
to help you at this point.” 


Mr. Thomas’ laugh was a ne-vous one. 


“Oh, I know I’m beyond getting any more insurance. 
I didn’t call you out here for that. I was just lying here 
going over my insurance policies. I’ve collected quite a 
few ... most of them since the war.” 


He hesitated a moment, dropped his hands on the bed- 
spread, and went on: 


“But I don’t have the one thing I really need now. | 
don’t have any income. Why didn’t they tell me that 
some day / would need INCOME?” 


With that he handed me a leatherette folder. Inside was 


a fine programming job in color. 

There was ordinary life, a couple of high premium re 
tirement policies, a good-sized-mortgage redemption 
plan. About $60,000 of protection in all. 


Mr. Thomas’ story went further. 


There were three premiums due .. . two annuals and a 
quarterly. Fortunately the policies included waiver of 
premium but it would be three months before their 
waiver of premium benefits became effective. 


He hadn’t paid his doctor. 

It took his $1700 of savings to pay his hospital bill. 
He owed two $125 payments on his home. 

The cash value of his life insurance program? $1goo. 


Mr. Thomas repeated: “The thing I needed most—in- 
come protection—TI don’t have.” 


Then he came to the point of my visit. 


“I want you to talk to my son,” he directed. “Tell 
him ...and sell him... so he won’t ever be in the fix 
99 


I’m in today! 
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includes all forms of guaranteed low-cost life — 
insurance for both personal and business in- gy 


surance needs . . . plus outstanding accident 


Obviously, no man wants his client to be in 
Mr. Thomas’ situation. And no client need 


be if he has non-cancellable income replace- mn at 







ment protection . . the kind Paul Revere and sickness and hospitalization coverage (all irom 
underwriters are trained to offer their clients. non-cancellable, of course) . . . plus com- Of sect 
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Some Legal Phases Of Life Insurance Investments 


PART I 
Direct Placements 


[The following are some extracts from 
am address made by Churchill Rodgers, 
general counsel, Metropolitan Life, before 
University of Chicago Law School Con- 
ference on Insurance.—Editor’s Note.] 
~ Iudge Harold R. Medina in his fa- 
mous opinion in U. S. v. Morgan, said: 

The reason why private placements oi new 
debt issues, with or without the services of an 
investment banker, increased from 14.3% of 
the total of all such issues in 1936 to 72.4% 
of the total of all such issues in 1948, is be- 
cause the issuers were free to choose and did 
choose to use this type of transaction to raise 
the funds they needed, rather than go by the 
negotiated underwritten route or any of the 
others which were then available. 

In 1938, when the use of direct place- 
ments as a method of long-term corpo- 
rate financing was rapidly becoming 
general and was meeting with intense 
opposition, it was appropriate to discuss 
not only the techniques but the argu- 
ments for and against the general use 
of direct placements. Since that time, 
as indicated by the quotations from 
Judge Medina, the method has become 
established and accepted. During the 
years of 1949 through 1952, of _$28,136,- 
448,000 of reported corporate financing, 
$11,767,597,000 or nearly 42% was, it is 
estimated, direct financing, and since 
1938 much has been written on the gen- 
eral subject. Under these circumstances, 
we may here appropriately limit our- 
selves to comment on techniques. 





Flexibility of Direct Placements 


The flexible adaptability of direct 
placements to the needs of business has 
heen evidenced by the development of 
new techniques and applications. Short- 
form loan agreements and notes have 
speeded and simplified the unsecured 
horrowings of many corporations. The 
financing of new enterprises has been 
facilitated by development loans. In 
cooperation with local banks, credit has 
heen extended to small businesses. For 
the direct financing of railroad equip- 
ment the use of the conditional sale 
contract and assignment has evolved 
wih a number of resulting advantages. 
Oil and gas production loans and the 
financing of ships are additional types 
f transactions which have required the 
levelopment of direct-financing tech- 
niques of their own... . 

It should be noted that the direct- 
placement methods has not been gener- 
ally available in the case of sales of 
securities of registered public utility 
holding companies and their subsidiaries 
since 1941, when the SEC, acting pur- 
sant to the Public Utility Holding 
(ompany Act, adopted Rule U-50 re- 
(tiring competitive bidding in such sales 


Asibject to certain exceptions. However. 


the SEC has proposed the adoption of 
‘amendment which would exempt 
tom competitive bidding the issuance 
securities of operating subsidiaries of 
registered holding companies in cases in 
which the issuer is not itself a regis- 
tered holding company, the securities 
ae being issued solely for the purpose 
ot financing the issuer, and the state 
regulatory commission having jurisdic- 
ton has expressly authorized the sale. 


Short-Form Loan Agreements 
and Notes 


When the great impetus was given to 
direct placements 20 years ago follow- 
ng the enactment of the Securities Act 
ind the then reluctance of investment 
ankers and issuers to offer securities 
bublicly, the investing insurance compa- 
Mes, in order to keep readily market- 
ble their securities acquired their se- 
‘uities acquired in transactions “not in- 
‘ving any public corporate form for 
wblic distribution, Securities acquired 
‘om issuers within the Securities Act 
‘Ovision exempting them from the re- 


quirement of registration were, of 
course, acquired for investment and 
without any present intention of resale, 
but because of the possibility that 
changing conditions might necessitate a 
change of intention respecting resale, it 
was deemed prudent to preserve in al- 
most all cases the standard forms per- 
mitting of ready public distribution. 


Resales 


As the years passed with substantially 
no resales occurring, it became clear 
that all reasonable requirements of 
fluidity could be met without requiring 
the trust indenture forms in all cases. 
It was found that in many cases all the 
essentials of safety and workability 
could be incorporated in a_ simple 
promissory note and loan agreement re- 
quiring no trustee. 

The possibility of resale was taken 
care of by provisions for exchange for 
securities of smaller denominations or 
in the larger issues frequently by a 
simple promise to reissue on request 
under a mutually satisfactory trust in- 
denture containing the normal provi- 
sions permitting of public distribution. 
For Metropolitan there is yet to be an 
instance of the exercise of such a privi- 
lege. 

It was found possible to provide in 
the simpler instruments the equivalent 
of every protection and remedy ai- 
forded by the longer, more complicated 
forms. Protective covenants are de- 
signed to maintain the corporate iden- 
tity, good standing, rights, and fran- 
chises of the borrower, preserve its fi- 





nancial soundness, and assure the 
agreed-on priority of the loan. 


Agreements of Borrower 


The borrower customarily agrees to 
pay its taxes; to comply with all ap- 
plicable laws; to keep its property in 
good repair and adequately insured; not 
to merge, consolidate, or sell a substan- 
tial part of its assets except under 
stipulated conditions; and to keep its 
books and records in accordance with 
sound accounting principles. It may be 
required to retain in the business a per- 
centage of net earnings and to limit 
accordingly the payment of dividends or 
other distribution of assets. The ac- 
quisition of new subsidiaries and the 
activities of all subsidiaries may be re- 
stricted. The incurring of additional in- 
debtedness may be limited, and almost 
always in this type of financing the bor- 
rower agrees not to encumber any of its 
property to secure the prior payment of 
any other indebtedness and frequently 
agrees not to sell and leaseback any of 
its property. 

The lender in imposing restrictions is 
restrained not only by the limitations 
of its bargaining power but by the de- 
sirability of interfering with the free- 
dom of the borrower’s management only 
to the extent absolutely required by the 
necessity of fully protecting the invest- 
ment. Fortunately, in this type of fi- 
nancing mutually desirable modifications 
of restrictive covenants to provide for 
unforeseen contingencies are readily 
made. Unforgiven breach, of course, 
permits acceleration of maturity and 


Cornerstone Laying Ceremonies At 


Bankers Natl. Life New H. O. Bldg. 











Left to right—Ralph R. Lounsbury, Howard T. Cohn and John D. Brundage. 


Bankers National Life, Montclair, N. 
J., held the cornerstone laying cere- 
monies for its new home office building, 
on January 4. In attendance were all 
employes and officers of the company. 

The program was opened by Howard 
T. Cohn, president of the Home Office 
Employe Association. Speaking on be- 
half of the employes, Mr. Cohn men- 
tioned the big job done in the past and 
the even bigger job that has to be done 
in the future as life insurance takes a 
prominent place in the financial world. 

John D. Brundage, assistant to the 
president and chairman of the Junior 
Management Council, elaborated further 
on the future job to be done by each 
employe, and the more difficult job 


ahead. He made effective use of the 
company’s aim and motto to further 
stress his point: “Providing Sound Cov- 
erage at Reasonable Cost Through 
Competent Representatives.” 

President Ralph R. 
concluding speaker, told the employes 
that the new building is being made 
possible only through the splendid ef- 
forts and long range planning of em- 
ployes and management. The contents 
of the box for the cornerstone were 
presented, followed by a prayer from 
Mr. Lounsbury. Placing the box in the 
corner niche, Mr. Lounsbury proceeded 
to apply the first trowel of mortar be- 
fore the cornerstone was fitted into its 
proper place. 


Lounsbury, the’ 


prompt legal steps for the protection 
of the lender. 

The relative simplicity of these trans- 
actions appealed to both lenders and 
borrowers. The period of negotiation 
was shortened; fast, firm, and - fre- 
quently rather long commitments were 
facilitated; trustees’ fees were elimi- 
nated; and legal, printing, and other ex- 
penses were reduced. For many years 
no Federal issue tax was imposed on 
such transactions. 

The issue or documentary tax on 
promissory notes was repealed in 1924. 
The tax was then left applicable to cor- 
porate “bonds, debentures or certifi- 
cates of indebtedness” and “all instru- 
ments, however, termed, issued by any 
corporation with interest coupons or in 
registered form, known generally as cor- 
porate securities... .” The unregistered 
promissory notes not under seal with- 
out coupons and printed on plain paper, 
used in direct placements were accord 
ingly treated by the Bureau of Internal 
Revenue as not subject to the tax. 


General Motors Acceptance Corp. 


Then came the promissory notes of 
General Motors Acceptance Corp., not 
different from the untaxed notes used 
in other transactions except that they 
were printed on tinted paper with en- 
graved borders, bore the corporate seal, 
and were authenticated by the comp- 
troller of the maker. They were without 
interest coupons and were not in regis- 
tered form, but they had the appear- 
ance of corporate securities. The bureau 
subjected them to the tax and was up- 
held by the Court of Appeals of the 
Second Circuit in an opinion which held 
the notes to be taxable as debentures. 
The language of the opinion went far 
beyond the facts which the bureau had 
relied upon as distinguishing the notes 
used from notes previously regarded by 
the bureau as not subject to the tax 
and, in effect, held taxable as debentures 
all promissory notes issued to obtain 
captial from investors for a substantial 
period of time. The opinion departed 
from the expectations of the bureau and 
in effect reversed the Bureau’s position 
of years’ standing as to the nontaxabil- 
ity of the usual form of promissory 
notes used in direct placements. The 
Bureau did not apply the rule of the 
General Motors case retroactively to 
previous issues of notes upon which the 
tax had not been paid in accordance 
with previous practice. 

The General Motors case did not con- 
form with principles laid down in earlier 
cases. In the cases decided since the 
General Motors decision in which the 
Bureau has sought to tax promissory 
notes as debentures, the government has 
been successful three times and has 
failed five times. Despite some factual 
differences, there appears to be a con- 
flict of authority among the several cir- 
cuits which may ultimately be resolved 
by the Supreme Court. 

Notwithstanding the loss, at least 
temporarily, of the stamp exemption, 
corporations have continued to like the 
short-form loan-agreement and_ note 
type of borrowing, and it continues to 
grow in use and popularity. 


(To be continued) 


Pru Leases Big Computers 


The Prudential has revealed that it 
is arranging to lease seven giant elec- 
tronic computers from the International 
Business Machines Corp. 

Two of the machines will be used in 
the principal home office in Newark, 
while one each will be sent to the com- 
pany’s regional home offices in Chicago, 
Houston, Jacksonville, Los Angeles and 
Minneapolis. 

Known as 705’s, the computers are the 
latest of a series of electronic “brains” 


developed by IBM. 
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Named Vice President 
For Farnsworth Pub. Co. 


EE ROSLER 


Lee Rosler has been named vice presi- 
dent and director of publications for the 
Farnsworth Publishing Co. The 
Notebook, Inc., of Mt. Vernon, New 
York. He replaces William P. Stowe, 
who has been appointed vice president 
and general manager of the distribution 
unit for Olivetti business machines in 
Wisconsin, Minnesota, North Dakota 
and South Dakota, with headquarters in 
Milwaukee. 

Mr. Rosler will 
the production of a group of insurance 
planning publications, plus 
material. Publications include: 
Planners Quarterly, which con- 
tains working approaches 
and presentations written and edited by 
outstanding men in the field of estate 
planning; The Notebook and Savings 
and Investment, monthly mailing pieces 
employed by agencies. and individual field 
underwriters to aid in prospecting and 
building prestige ; and other mailing 
pieces written for exclusive use of in- 
dividual life insurance companies. Solo- 
mon Huber, CLU, well-known New 
York general agent, teacher and_ lec- 
turer, will continue to serve as editor 
for Estate Planners Quarterly and ad- 
visory editor for all other public itions. 

Mr. Rosler was formerly in charge of 
brokerage promotion and revisions for 
The Prudential in Newark, working un- 
der the direction of Kenneth L. Brooks, 
CLU, head of sales promotion. Mr. 
Rosler’s material received top awards 
of excellence from the Life Insurance 
Advertisers Association in 1953 and 
1954. Prior to his connection with the 
Prudential in 1951, he was editor and 
advertising manager for his present em- 
ployers. 

Mr. Rosler is a graduate of the Col- 
lege of the City of New York. He was 
a radar specialist for the Army Air 


Corps during World War II. 
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National Institute 


(Continued from Page 1) 


tute of Life Insurers is Claude H. Poin- 
dexter, president of Coastal States Life 
of Atlanta, which company also controls 
three other companies. The Coastal 
States Life has $100,000,000 insurance in 
force and each of the other three com- 
panies has between $18,000,000 and $20,- 
000,000 in force he said to this paper: 
Comments of President of New Ass’n 

“It looks to us as if ‘this so-called 
‘model bill’ of NALU is a competitive 
measure, and if it is enacted into law 
will put many of our companies in a 
‘straight jacket’ position. We see noth- 
ing illegitimate in our contracts as they 
have been approved by the states in 
which we do business. A number of the 
large companies of the United States 
have been giving great publicity, to some 
special policies they are issuing, and 
we are not trying to interfere with their 
selling of those policies. We do know 
that we are suffering from considerable 
twisting; that is, our policies are often 
dropped and those of competitors are 
being written in their place. If some of 
our contracts are outlawed we will be 
prevented from growing as progressively 
as we should. Nearly all the company 
leaders of America began as small in- 
stitutions. Many companies in the South 
are in their infancy and they should 
have the opportunity for progressive 
growth. We think that there is room 
for all and that our opinion will prevail.” 

Officers and Directors 

In addition to President Poindexter 
the officers of the new organization are 
these: 


Ellis G. Arnall, president of Dixie 
Life, Newman, Ga., chairman of_ the 
board. He is former Governor of Geor- 
gia. J. Herbert Graves, vice president, 


National Old Line Insurance Co., Little 
Rock, secretary. He is former Commis- 
sioner of Arkansas. B. L. Carter, presi- 
dent, Pioneer Life & Casualty, Gadsden, 
Ala., treasurer. 

are W. E. 


Other directors 
Old Line; Waldo 


president, National I 
Cheek, president, Independence Life, 
president, 


Raleigh; Lee Roy Ussery, 
Guaranty Savings Life Insurance Co., 
Montgomery; and Dr. Pierce P. Brooks, 
president National Bankers Life of Dal- 
las. Mr. Cheek is a former Insurance 
Commissioner of North Carolina. 


Darby, 


Eight regional vice presidents were 
elected to represent their respective 
states. They are: 

Alabama. Spencer Longshore, presi- 
dent Preferred Life Assurance of Mont- 
gomery, 

Arkansas. W. N. Stannus, vice presi- 


dent and secretary, First Pyramid Life 
Insurance Co. of America, Little Rock. 

Florida. C. J. McCann, Jr., actuary 
and assistant to the president, National 
Union Life of Miami. 

Georgia. D. D. (Pat) Murphy, vice 
president of Columbus National Life, 
Columbus. He was 1954 NAIC president. 


Kentucky. Robert B. Hensley, Louis- 
ville. 
Louisiana. Forrest G. Ray, vice presi- 


dent and actuary, Guaranty Income Life, 
Baton Rouge. 
South Carolina. 
Life Insurance Co. 
Columbia. 
Texas. L. E. Cowling, Sr., president, 
Southern States Life of Houston. 


J. R. Hoile, president, 
of South Carolina, 
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EMPIRE STATE... 


Equipped for Outstanding Brokerage Service 


WRITING 
- Life, Accident & Health, Hospital and Group. 
- Preferred, Limited Pay, Endowment, Savings 
Plans, Retirement, Reducing Term for 
Mortgage, Juvenile. 
«Premium waiver, Double Indemnity, Family 
Income, Family Maintenance. 
- We will write substandard on ANY 
POLICY WE ISSUE. 
We have an excellent agency contract for Surplus Line Producers. For details, write: 
EMPIRE STATE MUTUAL LIFE INSURANCE CO. 
Home Office: Jamestown, N. Y. 
M. O. Doolittle, President 
NEW YORK OFFICE: 60 EAST 42nd STREET 








Paul F. Clark, President of 
Hancock, Sees Outlook Good 


In a year-end statement Paul F. Clark, 
president of John Hancock Mutual Life 
had this to say on the business out- 
look: 

“Competition has always characterized 
the life insurance business, just as it has 
always been present in other industries. 
In the past year, however, competition 
has become more apparent to prospects 
and policyholders. The interest of the 
average buyer of life insurance in what 
it can do for him has expanded. This 
has come about not only because of 
competition, but also because of the con- 
cern of all responsible life insurance 
officers to provide better service at 
lower cost. 

“This stimulation of interest has re- 
sulted for the John Hancock, as for 
other companies, in increasing business 
in 1954—and the upcurve, I confidently 
believe, will continue through 1955. With 
better knowledge of the function of life 
insurance through better education and 
through the impact of advertising, the 
industry cannot fail to extend its serv- 
ices to the American public. Despite 
the competition of other goods and serv- 
ices and of the many channels for the 
investment of disposable income, I be- 
lieve life insurance may well receive a 
larger share of the consumer dollar in 
1955 than has been the case in recent 
years. Life insurance purchases can 
and will keep pace with the economy— 
and I see nothing in the horizon to im- 
pede this forward march.” 





O. J. Stevenson Manager of 
New Guardian Life Agency 


James A McLain, president of Guar- 
dian Life, announced the appointment of 
O. J. Stevenson as manager of a new 
agency The Guardian has opened in 
San Antonio. 

Mr. Stevenson has been in the life 
insurance business since 1947 and 
achieved the Million Dollar Round Table 
in 1953. He is an LUTC graduate. 

A veteran of World War II, Mr. 
Stevenson served for 39 months in the 
Air Force which included duty in the 
South Pacific. 

The Guardian’s new agency is located 
in the Sam Houston Shopping Center on 
the outskirts of San Antonio. 





General Agent 





sé 
<> 


HERB DAVIS 


LARRY CAMPS 








SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 











110 East 42nd Street, N. Y. C. 


Bankers National Contest 


For Convention Attendance 

Bankers National Life, Montclair, N. 
J., has announced to its field force a 
production contest which gives double 
credit for production club convention 
qualifications for all business submitted 
from January 1 through January 17 and 
paid for by March 15. Two conventions 
will be held in the fall of this year, one 
at the Hotel Traymore, Atlantic City, 
and the other at the newly opened Hotel 
Fontainebleau, Miami Beach. ; 

It was also announced that a business 
meeting would be held April 18-19, at 
the Hotel Taft, New York. Activities 
during the second day of the meeting 
will include open house at the new 
home office building. To qualify, a 
Bankers National representative must 
submit $40,000 of Ordinary life business 
between January 1 and February 28 and 
this businses must be paid for by 
March 15 
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Arthur H. Bikoff Named 
Aetna General Agent 


FORMERLY WITH G. V. AUSTIN 


Heads New Agency 1cy With Offices at 630 
Fifth Avenue, New York; Joined 
Company in 1947 


Arthur H. Bikoff has been appointed 
general agent of Aetna Life with offices 
at 630 Fifth Avenue, Rockefeller Cen- 
ter, N. Y. He joined the company in 
1947 as an agent with the Gilbert V 
Austin agency in Brooklyn, and was 
appointed agency supervisor in May, 





ARTHUR: H. BIKOFF 


1951. In January, 1954, he was made 
assistant general agent. 
Graduated from the University of 


Michigan in 1941, Mr. Bikoff also at- 
tended Yale University for one year and 
took courses at New York University 
and Brooklyn College. During World 
War II, he was commissioned a lieu- 
tenant and served with the 20th Air 
Force in Guam as communications offi- 
cer of a B-29 group. 

In 1948, a year after he entered the 
life insurance business, Mr. Bikoff ad- 
dressed the regional convention of 
Aetna Regionnaires at Bretton Woods, 
N. H. Last year he was featured on 
the program of the General Agents 
meeting of Aetna in Hartford. 


Most Valued Associate 


In 1949 and 1950 he was the recipient 
of the agency award for the “Most Val- 
ued Associate of the Austin Agency.” 
A member of the Leader’s Club every 
year and a regionnaire five times, Mr. 
Bikoff was the 34th leading salesman 
tor Aetna Life in 1950, prior to his ap- 
are as agency supervisor in 

51. 

Mr. Bikoff has completed many 
courses in life insurance including the 
Life Underwriters Training Council, In- 
surance Society of New York for CLU 
degree, Aetna Life Career Course and 
Aetna Agency Builders School. A 
member of the faculty at Brooklyn Col- 
lege, he teaches first course in life in- 
surance as part of complete curriculum 
leading to degree of Associate in Ap- 
plied Science. He also teaches accident 
and health, and has been a guest lec- 


turer at School of Commerce, New 
York University. 
Active in association activities, Mr. 


Bikoff has served as a member of the 
board of directors of the Brooklyn 
branch of the Life Underwriters Asso- 
ciation of the City of New York and at 
the last annual meeting of the Brooklyn 
branch was elected educational vice 
President for 1954-55. He has also been at 
featured contributor to “The Bulletin,” 

oficial publication of the Life Under- 


Continental Expands Group; 
Field Appointments Made 


Four promotions, part of an expand- 
ing and more comprehensive Group op- 
eration, have been announced by Paul 
H. Rinker, vice president, Group depart- 
ment of Continental Assurance. The ap- 
pointments reflect a move to bring home 
facilities into the field 
through the creation of regional offices, 
staffed by trained personnel able to pro- 
vide on-the-spot underwriting. 

Lawrence J. Smith has been 
Group agency secretary as coordinator 
of national sales and service for the 
Group Department. Mr. Smith joined 
Continental in 1946 as manager of the 
Group Proposal Department. Prior to 
his promotion, he served as field co- 
ordinator, 

John Heneage assumes responsibilities 
as regional manager for Group in Con- 
tinental’s San Francisco branch includ- 
ing Northern California, Oregon, Wash- 
ington, Idaho, and Nevada, with the 
exception of the Las Vegas area. 

Martin McCarthy has been named re- 
gional manager for Group in the Detroit 
branch office. He will be responsible for 
supervising sales and service in Michi- 
gan and Toledo, Ohio, territories he be- 
came familiar with previously as a 
regional supervisor. 

Jack W. Hassell, who formerly aided 
Assistant to the Vice President John 
Rodemeir in sales and service, becomes 
account executive with responsibility for 
many of Continental’s major Group ac- 
counts. 

In announcing the promotions, Mr 
Rinker noted that in the period since 
the beginning of 1953, Continental’s 
Group life insurance increased more than 
50% in volume. Group Accident and 
Health premiums jumped from $16,500,- 
000 in 1952 to more than $24 million. 


office Group 


named 





Prudential’s Big Print Job 
For Spiegel Group Policy 


Representing the largest—and “heavi- 
est”—coverage of its type ever written 
by an insurance company, seven tons 
of Prudential statements of life insur- 
ance have been delivered to the mail 
order headquarters of Spiegel, Inc., Chi- 
cago, M. J. Spiegel, board chairman of 
the mail order house, announced. The 
insurance, written by The Prudential for 
Spiegel mail order customers under a 
Group policy, represents the largest sin- 
gle print job of statements of insurance 
ever done by Prudential. 

It is also said to be the first time 
that such a Group contract has ever 
been written for a mail order house. 

This life insurance will be issued with- 
out charge to the 1,100,000 Spiegel mail 
order customers, from coast to coast, 
who will use the company’s “Budget 
Power Credit Plan” to buy from Spiegel 
catalogues during 1955. Approximately 
one out of every 50 families in America 
will have their Spiegel charge accounts 
protected, without cost to the customer, 
by this insurance, which covers the wage 
earner and the family for credit pur- 
chase up to $1,000. 

Spiegel, Inc., celebrating its 90th an- 
niversary in 1955, was the first company 
to sell by mail on credit, and has been 
a pioneer in many unique credit services. 

The Spiegel Catalogue for Spring and 
Summer 1955 is now being mailed to 
homes in all parts of the nation, offering 
the “Budget Power Plan” with its Pru- 
dential Life Insurance protection. 





writers Association of the City of New 
York. 

The agency, which Mr. Bikoff will 
head, is the first new agency appointed 
by Aetna Life in New York in many 
years. The agency, which will handle 
life, accident and health and Group in- 
surance, will be equipped for complete 
brokerage service. Mr. Bikoff will also 
recruit, train and develop a_ full-time 
production staff. 


Lewis W. Douglas 15 Years 
With Mut. Life of New York 





Louis W. Dawson (left) and 
Lewis W. Douglas. 


Mu- 


celebrated his 


Lewis W. Douglas, chairman of 
tual Life of New York, 
fifteenth anniversary with the 
last week. In accompanying 
is shown with President Louis W. 
Mutual, 


luncheon in the 


company 
picture he 
Daw- 
the occasion being at a 
Club 
by the company’s officers at which time 
Douglas. 


Son of 
University given 
they presented a gift to Mr. 
The Mutual 
Arizona 


Life’s chairman was an 


Congressman for some years. 
Bud- 


Administration. 


Later, he became Director of the 
get in the 
When President Roosevelt embarked on 
his “spending program,” Mr. Douglas, 
who had as Budget 
rated a number of economies, resigned. 
Just before joining Mutual Life on 
January 1, 1940, as president, he was 
head of McGill University, Montreal. 
Next, Mr. Douglas was made chairman 
of Mutual of New York. In March, 
1947, Mr. Douglas was appointed U. S. 
Ambassador to Great Britain, and was 
given a leave of absence without salary 
by the Mutual in order to serve in this 
diplomatic post. He has been back with 
the company as board chairman since 
1950. 


Roosevelt 


Director inaugu- 





Connecticut Mutual Life 
Has Record Breaking Year 


Another record year was reported by 
Connecticut Mutual Life. New business 
placed during 1954 totaled $337,039,565, 
a gain of nearly $10 million over the 
total in 1953 which broke all previous 
company records. 

The record-breaking volume brought 
insurance in force up by more than 
$210,000,000 to a new peak of $2,865,- 
000,000. 

Commenting on the record year, Ray- 
mond W. Simpkin, agency vice presi- 
dent, said “The continuing rapid rise of 
insurance in force, not only with the 
Connecticut Mutual, but also through- 
out the entire industry, reflects the 
public’s increasing sense of responsibil- 
ity toward providing for the future.” 

he year 1954 was also one of the 
most successful from the standpoint of 
policyholders. Continuing favorable mor- 
tality and investment experience will 
make possible a total dividend of $19,- 
350,000, highest in the Connecticut Mu- 
tual’s 109 years of operation. The rate 
of interest allowed on funds left with 
the company under income settlements 
was increased to 3.3% and on dividend 
accumulations to 3.15%. 

During the year assets of Connecti- 
cut Mutual increased by $89 million, 
bringing the total to more than $1.1 bil- 
lion. 


John Hancock Expands 
Field Office Service 


42 OFFICES UNDER NEW SYSTEM 


Extent of Payments and Other Policy- 
holder Service Functions Now Han- 
dled in Local Offices 
Boston—John Hancock Mutual Life’s 
program for centralizing many of its 
policyholder service functions in the 
field offices moved ahead steadily in 
1954, with the year’s end finding some 
42 offices geared for the new operation. 
At present, the services being central- 
ized in the field offices include, within 
limitations, policy loans, cash surrenders, 
death benefit payments and the issuance 
of certain of the company’s “Multiple 

Protection” series of policies. 

With the exception of five pilot in- 
stallations in the East, the newly cen- 
tralized offices are all west of the Mis- 
sissippi. The program was introduced 
first to the western field offices because 
it was felt that because of the distances 
involved those offices would receive the 
greatest benefits. 

Payment of policy benefits, such as 
policy loans, cash surrenders and death 
benefits, can now be made in these 42 
Hancock field offices, within certain 
limitations, on all premium notice Or- 
dinary business now in force regardless 
of the date of issue. As the program 
progresses, the handling of these service 
functions will be extended to the debit 
line of insurance. 


Payments by Field Office 


Policy loans can be made in the field 
office provided the total amount of the 
loan on the policy, including the amount 
applied for, is not in excess of $1,500. 

Cash surrender values may also be paid 
if the amount is desired in cash and is 
not in excess of $1,500. Death claims 
can be paid up to $5,000 (amount of 
total claim) provided the amount is de- 
sired in cash and does not involve the 
double ‘edeemiiks feature. There are, of 
course, other limitations, placed on pay- 
ments made locally, such as on death 
claims where the insured has died 
within the contestable period. It is an- 
ticipated that withdrawals on accumu- 
lated dividend deposits and the cash 
surrender of dividend additions will soon 
be added to the list of policyholder 


service functions handled at the field 
offices. 
Commenting on the program, Vice 


President and Controller Robert E. 
Slater, said, “Since April, 1954, the John 
Hancock has been testing its procedures 
in connection with the new method of 
operation in five pilot agencies. This 
was done in order to minimize any diffi- 
culties that might be experienced in 
making the change to the new method 
of operation. It was felt that all the 
‘bugs’ should be taken out of the vari- 
ous procedures before introducing the 
program generally to all the Hancock 
field offices. 

“It has become evident with our pres 
ent experience that the program is 
working out well and more than meet- 
ing our expectations—so much so that 
centralization of policyholder service 
functions will move East as quickly as 
the field offices and the home office can 
absorb the changes. 

“The function of the agent with re- 
gard to existing policyholders is to ren 
der the proper service so as to give 
them greater security in the insurance 
program they have bought. The new 
John Hancock program permits him to 
render the necessary service more 
quickly in most instances. It operates 
just as if the agent were working right 
out of the home office.’ 

Of the 42 Hancock field 
offering centralized service, 
trict agencies including one in Oregon 
and one in Washington state, and 16 
are general agencies. In the East, the 
districts which tested each phase of the 
new program are Cambridge, Lowell 
and Lynn, Mass. Pilot general agencies 
are the Dwight Sayward general agency 
in Portland, Me., and the Robert B, 
Pitcher general agency in Boston, 


offices now 
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Bankers of lowa Divides El Paso Agency Into Three Offices 


Floyd Smith, manager of the Bankers 
Life’s El agency, retired 
January 1, 
Mr. 

fo1 


Paso, Texas 


under the company’s pension 
Smith 
13 years, 


plan. was manager of the 


agency and upon his re- 





\ 





RALPH L. REED 


tirement two sales offices were 
formed in the El Paso agency territory. 
The dividing of the El Paso agency into 
part of the 


of the 


new 


three agency offices is a 


continuing expansion program 
company. 
Ralph L. Mr. 


Paso 


Smith 
agency. 


succeeds 


the El 


Reed 
as manager of 





EARNEST J. GORMAN, 


JR. 


Marion E. Adams beccame manager of 


the new Odessa, Texas, office, and 
Earnest J. Gorman, Jr., was appointed 
manager of the new Albuquerque, New 
Mexico, office. 

Floyd Smith became manager of the 
El Paso agency in 1941, and during his 
13 years as manager has built the 


agency into one of the leading agencies 
in the company. In 1954 the El Paso 
agency met their yearly quota as early 
as August 24. While retiring as mana- 
ger, Mr. Smith will remain with Bank- 
ers Life as a salesman. 

Ralph L. Reed assumed his new duties 
as manager of the El Paso agency, 
January 1. H% joined the Bankers Life 
in Jyily, 1952, as a special agent. A na- 
tive of Kansas, Mr. Reed attended Kan- 
Kansas_ State 


sas State College and 
Teachers College. He was graduated 
from the latter in 1935. After doing 


graduate work at the State University 
of Iowa, he taught and coached athletics 
until 1941. From 1941 until he joined 
the company he served in the United 


States Immigration and Naturalization 
Service. He also saw two vears of naval 
duty in World War IT. He is a lieu- 


tenant in the Naval Reserve. 

Mr. Reed qualified for the company’s 
1953. President’s Club, and has com- 
pleted his qualifications for the 1954-55 
President’s Club. 

Marion E. Adams, manager of 
new Odessa sales office, has been with 
the company since March, 1946. He 
joined the El Paso agency as special 


the 


agent and in 1947 moved to Odessa as 
district agent. 

Born in Virginia, Mr. Adams attended 
Virginia Polytechnic Institute, and was 
graduated in 1941. Following graduation 
he was called to active duty in the 





ADAMS 


MARION E. 


Army where he served 4% years and 
was discharged as major. 

For the past four years, Mr. Adams 
has been a member of the compiz uny’s 
President’s Club. He is active in insur- 
ance associations and is now serving as 
president of the Oil Center Association 
of Life Underwriters. 

Earnest J. Gorman, Jr., joined Bank- 

ers Life in June, 1946, He became mana- 
ger of the new Albuquerque sales office 
January 1. 
” Mr. Gorman, a native of New Mexico, 
attended grade school and junior high 
school in El Paso, Texas, and attended 
high school in Bisbee, Arizona. Prior 
to joining Bankers L ife, he was a sales- 
man for the National Cash Register Co. 
Mr. Gorman served four years in the 
Army. He entered the service as a pri- 
vate and was discharged with the rank 
of major. 

Mr. Gorman has earned membership 
in the company’s President’s Club each 
year since becoming a Bankerslifeman. 
He is the 1954-55 president of the Cen- 
tral New Mexico Life Underwriters As- 
sociation. 


Continental American Life 


Announces Contest Winners 

Continental American Life, Wilming- 
ton, has announced the winners in a 
seven-week company-wide contest run- 
ning from November 1 through Decem- 
ber 17. The contest was conducted on a 
point basis and anv member of the field 
force could qualify by accumulating 50 
points or more and win an individual 
award, In addition, special awards were 
made to the top winners in four cate- 
gories. Also, agencies were divided into 
two competitive groups with two pos- 
sible winners in each groun. 

The top individual snecial award win- 
ners were: Leonard C. Kiesling, Wil- 
mington, who accumulated the greatest 
number of contest points; Clark 
Dill also of Wilmington who insured 
the greatest number of lives; Abraham 
Zeeman of New York-Lauer Agency 
who was runner-up in number of points 
in the contest, and Robert E. Laubach 
of the Baltimore agency who was the 
runner-up in number of lives insured 
in the contest. Special award winners 
were ei gs with an attractive, per- 
sonalized. laminated plaque in recogni- 
tion of their achievements. 

Acvency winners in the contest were: 
In Group T, the Wilmington agency, for 
exceeding their quota by the greatest 
amount and the Lancaster agency for 
exceeding their quota by the greatest 
percentage; in Group IT. the Sam B. 
Sapirstein Agency, New York, for ex- 
ceeding their quota by the greatest 
amount, and the Rochester. New York, 
Agency for exceeding their quota by 
the greatest percentage. The winning 
agencies were presented with special 
bronze plaques. 


Sees Outlook Good 
For Life Insurance 


F. W. HUBBELL’S SURVEY OF YR. 


American Life Convention President 
Points to Lifting of Drags on Econ- 
omy and Constructive Factors 


General business is showing fairly 
convincing signs of moving upward once 
again after the moderate and short-lived 
decline of 1954, declared F. W. Hubbell, 


president of American Life Convention, 


in discussing the business outlook for 
1955. Mr. Hubbell is also president of 
Equitable Life of Iowa. Mr. Hubbell 


pointed out that a degree of optimism 
seems justified the fact that 
certain been acting 


view of 
forces which have 
as drags on the economy are now sub- 
siding. 

“Among such forces is the substantial 
reduction in Federal expenditures,” he 
said, “which were cut by more than $10 
billion, or about 14%, between the 1953 
and 1955 fiscal years, largely as a result 
of lower military expenditures. Such ex- 
penditures have reached a_ level 
where the outlook for the rest of the 
fiscal year is stability or even 
moderate increase. Moreover, official 
sources have predicted no significant 
change in the rate of defense spending 
in the 1956 fiscal year. 

“Another retarding force has been the 
liquidation in business inventories _un- 


now 


one of 


derway for more than a year. This 
liquidation has been relatively small, 
amounting to $4 billion, or about 5%, 


and has taken place in an orderly fash- 
ion. There are indications that the 
liquidation has about spent its force. 
The business decline in 1954 was cush- 
ioned by a surge of construction ac- 
tivity, po erg in housing. A further 
rise of 7% in over-all construction out- 
lays is Sedenet for 1955 by the U. S. 
Departments of Commerce and Labor. 
This includes an expected 1.3 million 
new housing starts which would top 
even the 1.2 million of 1954, and be sec- 
ond only to the 1950 peak. An increase 
is also expected in commercial construc- 
tion. State and local government ex- 
penditures for construction may rise by 
as much as $2 billion in 1955. Expendi- 
tures by public utilities will continue at 
a high level, and only a very modest 
further decline is now expected in plant 
and equipment expenditures by indus- 
trial companies. . 


Disposable Personal Income Higher 
“While total personal income in 1954 


declined slightly from the previous 
year’s peak, lower taxes permitted dis- 
posable personal income actually to 


show an increase, reaching a new, all- 
time high. This provided a favorable 
climate for life insurance sales, which 
exceeded the previous record year, 1953, 
by an estimated 21%. In spite of these 
large sales, total life insurance out- 
standing today remains proportionately 
less in relation to family income than 
was the case before the war. In view 
of this factor, together with the favor- 
able outlook for general business. and 
personal income, 1955, should be an- 
other year of great opportunity and 
challenge for the life insurance business. 

“One of the notable features of 1954 
was the relative stability of consumer 
prices, which gives promise of con- 
tinuing in 1955. The maintenance of the 
integrity of the dollar is a matter of 
utmost importance in the life insurance 
business, and we should do everything 
possible to prevent a revival of the in- 
flationary spiral. 

“The high rate of construction ac- 
tivity in 1954 provided abundant invest- 
ment opportunities for life insurance 
companies at reasonable rates of return. 
Acquisitions of new mortgage loans by 
life companies totaled more than $5 
billion in 1954, and accounted for al- 
most 45% of the companies’ entire new 
investment in the private economy. 


Pru Agency 20 Years Old 





Anniversary Cartoon 


Gerald A. Eubank and Hiram G, 
Henderson have been with The Pruden- 


tial many years. Their  offices—the 
Downtown Agency—are at 40 Wall 
Street. Signalizing the 20th anniversary 


of this agency and its success three ex- 
ecutives of the Ordinary division of 
Prudential this month made a call at the 
Wall ‘Street offices to extend the good 
wishes of the company for the success 
of the agency and its 20 year tenure. 
Also, they presented the managers with 
a cartoon in which Admiral Eubank (on 


left) and Mr. Henderson were shown 
looking out of the 40th floor. The three 
executives are Sayre MacLeod, CLU, 


vice president; Frederick A. Schnell, 
CLU, second vice president; and James 
McEvoy, assistant director of agencies. 
Mr. Eubank’s first association with 
The Prudential was when he became 
life insurance manager of Johnson & 
Higgins after being general agent here 
of Aetna Life. One of the outstanding 
young men of the Aetna agency—Hart 
& Eubank—was Mr. Henderson. That 
started their long association. When 
Eubank went with Johnson & Higgins 
Henderson came along, and when the 
former was made manager of the Down- 
town Agency, Henderson was the first 
man engaged. In 1948 Henderson be- 
came Eubank’s partner in the agency. 





G. Frank Purvis Made V.P. 


G. Frank Purvis, formerly Deputy In- 
surance Commissioner of Louisiana and 
attorney for Louisiana Secretary of 
State, has ,been elected a vice presi- 
dent of Pan-American Life. When he 
left Louisiana Insurance Department he 
went to Pan-American and became as- 
sistant general counsel. 





With the favorable outlook for con- 
struction, there should be ample invest- 
ment outlets for insurance funds again 
in the coming year. 

“Life companies on the average were 
able to increase their rate of return on 
investments again in 1954, despite the 
fact that national monetary policy dur- 
ing the year emphasized lower interest 
rates as a stimulus to business and con- 
struction. The future of interest rates 
is dependent on governmental policies 
and business conditions, and present 1 
dications are that it should be possible 
for life companies to maintain a fa- 
vorable rate of return on their invest 
ments over the coming months. This is 
of vital importance to the companies in 
order that they may hold down the ne! 
cost of insurance to policyholders. 

“Altogether, the life insurance bus! 
ness may look back at 1954 with pride 
as a year of great achievement, and ma} 
look forward to 1955 with confidence 
and optimism. 
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U. S. Life General Agent 
In East Paterson, N. J. 


ANTHONY F. NOLAN 


United States Life has appointed An- 
thony F. Nolan, general agent in East 
Paterson, N. J. 

Mr. Nolan attended Rutgers Univer- 
sity in Newark, where he studied insur- 
ance prior to serving three years with 
the U. S. Coast Guard during World 
War IT. 

Mr. Nolan was in the restaurant busi- 
ness before entering the life insurance 
field in 1948. Since then he has been a 
personal producer writing life, accident 
& health and Group insurance. 

He is a member of the local V.F.W. 
and recently had his article “Greatest 
Business in the World” published in a 
company magazine. 





Life Policyholders Had 
Peak Health Year in 1954 


American life insurance policyholders 
:ppear to have enjoyed their best health 
vear of all time during 1954, according 
0 the Institute of Life Insurance. 
Based on preliminary reports, there is 


every indication that the final figure for 
leath rate among policyholders will be 
a low as or lower than the previous 
low point of 6.3 per 1,000, in 1949-50. 
The greater part of the improvement 
luring the past 12 months has come 
tom a lowered death rate from the 
tardiovascular- renal diseases. These 
leart diseases are still the No. 1 killer, 
ut the preliminary reports indicate that 
54 saw the best gains in checking 
leaths from this cause in many years. 
Pneumonia and influenza combined 
‘howed a death rate nearly one-fourth 
ower than in 1953. Tuberculosis deaths 
‘gain declined, reaching a new low rate, 
‘own about one-third in two years and 
tow only a small fraction of what it 
vas a decade or two ago. 

Accidents, including automobile fatali- 
We showed a lowered death rate in 
1954, 

‘The material reduction in death 
fates, continuing the improvement of the 
vast quarter century, has resulted in a 
‘remendous saving of lives,” Dr. Louis 
. Dublin, consultant on health and wel- 
'are of the Institute, said in comment- 
ng on the report. “The improvement in 
4 alone has saved thousands of 
ilicyholder lives. If comparison is 
lade with 10 and 20 years ago, the 
‘wing of lives is in the hundreds of 
‘tousands. The advances in medicine 
‘nd public health, together with the 












isher standards of living are already 


ving big dividends in longer and 


‘talthier life.” 


Prudential Advances Gatts 

The Prudential announced appoint- 
ment of Joseph B. Gatts as director of 
Group sales and service in its Mid- 
America Home Office. Gates was for- 
merly regional Group manager of the 
company’s mid-western regional office. 


JESSE AUDELLA DEAD 
Jesse Audella, a retired district agent 
of the John Hancock died recently. Mr. 
Audella joined the company in 1926 at 
the Quincy, Mass., district office, and 
served in that area until he retired in 


1954. 





: ’ 
Chicago Ass’n Speaker 

Freeman J. Wood, president of the 
Chicago Association of Life Underwrit- 
ers announces Henry Persons, Mutual 
Life of New York, program chairman, 
has secured Hal L. Nutt, CLU, director, 
Life Insurance Marketing Institute of 
Purdue University, Lafayette, Ind., as 
speaker for the breakfast meeting spon- 
sored by the council of field under- 

writers on January 26. 
Vincent Filippini, The Prudential, is 
chairman of the council of field under- 


Fidelity Mutual Reports 


Record Volume Year 

Fidelity Mutual Life reports for 1954 
the largest volume of new paid business 
in its history—$91,592,000. This brings 
the company’s insurance in 
$859,829,725. 

Marking a continuation of the steady 
growth of its average policy, an amount 
of over $7,500 was reached in 1954. 
Mortality was reported as having bet- 
tered the satisfactory figure registered 


force to 





writers. 


in the preceding year. 








«»¥_ [hey Really Listen to 


C. B. McCaffrey tells Northwestern Mutual agents how to tackle Advanced Underwriting problems. 


"= YNAMIC”’ is the word for C. B. McCaffrey. He’s 
Director of Advanced Underwriter Training at 
Northwestern Mutual. Hundreds of agents who’ve 
listened to him can tell you he rates full attention. 
Mr. McCaffrey directs several seminars throughout 
He gives Northwestern 
Mutual agents a real postgraduate course on how to 
solve policyholders’ personal and financial problems, 
using the latest ‘‘facts from Washington.”’ For the 
Annual Meeting of the Association of Agents, he ar- 


the country every year. 


ranged to have an attorney in the gallery of the Senate 
report via direct telephone hookup the up-to-date 
progress of the new Tax Bill. 

He’s an editor, too. Periodically he sends out the 
Advanced Underwriting Digest. And if there’s a timely 
topic that rates special attention, you can be sure 


‘“Mac”’ and his capable staff, including other attorneys, 
are ‘“‘right there with the facts.” 

A good example is the Company’s 28-page booklet, 
‘“‘Spotlight on the Revenue Act of 1954.”’ It reached 
every member of the field force almost as soon as the 
Bill was made law ... And it’s always that way. North- 
western Mutual men don’t have to wonder ‘‘what’s 
new.” They’re the best-informed in the profession. 

The Company’s Advanced Underwriter Training 
program is typical of the high quality of help North- 
western Mutual provides for its agents. That’s one 
reason why so many of them are consistent winners of 
the National Quality Award. And it’s a reason why 
Northwestern Mutual has 172 of its agents in the 
Million Dollar Round Table—one out of thirteen of 
its full-time agents. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 








Page 8 






LOR SPT OPM LT peg 








January 14, 1955 





































































Manhattan Life Winners of 
Edmondson Month Awards 





Impact 

Bernard A. Haas, right, New York City 
general agent, Manhattan Life, receives 
Edmondson Month Award for leading 
his division in submitted and paid-for 


volume from Company President 
Thomas E. Lovejoy, Jr. To complete 
the triple distinction, Mr. Haas’ agency 
led the company in paid premiums for 
the month. 


Manhattan Life 
were double award 
traditional Edmondson 
Vice President V. 
Edmondson who has been with the 
They are: 
Robbins 


personal pro- 
winners 


Two 
ducers 
in November, 
Month, in honor of 
W. 
company for over 25 years. 
Milton W. Koenig, 


New York City, leader in volume and 


agency, 


lives, group 3 and Harold A. Meyer, 
Long agency, Mount Vernon, N. Y., 
leader in both categories in group 6. 


Alfred M. Schlesinger, Grosten agency, 
Los Angeles, group 1 leader in volume 
also placed first nationally in submitted 
volume for the month. Nathan S. Pos- 
ner, Grosten agency, placed second in 
volume nationally and won the award 
for number of lives submitted in group 
I. Joseph S. Harmelin, Harmelin 
agency, Newark, N. J., third among the 
top ten, won the group 2 award for 
volume, with T. Lucile Salisbury, De- 
marest agency, New York, taking the 
award for lives in that group. 
Other personal producers 
plaques were: 

T. Frank Dow, Stuart agency, Bing- 
hamton, N. Y., volume in group 4; 
Jerry Leon, Vorhauer agency, Chicago, 
lives in group 4; Kenneth E. Tolley, 
Kellner agency, Denver, first in volume, 
group 5; and Ralph E. Lembo, Rogers 
agency, Passaic, N. J., first in lives in 
group 5. 


winning 


Agency Winners 


Agency award winners in “paid vol- 
ume” were: Richard M. Grosten, group 
1; Bernard B. Hoffman, Buffalo, group 
2; Clarence Spencer, Trenton, N. J., 
group 3; Bernard A. Haas, New York 
J., group 5; and Ray E. 
Cleveland, group 6. 


Warren, 


The James G. Ranni agency, New 
York, led the company in submitted 
volume, winning the group 1 submitted 
award. The Hoffman agency, Buffalo, 
led in group 2 submitted; the Ranni 
agency, Miami, took first in group 3; 


Bernard A. Haas was first in group 4; 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


Chicago, Iil. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 











Appointed by U. S. Life 


United States Life has appointed the 
H. Curtin Insurance Agency, 
Inc., general agent in Cambridge, 
Mass. The Curtin Agency was organ- 
ized more than 20 years ago and has 
enjoyed consistent growth since that 
It has recently moved into spa- 
air-conditioned quarters at 689 
Concord Avenue in Cambridge with 
parking facilities for 50 automobiles. 
John J. Curtin, president, has been 
in the insurance business for more than 
25 years. Francis H. Curtin is vice 
president and George E. Curtin, treas- 
urer. 


Francis 


as 


time. 


cious, 





Fuerst and Porter, Pittsburgh, led group 
5 and Andrew K. Long, Mount Vernon, 
N. Y., was at the top in group 6. 

At a dinner at the Hotel Plaza, New 
York, recently, tribute was paid to Mr. 
Edmondson by field men gathered from 
throughout the metropolitan New York 
area. Clarence Spencer, Trenton, N. ]., 
general agent, served as_ toastmaster. 
Speakers included Thomas E. Lovejoy, 
Jr. Manhattan Life president; J. P. 
Fordyce, board chairman; James G. 
Ranni, oldest Manhattan Life general 
agent in point of service, as well as 
award winners who were seated at the 
head table. 


Earl S. Magnuson Joins 


Central National Life 


Central National Life of Omaha has 
appointed Earl S. Magnuson assistant 
vice president and actuary. He has been 
actuary with the Iowa State Insurance 
Department three years, prior to 
which he was research analyst for Iowa 
Public Employes Retirement System. He 
is a graduate of the Actuarial School 
of Drake University. 


for 





To Hear Herbert A. Hedges 


Herbert A. Hedges, general agent, 
Equitable of Iowa, Kansas City, past 
president of NALU, will be the feature. 
speaker on the consecutive programs of 
the Indiana State Association and the 
Indiana Leaders Club at Turkey Run, 
Indiana, April 28 - 30. 

The consecutive meetings of the two 
associations represent an innovation in 
Indiana. The state association will hold 
its meeting the evening of the 27th and 

‘the morning of the 28th. The leaders 
club will start its sessions the afternoon 
of the 28th and run through to noon on 
the 29th. Mr. Hedges will speak at noon 
on the 28th, thus being the closing 
speaker for the state association and the 
opening speaker for the leaders club. 








Life 


business or tax purposes. 


You'll find that Manufacturers 


can give you the key to more 


sales in the rapidly growing senior citizens market. Here are two 
low cost contracts that will please your prospects in the age 


66-80 bracket. 
@ Preferred Whole Life Par 


Plan. 


(2) Guaranteed Maximum Protection Plan. 
(Whole Life, non-par) 


These contracts are issued on both standard and substandard 


lives in amounts of $7,500 and more. 


FOR INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


CHICAGO °* CINCINNATI 
LANSING * LOS ANGELES ° 


BALTIMORE ° 
HONOLULU ° 


HARTFORD 
PITTSBURGH 


¢ CLEVELAND ¢ DETROIT ° 
NEWARK °* PHILADELPHIA ° 


PORTLAND * SAGINAW * SAN FRANCISCO * SEATTLE * SPOKANE 


Also licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia 


YOUR OWN COMPANY FIRST... THEN 


THE 


MANUFA 
INSURANCE Li 


CTURERS 
FE <” 





Supervising General Agent 
For American Bankers Life 

















JAMES M. LANE 
American Bankers Life of Miami, 
Florida, announces the appointment of 
James M. Lane, as supervising general 
agent for Tulsa, Oklahoma and vicinity. 

Mr. Lane has been actively engaged in 
the insurance business for a good many 
years, and has represented several com- 
panies in both the Industrial and Ordi- 
nary life field. He is well-known through- 
out the Tulsa area for his participation 
in Church and civic affairs. Mr. Lane 
is a 32nd degree Mason. 

As supervising general agent, Mr. Lane 
plans to devote his time to personal pro- 


duction and developing that area through produc 





the appointment of general agents,g™ Volume 
agents and brokers. vas $8 
James G, Ranni, president of American ; 704 
Bankers Life, stated that this is another 
step in the midwest expansion program jumped 
of the company, which in slightly morejiif ‘mong 
than two years of active operations has Premiu 
produced over $43,000,000 of insurance oc. , 
in force, and is operating in 23 states i 
and the District of Columbia. ‘ble ” 
wency’. 
usines: 
. . . issio” 
Life of Georgia Appointments’ * 
Appointment of four district managers, = 
has been made by Life of Georgia ing" wl 
Kentucky, Alabama, Louisiana, and Mis#@iice g 
sissippi. rector 
James P,. Goolsby was named mantg@ng qy 
ger at Louisville; Ky. He was promote@™,. 
from the company’s training depart net tal 
ment, where he had served one yea Austin. 
‘Previously, he was a staff manager Mi utstand 
Lexington, Ky. He became associate@@; 1}. 
with the company in 1948. tibut; 
W. A. Hall was named manager agg ?Uton 
Selma, Ala., being promoted from staff unded 
manager in Atlanta. He has been assomMvear ahe 
ciated with the company 10 years, hav@lhy the j, 
ing served in Albany, Valdosta, Amer or 
cus, and Thomasville in Georgia. es 
J. Hardy was named manager ! Williar 
Greenwood, Miss., being promoted {ro™gency 
the training department staff. Praline» 4 
viously, he was a staff manager in Da are 
tona Beach, Fla., where he joined t! ; aapehens 
company as an agent ten years ago. busine 
Edmond P. LeBlanc, Jr. was pra" the 
moted to district manager at Lafayet! und co 
La., where he has served four years ‘ Also al 
staff manager and two years as agen a New 
sikoff 


————| Ppears 


HERMAN REINIS 
Brooklyn General Agent 
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¢, V. Austin Agency 
Holds Annual Meeting 


HAD GAIN OF 7% OVER LAST YR. 



























Donald E. Hanson Home Office Guest 
Speaker; Agency in Tenth Place 
in Company Standings 





Individual production awards and an 
impressive year-end agency report, 
highlighted the annual meeting of the 
Gilbert V. Austin agency, Aetna Life, 
of Brooklyn and Hempstead, held last 


week at the Towers Hotel. General 
Agent Austin, reporting at the agency’s 
%th annual affair, announced record 


Miami, 
rent of 
general 
vicinity. 
aged in 
d many 
al com- 
1 Ordi- 
1roughi- 
“ipation 


















r, Lane 


GILBERT V. AUSTIN 


ir. Lane 


val pro- 

rough roduction advances for the past year. 
5 - . . . 

agents \olume of new paid Ordinary business 


vas $8,276,000, which was an increase 
{ 7% over the previous year and 
jumped the agency into tenth position 


merical 
another 


rogram 
‘y moremm™ mong all agencies of the company. 
ons hasii™?remium volume also showed an_ in- 
surance@™ ease of 11% over last year. A favor- 
pe ible report was also given on the 

wency’s accident volume and Group 

wsiness, which was in excess of its 


wssigned quota. 
Robert B. Coolidge, Aetna, vice presi- 


ments 


anagergam 
srgia in ent, who was to share honors as home 
1 Misdaplice guest with Donald E. Hanson, 
nc 4 
lrector of agencies, was unable to at- 
ed tnd due to illness. Mr. Hanson, in a 
romoted te . . ~ 
depart Te! talk, paid tribute to General Agent 
e yeatamustin and his associates for last year’s 
ager M@utstanding job and also to the wives 
sociateG@@l f the production staff for their con- 
ams bution to the agency’s success. He 
ym staf™™ounded an optimistic note about the 
on asso@@™vear ahead, calling particular attention 
“chav , ‘ , ‘ 
“ = 'the increased juvenile market which 
Am : : 
: ¢ said offers tremendous opportunity. 
ager iff™ William G. Murphy was awarded the 
ed {rowi-vency trophy as “most valued asso- 
; G ass engi : aa 
: fe ate.” This award is based on new life 
in a) x . ° . 
aed tl troduction, new premiums, persistency 
ago. ! business, number of lives, most times 
as prdgg” the monthly honor roll, and_all- 
vfayett@™ nd cooperation with the agency. 
vears Mg Also announced was the appointment 
s agelg™’ a New York general agent of Arthur 
‘. Bikoff. (A story on this appointment 
———fe Pears elsewhere in this issue.) 
i 1 © Agency Appointments 
ont Changes in the Austin organization 


ring the past year include the ap- 
ointments of William H. Hollingsworth 
‘ brokerage supervisor in the Hemp- 
‘ead office; Harry C. Newman, as bro- 
‘tage supervisor in Queens and_ Jo- 
“oh Schulman as agency supervisor in 


fe 





Lower Farm Bureau Rates 

The Farm Bureau Life, Columbus, 
Ohio, has reduced premium rates on its 
10, 15, and 20-year Monthly Income 
policies. The new rates, effective Janu- 
ary 1, are about 30% lower at age 35. 
Also, on January 1, the company began 
issuing these policies on 25 and 30-year 
plans. The age limit for both Monthly 
Income and Family Income policies was 
lowered to 15. 





the Brooklyn office. The Hempstead 
office is under the direction of Emil W. 
“Rip” Kohut, assistant general agent. 

Mr. Austin, who has been general 
agent for 25 years, has been associated 
with Aetna for 40 years. Before becom- 
ing general agent he was one of the 
company’s leading producers. Active in 
community and industry affairs, he was 
one of the founders of the Brooklyn 
branch of the Life Underwriters Asso- 
ciation of the City of New York and 
for many years has served in various 
capacities in the New York City Asso 
ciation. He has been chairman of his 
local draft board in Manhasset, Com 
mander of the American Legion and has 
played a leading role in many com 
munitv functions. He is a member of 
the Brooklyn Club, Brooklyn Rotary 
Club, and Masons, 


Bankers National Life 
Extends Suggestion Plan 


For some time the home office em- 
ployes of Bankers National Life, Mont- 
clair, N. J., have been using a formal 
suggestion plan to bring to the attention 
of management improved ways of han- 
dling the company’s business more effi- 
ciently. 

This formal suggestion plan has now 
been extended to members of the field 
force, as of January 1. Any suggestion 
submitted by one of the company’s life 
the 
used, a cash award will be made based 
on the measurable 
through the suggestion. 


underwriters, and suggestion is 


savings realized 


The minimum 


award in any case will be $5. In the 
past the award has been roughly 10% of 
the estimated monetary savings from 


the suggestion, or if there are non- 
measurable savings, the value of the 
award is based on a point system. 

To be considered by the suggestion 
committee, each suggestion must include 
a solution. The company hopes that 
these suggestions will give simpler, bet- 
ter ways of writing new business or 
servicing old business. 





WANTED 
Will buy life insurance company. Will 
pay $1,000,000.00 or more. Box 2283, 
The Eastern Underwriter, 93-99 Nassau 
Street, New York 38. 











Aetna Life Field Changes 
Life 
Jackson G. 


Aetna has made a number of 


changes. 
assistant general agent at 


Fields, formerly 
sirmingham, 
has been made associate general agent 
of the Jacksonville agency under Gen- 
eral Agent Charles I. Mann. He is a 
past the Alabama Acci- 
dent & Health Underwriters Association 


president of 


Paul R. Jackson, formerly estate con- 


trol plan representative in the Dallas 
office is now assistant general agent. 
W. D. Hill, Group representative at 


Houston goes to El Paso to assist Logan 
Campbell, manager of the agency’s 
Group department. 


James R. Sommerfrucht, supervisor 


in the Oklahoma Agency for the past 
two years and associated with that 
office since 1938, has been appointed 


assistant general agent there under Gen- 
eral Agent F. E. Pence. 





















The 5-Star Prescription 


For the doctor, lawyer, or any prospect who must provide his own 


old-age income, the LNL man likes to prescribe our 5-Star Annuity. 


Optional maturity dates enable the policyholder to begin his income 
early or late—any time between age 50 and 70. This flexibility brings 


definite tax advantages. And life insurance protection is provided by this 


The 


low net-cost participating policy, 
in addition to the annuity benefits. 

Lincoln National's 5-Star Annu- 
ity is another reason for our proud 


claim that LNL is geared to help 
its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


> 
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Manhattan Life Winners of 
Edmondson Month Awards 


Impact 
Bernard A. Haas, right, New York City 
general agent, Manhattan Life, receives 
Edmondson Month Award for leading 
his division in submitted and paid-for 


volume from Company President 
Thomas E. Lovejoy, Jr. To complete 
the triple distinction, Mr. Haas’ agency 
led the company in paid premiums for 


the month, 
Two Manhattan Life personal pro- 
ducers were double award winners 
in November, traditional Edmondson 


Month, in honor of Vice President V. 
W. Edmondson who has been with the 
company for over 25 years. They are: 
Milton W. Koenig, Robbins 
New York City, leader in volume and 
lives, group 3 and Harold A. Meyer, 
Long agency, Mount Vernon, N. Y., 
leader both categories in group 6. 
\lfred M. Schlesinger, Grosten agency, 
Los Angeles, group 1 leader in volume 
also placed first nationally in submitted 
volume for the month. Nathan S. Pos- 
ner, Grosten agency, placed second in 
volume nationally and won the award 
for number of lives submitted in group 
I. Joseph S. Harmelin, Harmelin 
agency, Newark, N. J., third among the 
top ten, won the group 2 award for 
volume, with T. Lucile Salisbury, De- 
marest agency, New York, taking the 
award for lives in that group. 

Other personal producers 
plaques were: 

T. Frank Dow, Stuart agency, Bing- 
hamton, N. Y., volume in group 4; 
Jerry Leon, Vorhauer agency, Chicago, 
lives in group 4; Kenneth E. Tolley, 
Kellner agency, Denver, first in volume, 
group 5; and Ralph E. Lembo, Rogers 
agency, Passaic, N. J., first in lives in 


group 5, 


agency, 


in 


winning 


Agency Winners 


Agency award winners in “paid vol- 
ume” were: Richard M. Grosten, group 
Bernard B. Hoffman, Buffalo, group 

Clarence Spencer, Trenton, N. J., 
group 3; Bernard A, Haas, New York 
ity, group 4; Bart M. Rogers, Passaic, 


& 
2: 


J., group 5; and Ray E. Warren, 
Cleveland, group 6. 

The James G. Ranni agency, New 
York, led the company in submitted 
volume, winning the group 1 submitted 
award. The Hoffman agency, Buffalo, 
led in group 2 submitted; the Ranni 


agency, Miami, took first in group 3; 
Bernard A, Haas was first in group 4; 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, IIl. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 

















Appointed by U. S. Life 


United States Life has appointed the 
Francis H. Curtin Insurance Agency, 
Inc., general agent in Cambridge, 
Mass. The Curtin Agency was organ- 
ized more than 20 years ago and has 
enjoyed consistent growth since that 
time. It has recently moved into spa- 
cious, air-conditioned quarters at 689 
Concord Avenue in Cambridge with 
parking facilities for 50% automobiles. 

John J. Curtin, president, has been 
in the insurance business for more than 
25 years. Francis H. Curtin is vice 
president and George E. Curtin, treas- 
urer. 


as 





Fuerst and Porter, Pittsburgh, led group 
5 and Andrew K. Long, Mount Vernon, 
N. Y., was at the top in group 6. 

At a dinner at the Hotel Plaza, New 
York, recently, tribute was paid to Mr. 
Edmondson by field men gathered from 
throughout the metropolitan New York 
area. Clarence Spencer, Trenton, N. ]., 
general agent, served as_ toastmaster. 
Speakers included Thomas E. Lovejoy, 
Jr. Manhattan Life president; J. P. 
Fordyce, board chairman; James G. 
Ranni, oldest Manhattan Life general 
agent in point of service, as well as 
award winners who were seated at the 
head _ table. 


Earl S. Magnuson Joins 


Central National Life 
Central National Life of Omaha has 
appointed Earl S. Magnuson assistant 
vice president and actuary. He has been 
actuary with the Iowa State Insurance 
Department for three years, prior to 
which he was research analyst for Iowa 
Public Employes Retirement System. He 
is a graduate of the Actuarial School 
of Drake University. 





To Hear Herbert A. Hedges 


Herbert A. Hedges, general agent, 
Equitable of Iowa, Kansas City, past 
president of NALU, will be the featured 
speaker on the consecutive programs of 
the Indiana State Association and the 
Indiana Leaders Club at Turkey Run, 
Indiana, April 28 - 30. 

The consecutive meetings of the two 
associations represent an innovation in 
Indiana. The state association will hold 
its meeting the evening of the 27th and 
the morning of the 28th. The leaders 
club will start its sessions the afternoon 
of the 28th and run through to noon on 
the 29th. Mr. Hedges will speak at noon 
on the 28th, thus being the closing 
speaker for the state association and the 
opening speaker for the leaders club. 








business or tax purposes. 


You'll find that Manufacturers 


Life can give you the key to more 


sales in the rapidly growing senior citizens market. Here are two 
low cost contracts that will please your prospects in the age 


66-80 bracket. 


ae Preferred Whole Life Par Plan. 


&) Guaranteed Maximum Protection Plan. 
(Whole Life, non-par) 


These contracts are issued on both standard and substandard 


lives in amounts of $7,500 and more. 


FOR INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE * CHICAGO °* CINCINNATI 
HONOLULU * LANSING * LOS ANGELES 
PORTLAND * SAGINAW ° 
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THE 
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Supervising General Agent 


For American Bankers Life 


JAMES M. LANE 
American Bankers Life of Miami, 
Florida, announces the appointment of 
James M. Lane, as supervising general 
agent for Tulsa, Oklahoma and vicinity. 

Mr. Lane has been actively engaged in 
the insurance business for a good many 
years, and has represented several com- 
panies in both the Industrial and Ordi- 
nary life field. He is well-known through- 
out the Tulsa area for his participation 
in Church and civic affairs. Mr. Lane 
is a 32nd degree Mason. 

As supervising general agent, Mr. Lane 
plans to devote his time to personal pro- 
duction and developing that area through 
the appointment of general agents, 
agents and brokers. 

James G. Ranni, president of American 
Bankers Life, stated that this is another 
step in the midwest expansion program 
of the company, which in slightly more 
than two years of active operations has 
produced over $43,000,000 of insurance 
in force, and is operating in 23 states 
and the District of Columbia. 





Life of Georgia Appointments 

Appointment of four district managers 
has been made by Life of Georgia in 
Kentucky, Alabama, Louisiana, and Mis- 
sissippi. 

James P. Goolsby was named mana- 
ger at Louisville,-Ky. He was promoted 
from the. company’s training depatt- 
ment, where he had served one yeat. 
Previously, he was a staff manager i 
Lexington, Ky. He became associated 
with the company in 1948. 

W. A. Hall was named manager at 
Selma, Ala., being promoted from staff 
manager in Atlanta. He has been asso- 
ciated with the company 10 years, hav- 
ing served in Albany, Valdosta, Ameri- 
cus, and Thomasville in Georgia. ; 

>. J. Hardy was named manager 1 
Greenwood, Miss., being promoted from 
the training department staff. Pre 
viously, he was a staff manager in Day, 
tona Beach, Fla., where he joined th 
company as an agent ten years ago. 

Edmond P. LeBlanc, Jr. was pre 
moted to district manager at Lafayette 
La., where he has served four years 4 
staff manager and two years as agent 


HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAIn 4-7951-2-3 
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Gg. V. Austin Agency 


Holds Annual Meeting 


HAD GAIN OF 7% OVER LAST YR. 








Donald E. Hanson Home Office Guest 


Speaker; Agency in Tenth Place 
in Company Standings 





awards 
agency 


Individual production 


impressive year-end 


highlighted the annual meeting of the 
Life, 
last 
General 
Agent Austin, reporting at the agency’s 
record 


Aetna 
held 


Gilbert V. Austin agency, 
of Brooklyn and Hempstead, 
week at the Towers Hotel. 
announced 


%th annual affair, 


GILBERT V. AUSTIN 


production advances for the past year. 
Volume of new paid Ordinary business 
was $8,276,000, which was an increase 
f 7% over the previous year and 
jumped the agency into tenth position 
among all agencies of the company. 
Premium volume also showed an_in- 
‘tease of 11% over last year. A favor- 
ible report was also. given on the 
and Group 
excess of its 


accident volume 
which was in 
assigned quota. 

Robert B. Coolidge, Aetna, vice presi- 
dent, who was to share honors as home 
fice guest with Donald E. 
lirector of agencies, was unable to at- 
tend due to illness. Mr. Hanson, in a 
brief talk, paid tribute to General Agent 
\ustin and his associates for last year’s 
utstanding job and also to the wives 


wency’s 
business, 


Hanson, 


f the production staff for their con- 
iibution to the agency’s success. He 
sounded an optimistic note about the 


vear ahead, calling particular attention 
‘o the increased juvenile market which 
le said offers tremendous opportunity. 

William G. Murphy was awarded the 
‘gency trophy as “most valued 
late.” This award is based on new life 
new premiums, persistency 
{ business, number of lives, most times 
nN the monthly honor roll, and all- 
found cooperation with the agency. 

Also announced was the appointment 
‘8a New York general agent of Arthur 
H. Bikoff. (A story on this appointment 
‘pears elsewhere in this issue.) 


asso- 


production, 


Agency Appointments 


_ Changes in the Austin organization 
luring the past year include the ap- 
ointments of William H. Hollingsworth 
‘S brokerage supervisor in the Hemp- 
stead office ; Harry C. Newman, as bro- 
Xtrage supervisor in Queens and Jo- 
‘eph Siena as agency supervisor in 








and an 
report, 





Lower Farm Bureau Rates 


The Farm Bureau Life, Columbus, 
Ohio, has reduced premium rates on its 
10, 15, and 20-year Monthly Income 
policies. The new rates, effective Janu- 
ary 1, are about 30% lower at age 35. 
Also, on January 1, the company began 
issuing these policies on 25 and 30-year 
plans. The age limit for both Monthly 
Income and Family Income policies was 
lowered to 15. 





the Brooklyn office. The Hempstead 
office is under the direction of Emil W. 
“Rip” Kohut, assistant general agent. 

Mr. Austin, who has been general 
agent for 25 years, has been associated 
with Aetna for 40 years. Before becom- 
ing general agent he was one of the 
company’s leading producers. Active in 
community and industry affairs. he was 
one of the founders of the Brooklyn 
branch of the Life Underwriters Asso- 
ciation of the City of New York and 
for many years has served in various 
capacities in the New York City Asso 
ciation. He has heen chairman of his 
local draft board in Manhasset, Com- 
mander of the American Legion and has 
played a leading role in many com 
munitv functions. He is a member of 
the Brooklyn Club, Brooklyn Rotary 
Club, and Masons, 


Bankers National Life 
Extends Suggestion Plan 


For some time the home office em- 
ployes of Bankers National Life, Mont- 
clair, N. J., have been using a formal 
suggestion plan to bring to the attention 
of management improved ways of han- 
dling the company’s business more efti- 
ciently. 

This formal suggestion plan has now 
field 
suggestion 


been extended to members of the 
January 1. Any 
submitted by one of the company’s life 
the 
used, a cash award will be made based 
on the measurable savings realized 
through the suggestion. The minimum 
award in any case will be $5. In the 
past the award has been roughly 10% of 
the estimated monetary savings from 
the suggestion, or if there are non- 
measurable savings, the value of the 
award is based on a point system. 

To be considered by the suggestion 
committee, each suggestion must include 
a solution. The company hopes _ that 
these suggestions will give simpler, bet- 
ter ways of writing new business or 
servicing old business. 


force, as of 


underwriters, and suggestion is 





WANTED 
Will buy life insurance company. Will 
pay $1,000,000.00 or more. Box 2283, 
The Eastern Underwriter, 93-99 Nassau 
Street, New York 38. 











Aetna Life Field Changes 


Life has 
Jackson G. 
agent at 
associate general agent 


Aetna made a number of 


changes. Fields, fornrerly 


assistant general sirmingham, 


has been made 


of the Jacksonville agency under Gen- 
eral Agent Charles I. Mann. He is a 
past president of the Alabama Acci- 


dent & Health Underwriters Association. 


Paul R. Jackson, formerly estate con- 


trol plan representative in the Dallas 
office is now assistant general agent. 
W. D. Hill, Group representative at 


Houston goes to El Paso to assist Logan 
Campbell, manager of the agency’s 
Group department. 


James R. Sommerfrucht, supervisor 


in the Oklahoma Agency for the past 
two years and associated with that 
office since 1938, has been appointed 


assistant general agent there under Gen- 
eral Agent F. E. Pence. 


















The 5-Star Prescription 


For the doctor, lawyer, or any prospect who must provide his own 


old-age income, the LNL man likes to prescribe our 5-Star Annuity. 


Optional maturity dates enable the policyholder to begin his income 
early or late—any time between age 50 and 70. This flexibility brings 


definite tax advantages. And life insurance protection is provided by this 


The 


low net-cost participating policy, 


in addition to the annuity benefits. 


Lincoln National's 5-Star Annu- 
ity is another reason for our proud 
claim that LNL is geared to help 
its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 


Its Name Indicates Its Character 


, Indiana 
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Guardian Life Comments About 
Its Major Medical Coverage 


The Guardian Life has received an 
unusually large number of inquiries 
about its Major Medical policy recently 
announced. The coverage is described 
in the current issue of the company’s 
field publication, Service, by Gerard S. 
Parker, secretary, Accident and Health, 
Guardian. 

Basically, the Major Medical contract 
is simple, says Mr. Parker. There is a 
deductible applied to each claim. The 
insured must incur expenses within a 
90-day period which at least equal the 
deductible. Then, in cases, sub- 
stantially all the excess over the de- 
ductible will be paid by the company, 
up to the limit of $7,500 for each covered 
person for each illness or injury. How- 
ever, there are a few limitations on the 
benefits paid, the deductible may 
vary from year to year as the income 
of the insured changes. 


most 


and 


Covered Charges 

There is no over-all co-insurance fea- 
ture in the policy. The company does 
not require the insured to pay 25% of 
all the charges in excess of the deduc- 
tible. Instead, it uses the term “covered 
charges.” 

“We define it,” said Mr. Parker. “We 
consider only charges falling within that 
definition in determining benefits. In 
order to prevent abuse, there are three 
specific internal limits on what are con- 
sidered covered charges. These are: 
(1) a $1,000 limit on surgery; (2) a $25 
per day limit on hospital room and 
board; and (3) a 25% co-insurance on 
private nurses’ fees.” 

Surgical fees in excess of $1,000 for 
any one operation or series of related 
operations, hospital room and_ board 
charges of more than $25 for each day 
of confinement, and 25% of the private 


nurses’ fees are excluded from the 
charges allowable against the satisfac- 
tion of the deductible and from the 


charges for which benefits are payable. 

The over-all limit is $7,500 for each 
sickness or injury suffered by each cov- 
ered person, and the nolicy pays bene- 
fits equal to all covered charges in ex- 
cess of the deductible, up to that limit, 


which are incurred within two years 
after the date of the first charge ap- 
plied against the deductible. 


The Total Benefit Limit After Age 65 


Although the policy is guaranteed re- 
newable for life, there is an aggregate 
limit of $7,500 on all benefits which will 


H. MARTIN TENNEY PROMOTED 
Now Vice President, Investments, Con- 
necticut Mutual Life; Joined 
Company in 1935 

H. Martin Tenney has _ been pro- 
moted to vice president, investments, by 
Connecticut Mutual Life. Mr. Tenney 
joined the Connecticut Mutual in 1935 
as assistant supervisor, city loans. Two 
years later he was promoted to super- 
visor of city loans, and advanced suc- 
cessively to assistant vice president in 
1940, second vice president, mortgage 
loans, in 1946, and second vice president, 
investments, in 1952. 

He is an alumnus of Boston Univer- 
sity and also attended Babson Institute. 
He was a loan officer for the First Na- 
tional Co. of St. Louis for seven years 
before coming to Connecticut Mutual. 

Mr. Tenney belongs to American In- 
stitute of Real Estate Appraisers, Mort- 
gage Bankers Association, and is past 
president and director of the Connecti- 
cut Chapter of the Society of Residen- 
tial Appraisers, of which he is a senior 
member. 
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be paid on behalf of any one individual 
after his 65th birthday. This applies, 
regardless of the number of claims in- 
volved or the date the claims begin, 
starting with the 65th birthday. If the 
company should pay $7,500 on behalf 
of a covered person over 65, that indi- 
vidual will then cease to be covered, 
and the premium will be appropriately 
reduced. His spouse, if any, will remain 
covered at a reduced premium. The To- 
tal Benefit Limit applies to all covered 
charges actually incurred after the 65th 
birthday. 

For any given claim, the amount of 
the deductible will be based on the com- 
bined income of the named insured and 
spouse for the tax year immediately pre- 
ceding the year in which the claim be- 
gins. For example, for a person report- 
ing his income on a calendar year basis, 
the income for calendar year 1954 would 
determine the deductible for any claim 
beginning in calendar year 1955. <A 
claim begins on the date on which is in- 
curred the first covered charge applied 
against the deductible. 


“BILL” CAMPBELL ON JOB AGAIN 





Severely Burned Face, Neck and Hands 
When Decorative Candles Were 
Being Made 


Following a week in a hospital and 
three weeks at home recovering from 
burns which he sustained on December 
11 at his home in Huntington, W. Va., 
William C. Campbell of John Hancock 
and most successful golfer in the insur- 
ance field, is back at work again. It is 
too early yet to tell whether he will be 
able to play tournament golf again, but 
he is informed by his doctors that no 
skin grafting will be necessary on his 
hands. 

Mr. Campbell and his 
family were melting grease for candles 
to be used in Christmas decorations. 


While the family was out of the room 
the grease caught fire Mr. Campbell, 
who was two rooms distant, smelled 
smoke, ran in and started acting as a 
one-man fire department. He _ extin- 
guished the blaze but in doing so was 
badly burned on the face, around the 
neck and on his hands. Mr. Campbell 
has distinguished himself in golf tourna- 


members of 





ments in this country, Canada and 
Great Britain. 
» 


Everyone is excited 


about Berkshire Life’s 





BUSINESS INSURANCE KIT 





F - sid 
\ wonton ress 5 
5 
¥ 
: 


... especially the Berkshire Life agents who 
now approach the sale of highly profitable re 






business insurance with the same confidence 
as more familiar life coverages. This compact, 
uncomplicated kit is organized to sell the 4 
major types of business insurance: Key Man, 
Sole Proprietor, Partnership and Close Cor- 


poration. 


This is another of the fine “sales tools” 


Berkshire Life provides 


its field force as part of its complete sales promotion program. 


BERKSHIRE (@% 


Life, Annuities, Accident & Health and Hospitalization 
e A MUTUAL COMPANY 


PITTSFIELD, MASS. 

















——__ 





a 





T HERE was a young fellow named Noyes 
Who was loaded with avoirdupois. : 
His broker said, “Tsk! - - - 

You can get Preferred Risk; 

Continental is kind to fat boys.” 


Of course, some people are too heavy 
even for us. But 5’0”, 174 Ibs, has a 
good deal when he gets our Under- 
writers Preferred policy (minimum 
amount $12,500, please). He can get 
Disability Income or Non-Can A & H 
too. Ask us for details. 


Samuel D. Agency, Inc. 
Continental Assurance Co, 


ROSAN Chicago, Ill. 


76 William Street, New York 5, N. Y, 
WH 3-7680 











————— 





Equitable Society Awards 
Unit Management Diplomas 


Equitable Life Assurance Society has 
awarded diplomas in unit management 
to 32 members of its agency field force 
who successfully completed the recent 
22nd school in unit management. The 
school was held at the Broadmoor in 
Colorado springs, Colo. 

The semi-annual: sessions take place 
alternately east and west of the Mis- 
sissippi for unit managers of those 
areas. To qualify for attendance at the 
school a man must have at least six 
months’ experience as a unit manager, 
the recommendation of his agency man- 
ager and the approval of his field vice 
president and the vice president for 
agency affairs. 


Robert C. Yohe, CLU, manager oi 
Equitable’s training division, directed 
the school. Consultants were Second 


Vice President C. B. Metzger, CLU; 
Field Vice President A. P. Carroll, CLU, 
of the western department; Otto W. 
Chadbourne, CLU, division manager, 
salary savings, Los Angeles; and Harry 
J. Duerkop, CLU, director of Group an- 
nuities for the western department. 
In addition to Mr. Yohe, staff mem- 
bers were William J. Costello, CLU, 
td specialist, home _ office, New 
York; Don Gorsline, instructor, 
Overland Park, Kan.; Michael T. Mc- 
Keon, senior instructor, Salinas, Cal.; 
and George P. Sweeney, senior in- 
structor, Los Angeles. 





Bankers National Change 


In Minimum Size Policy 


Bankers National Life, Montclair, N. 

, has announced a change in the mini- 
mum size policy -that will be issued bv 
the company. Effective as of January |, 
applicants age 20 or more, the minimum 
size policy issued will be $2,000. The 
minimum amount for ages 0-19 will re- 
main $1,000. Heretofore, the minimum 
amount issued for all ages was $1,000. 

This step was taken after considerable 
study, which revealed the increasing 
costs of issuing a policy during the year, 
exclusive of commissions and policy re- 
serves. Besides being no longer prac- 
tical or economical for the company to 
issue $1,000 policies on adults, it is 
hoped that this rule will assist the mem- 
bers of Bankers National field force to 
increase their average size policy even 
higher than it is at present. 

At the same time, a liberalization of 
the handling of family income benefits 
was announced. Instead of giving the 
beneficiary the right to commute . 
family income benefits at his death, 
the insured desires it, the insured “me 
may elect to have family income bene- 
fits commuted at his death and pay% able 
under either Option A or Option EF sub- 
ject to the following: (1) Payment ur 
der either option must apply to the et 
tire policy proceeds. (2) No pr vision 
may be included where the type of op- 
tion depends upon when the insured dies 
or how much is payable. 


January 14, 1955 





andi 
daus 
pres 
tabl 


RI] 
tion: 
Ame 
war 
Acac 
man: 
Life. 
vlety 
pres 
Met: 
Clau 
Fror 
Clar: 
gene 
tuar 
sista 
sural 
Euge 
Hen: 
sel; 
assis 
Th 
Acac 
of O 


F 
_ Jac 
tour 
Broo 


posit 
busin 
Hen: t 





| Januar 





Noyes 





i 2 


omas 
ty has 
‘ement 
force 
recent 
The 


or in 


place 
Mis- 
those 
at the 
st six 
niager, 
man- 
d vice 
it for 


rer of 
rected 
econd 
CLU: 
CLU, 
o W. 
nager, 
Harry 
ip an- 
it. 

mem- 


slicy 
in) Ni. 
mini- 
ed bv 
ary 1, 
imum 
The 
ill re- 
imum 
100. 
erable 
easing 
year, 


on of 
nefits 
g the 
te y" 
ith, 

| che 
bene- 
iyable 
* sub- 
it un- 
1e efn- 
vision 
of op- 
d dies 


1955 


January 14, 1955 






Lie—— 
ET UNDERWRITER » 

















The accompanying picture was taken 
at the wedding in Washington, D. C., 
of John Edward Shackelford of Alex- 
andria, Va., and Mary Lynn Hogg, 
daughter of Robert L. Hogg, senior vice 


president and advisory counsel, Equi- 
table Life Assurance Society, and Mrs. 
Hogg. The ceremony in Chevy Chase 
Presbyterian Church, Washington, D. C., 
was performed by the Reverend John K. 
Roberts of Danville, Va. 

Following the ceremony was a recep- 
tion at Congressional Country Club at- 
tended by 300 guests. Many of the in- 
surance company executives present 
were accompanied by their wives. 
Among company representatives at the 
wedding were James A McLain, presi- 
dent of Guardian Life and of Chamber 
of Commerce of New York State; Ralph 
R. Lounsbury, president, Bankers Na- 
tional Life, and former president of 
American Life Convention; Colonel Ed- 
ward J. Schmuck, general counsel, 
Acacia Mutual; and William Rumple, 
manager in Washington of Metropolitan 
Life. Representatives of Equitable So- 
vlety were Walter Klem, senior vice 
president and chief actuary; Clarence B. 
Metzger, second vice president; and 
Claude Cooke, manager in Washington. 
From American Life Convention were 
Claris Adams, manager; Ralph Kastner, 
general counsel; A. N. Guertin, chief ac- 
tuary; and Irving V. Brunstrom, as- 
sist int general counsel. From Life In- 
surance Association of America were 
Eugene M. Thore, general counsel; 
Henry R. Glenn, associate general coun- 
sel; and Ralph McNair, administrative 
assistant at Washington. 

The bride is a graduate of Salem 
Academy. Winston-Salem, N. C., and 
ot Ohio State University where she re- 





en H. Moscow ead. 


_ Jacob H. Moscow, 75, for more than 
four decades a life insurance man in 
Brooklyn, died there this week. Born 
in Russia, coming to U. S. when 13, 
self-educz ited, he became manager of 
The Prudential’s agency in Williams- 
burg Bank Building, Brooklyn, which 
position he held through most of his 
business career. Three sons survive: 
Henry who is managing editor of a 
magazine, Vision; Alvin who is on New 
fork staff of Associated Press, and 
farren who is assistant to Mayor 
Robert F. Wagner and was on staff of 
New York Times. 
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ceived a degree in home economics. 


Glogau 
Mrs. Robert L. Hogg, Mr. and Mrs. Shackelford and Robert L. Hogg. 


The 


groom was graduated from Ohio State 
University with a degree in architecture. 


He is now field 


ducer’s Council, Inc., and 


Shackelford 
3ermuda. 


Mr. and Mrs. 


honeymoon in 


director for 


the 


Pro- 


is a member 
of the Washington Society of Engineers. 


spent 


their 


Saratoga Meeting Program 

New York State Association of Life 
Underwriters annual Saratoga meeting 
will be on February 25-26 at Gudeon 
Putnam Hotel. The conference, gen- 
erally one of most notable in the con- 
vention field, will be keynoted by Bruce 
E. Shepherd, manager, Life Insurance 
Association of America. Some speakers, 
with their topics, are J. B. Maclean, 
Variable Life Income Certificates; Ed- 
mund B, Whittaker, Problems in Mass 
Selling; H. Bruce Palmer, Special Poli- 
cies. Harry C. Krueger, CLU, will be 
chairman of the meeting. 


R. E. Puidy Regional Group 
Manager for New York Life 


New York Life has named Robert E. 
Purdy as regional Group manager of the 
newly created mid-Atlantic region in 
the Group department. 

William L. Fehon, Jr., formerly di- 
rector of Group sales, succeeds Mr. 
Purdy as manager of Group sales. Other 
home office personnel assuming more 
responsibility include Loyd Wise, V. 
Paul Ricken and Robert Henderson. 


Formerly associated with the Group 
operation of the Aetna Life, Mr. Purdy 
joined New York Life early in 1951 as 


regional manager of the Group depart- 
ment’s northeastern division. He has 
been manager of HOP: sales since 1952. 


Heawell P. Bagley Dies 


Roswell Park Bagley, 61, who earned 
life membership in the Million Dollar 
Round Table through his sales of life 
insurance in the Buffalo area, died last 
week in Buffalo. 


He left Travelers in 1923 to set up a 


life insurance office for himself, affiliat- 
ing with Penn Mutual. In 1932 he 
opened an office in the M & T Building 


and became affiliated with Northwestern 


Mutual. 











Je 


“Aladdin were a~ 
underwriter, could 


he w ish for M ORE! 


A fast growing, progressive company. 
A definite plan for advancement. 

3. Anew and modern contract. 

4. A liberal financing plan. 

5. A bonus of $1.50 per thousand on paid 
business for NQA winners. 


6. A bonus of $550.00 for enseget: 
C. L. U. designation. 


Write: G. Frank Clement, 


~“ 
Vice President in Charge of Agencies -—_ 






Coa 






Zy 


INSURANCE 


Roanoke 10, Virginia 


— 
THE EASTERN 
UNDERWRITER 


COMPANY, 



















INC. 


Paul C. Buford, President 
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EVERY WORKING 
DAY the Sun Life 
Assurance Com- 
pany of Canada 
pays out half a 
million dollars to 
its policyholders, 
beneficiaries and 
annuitants. 


SUN LIFE 
OF CANADA 


Head Office — Montreal 
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Left to right—Fred Phelan, Englewood, N. J., Norman Gortz, Elmer G. Leterman 

Co., New York, James N. Mazzeo, director of sales and service, United States Life, 

William P. White, White & Winston, Inc., N. Y., Jerome Miller, N. ¥Y.C. and 
Alfred Winston of White & Winston, Inc. 


“Sales Robot,” the self-service pack- 
aged-selling Group insurance kit recent- 
ly introduced by United States Life, has 
produced four new Group cases within 
30 days for White & Winston, Inc., 271 
Madison Avenue, a midtown general 
agency for the company. The four cases 
are the utilizing the 
Robot kits and represent to White & 
Winston’s regular sales volume an addi- 
tion to that resulting from routine selling 


first to be sold 


procedure. 

The flexible application of the Robot 
as a selling tool is indicated by the varied 
types of business organizations who pur- 
chased the coverages, it was 
pointed out by William White, general 


Group 


Securities Dept. Manager 
For Provident L. & A. 


Provident Life and Accident has an- 
nounced the appointment of Cecil Giffen 
as manager of the company’s securities 
Before joining Provident 
Mr. Giffen was for four years a member 


department. 


of the investment department of the 
Aid Association for Lutherans, Apple- 
ton, Wis. He was graduated in 1935 
from Illinois College, where he was a 


member of Phi Beta Kappa, and began 
his business career in Chicago with the 
Harris Trust and Savings Bank. With 
Harris Trust and Savings he served first 
in the securities research department 
and later as an account manager in 
the trust department. 


Carter’s 30-Year Anniversary 

Robert H. Carter observed his 30th 
anniversary as general agent, Connecti- 
cut Mutual, in Oklahoma City, on Janu- 
ary 1. He is a senior partner of the 
Carter-Massad agency, formed when 
Michael P. Massad joined him last May 
as assistant general agent. 

Mr. Carter organized and was 
president of the General Agents 
Managers Club in Oklahoma City. 


first 
and 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 








agent. Represented are well known ac- 
counting, law, commercial trucking and 
soft goods manufacturing firms. 

Brokers who did the selling were, 
with one exception, non-specialists in 
Group underwriting. 

They are Jerome Miller, a past presi- 
dent of the Greater New York Insur- 
ance Brokers’ Association, Fred Phelan, 
Englewood, N. J., Solomon Harris, New 
York City, and Norman Gortz, partner 
of Elmer G. Leterman Company, who 
specialize in Group coverages. 


Mutual of New York Sales 
Increase 23% Over 1953 


Total new life insurance sales by 
Mutual Life of New York aggregated 
$439,900,000 during 1954, the greatest 
yearly volume since 1930 and a gain of 
nearly 23% over 1953, Louis W. Dawson, 
president, announced. 

The total includes $409,500,000 of Ordi- 
nary business, $14,600,000 of insurance 
issued to employe groups under MONY’s 
Module Employe Benefit Plan, and $15,- 
800,000 of life insurance on Government 
employes. 

It was pointed out that the $439,900,- 
000 total meant the company issued an 
average of $1,205,000 of life insurance 
protection daily during 1954. In Decem- 
ber alone, the company sold $60,400,000 
of new Ordinary life insurance, the best 
month in MONY’s 112-vear history and 
an increase of nearly 73% over Decem- 
ber, 1953. 

New annual premium income from ac- 
cident and sickness insurance business 
in 1954 amounted to almost $1,200,000, 
which was more than double the 1953 
volume. 





Joins Agency Department 
Of National Life of Vt. 


Glenn E. Miller of Manchester, N. H., 
has joined the agency department of 
National Life of Vermont under a com- 
pany program to develop general agents 
from within its ranks. Mr. Miller will 


receive intensive instruction in many 
phases of home office operation. The 
training period will probably last all 


year. 

In Manchester, Mr. Miller was asso- 
ciated with the company’s Burroughs & 
Hatch general agency as a supervisor 
and brokerage manager for the past two 
years. He first joined National Life in 
1948 as an agent of the Chicago gen- 
eral agency, later serving as agency su- 
pervisor. 











Me? Start Over?” 


Yes, some of Southland Life’s most 
successful agents have worked five or ten 
years in other fields. But whether the man 
who comes to Southland Life is young... 
or mature, he is associating himself 

with a company which will help him in 
every way to be successful. 

First, through training. Then, through 
friendly, interested supervision and help. 
Not off and on... but steadily. And of 
course, the proper financial backing without 
which nobody can do a good job. 
Interested? Then write Southland Life 

for full information. 


Southland 






ASSETS OVER $170,000,000 
Insurance in Force Over $900,000,000 
Paid to Policyowners and Beneficiaries 
Over $120,000,000 





55 BRANCH OFFICES 


Home Office @ Dallas 


LIFE e ACCIDENT e HEALTH e HOSPITALIZATION e GROUP 
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MR. GENERAL AGENT 


| am an estate planning specialist see}. 
ing to associate with a progressive agency, 
Extensive knowledge and experience of 
proven sales methods. Will train and assist 
in management duties of general agency, 
Box 2281, The Eastern Underwriter, 93-99 
Nassau Street, New York 38. 
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Made Agency Superintendent 
Of Shenandoah Life, Roanoke 


C. THOMAS CHANDLER 


Appointment of C. Thomas Chandler 
as superintendent of agencies is an- 
nounced by Paul C. Buford, president 
of Shenandoah Life. In his new position 


Mr. Chandler will be responsible for 
administration of the company’s field 
training program, in addition to his 


other duties. 

A native of Richmond, Mr. Chandler 
came with Shenandoah Life in May, 
1952, as agency assistant. Prior to that 
he spent a number of 
large eastern life insurance 
both in Richmond and in Roanoke. He 
is a veteran of World War II, and 
holds a law degree from the University 
of Richmond, Va., also he is a gradu- 
ate of the Agency Management School 


of LIAMA. 


years with a 


company 





E. E. CHAPPELL TO RETIRE 





Assistant Superintendent of Agencies, 
Kansas ‘City Life, and Five Other 
Veterans Soon Leaving Company 

' Six home office associates of Kansas 

City Life, with a total service record ot 

177 years, are retiring from the com- 

pany early this year. They are Edgar 

E. Chappell, assistant superintendent 0! 

agencies; Imogene Boatright, with actu- 

arial department since 1924 and secre- 

tary of P. L. Humphrey for past 12 

years; Martha Trader, MIB; Roy Bart- 

lett, farm loan inspector; Arthur Young, 
policyholders service, and Marjorie 

Cannon, farm investment department. 
Mr. Chappell joined company as al 

agent in 1925 and for four years was 

assistant manager of J. T. Allen agency, 

Denver; then became a_ home office 

supervisor and in 1937 was appointed 

assistant superintendent of agencies. He 
was a decade in the U. S. Air Force. 


——— 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
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Bergen-Eiber Hold Tenth Anniversary Luncheon 


Melkon Studio 
BERNARD S. BERGEN 


The year ahead will be a good one 
generally and particularly for the life 
insurance business, Charles J. Zimmer- 
man, managing director of Life Insur- 
ance Agency Management Association, 
said in a talk at the tenth anniversary 
luncheon of the Bergen-Eiber agency, 
Mutual Trust Life, last week at the 
Towers Hotel, Brooklyn. Also the 
tempo of competition will not slacken 
of, which he feels is a healthy condi- 
tion. There is much optimism as we 
start the new year, he remarked, and 
it will be a great year for those who 
are sO motivated. 

About net cost, Mr. Zimmerman said 
that it should be watched during the 
year ahead, but it is not something to 
be too disturbed about as it will come 
out favorably. Net cost of any com- 
pany, he remarked, depends on good 
management, honest management and 
sincere management in the past, present 
and future. As to what management will 
be like in the future, this can only be 


Mr. Zimmerman spoke in place of 
Mutual Trust’s president Raymond Ol- 
son, who was unable to attend, due to 


Zimmerman 
presented the President’s Cup for 1954 
0 Mr. Bergen and Mr. Eiber. To be- 





National Life of Vt. Sales 
At $187 Million in 1954 


Life insurance sales by National Life 
ot Vermont increased to nearly $187,- 
0,000 in 1954 to hit a record sales peak 
or the 105-year-old company. Deane C. 
lavis, president of the company, said 
he 1954 sales exceeded by nearly 17% 
the 1953 total, and that 1954 marked the 
fird consecutive year the company has 
sta new sales record. Annualized pre- 
mums on the 1954 sales amounted to 
a a gain of nearly 7% compared 
to 1953. 

Sales last month totaled $23,329,335 
id annualized premiums amounted to 
U1 848, reflecting percentage gains of 
‘% and 19%, respectively, compared 
0 December, 1953. Of the company’s 59 
eneral agencies throughout the country, 
ng top ten in order of sales volume for 
4 were: Atlanta, Ga.; Chicago: Philip 
‘Hodes Agency, New York City; Los 
ngeles; Manchester, N. H.; Hartford; 
tw Canaan, Conn.; Detroit; Cleveland; 


id Virginia State Agency, Roanoke. 
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BERNARD M. EIBER 


come permanent possessor of _ this 
award, an agency must exceed its quota 
by a greater amount than any other 
agency of the company for three suc- 
cessive quarterly periods. This is the 
first time that this cup has been retired 
in several years. 

In presenting the President’s Cup to 
the agency partners, Mr. Zimmerman 
called attention to their interesting ca- 
reers. “They are great leaders,” Mr. 
Zimmerman said, “who are interested 
in life insurance work and in life in- 
surance men. They both are motivated 
not only to build a large life insurance 
agency, but one with a_ professional 
concept.” 

One of the highlights of the meeting 
was the presentation of $1,036,265 in 
applications to General Agents Bergen 
and Ejiber by the agency production 
staff. In making the presentation, How- 
ard Katzen, Million Dollar Round Table 
member, told of the staff’s pledge to 
realize a goal of $10,000,000, face amount, 
during the tenth anniversary year. 

Also attending the luncheon was 
Henry Smith, chief counsel, New York 
Insurance Department. In a brief talk, 
Mr. Smith told of the dangers of attacks 
from individuals in the welfare field, 
who feel that agents should not receive 
a commission. He called on the field 
forces to join with the Insurance De- 
partment to combat this threat against 
the agency system in by-passing the 
agent through wholesale buying. 





Monarch’s Second Home 


Office Training School 


The latest development in Monarch 
Life’s educational program for field un- 
derwriters is the opening of a new 
dormitory-type training school, adjacent 
to Monarch’s home office, yet in a spe- 
cially designed building of its own. 

This is the second completely sepa- 
rate training facility in the history of 
this leading health and accident and 
life company. The first, built in 1947 
is now occupied by the company’s 
rapidly expanding home office depart- 
ments. 

Under the leadership of Agency Vice 
President Raymond C. Swanson, the 
new Monarch school offers courses that 
range from basic training for all new 
men to the most advanced business life 
and tax instructions for experienced 
agents. Robert R. Wooster, director of 
training, is assisted by J. Kenneth Wy- 
lie, Charles FE. Powell and William A. 
Helms, each with extensive experience 
as a field underwriter or general agent. 

Students are housed in the school 
building itself and take all their meals 
in the Monarch home office cafeteria. 
Classes, which are held throughout the 
year, run from 8:15 a.m. to 4:45 p.m. 


NEWMAN LEAVES N. Y. DEPT. 





Former Head of Complaint Bureau 
Now With Commercial Investment 
Trust’s Legal Department 


Resigning from New York State In- 
surance Department where he was in 
charge of the property, policy and com- 
plaint bureau, Thomas F. Newman, Jr., 
has joined legal staff of Commercial 
Investment Trust. A graduate of Cor- 
nell Law School in 1939 he was admitted 
to New York Bar the same year. His 
experience before joining the Depart- 
ment was as an opinion secretary and 
confidential clerk to the Presiding Jus- 
tice of Appellate Division, general prac- 


tice with Bleakley & Harding and an 
officer and director of a New York busi- 
ness house. 

In World War II he was in the Army 
four years, his assignments including 
being a trial judge advocate of perma- 
nent court martial at Fort Bragg and a 
field artillery battery commander. 





Great-West New Business 


More Than $393 Million 
Great - West Life placed $393,000,000 of 
new business during 1954 to record the 
largest sales volume in its sixty-three- 
year history. Total business in force, in- 
cluding insurance and annuities, reached 
$2,685,495,464 at year end, an increase of 
$314,631,890 in 12 months. 

The record total of new business in- 
cludes Great-West’s share of the United 
States Federal civil servants Group plan 
which, when added to a 2% increase in 
Ordinary sales, puts the 1954 figures 26% 
ahead of last year. 

Earl M. Schwemm’s Chicago Branch, 
with over $22 million of new business, 
led the company for the seventeenth 
straight year. Winnipeg placed second 
with $17 million to lead all Canadian 
branches, while California was_ third 
with $16 million. Nineteen branches re- 
corded the highest annual production 
in their history. 

H. J. Harris, CCLU, Ottawa, led all 
agents with individual production of over 
$1,600,000. Other leading agents, each of 
whom exceeded the one million mark, 
were Harry Beube, CLU, Hamilton; 
Max Seigler, Montreal; Morris Galnick, 
Chicago; C.A.B. MacRury, Vancouver; 
P. Dubinsky, Ottawa; Rodolphe Simard, 
Quebec; R. L. Thorpe, Indianapolis; N. 
Levine, Montreal; R. F. Politzer, CLU, 
Cleveland and S. Marchand, Quebec. 





P. M. Smith, Jr. Advanced 

Paul M. Smith, Jr., CLU associate, 
has been advanced to director of pro- 
motion on the headquarters staff of the 
Life Underwriter Training Council, it 
was announced recently by Loran E. 
Powell, CLU, LUTC’s managing di- 
rector. 

Mr. Smith joined the LUTC staff as 
administrative assistant in August, 1953. 
In that capacity he assisted in the plan- 
ning and preparation of sales promo- 
tional material and in the preparation 
and grading of examinations. In addi- 
tion he conducted instructor’s confer- 
ences and planning panels for course 
committee chairmen. 

In his new capacity, Mr. Smith will 
work closely with the national promo- 
tion committee in developing and im- 
plementing a broad, nationwide program 
of promotion for the council, tying in 
closely with home office executives and 
local and state association leaders. He 
will continue to assist in the prepara- 
tion of examinations and conduct plan- 
ning panels and instructor’s conferences. 

Mr. Smith’s life insurance field ex- 
perience was with both the New Eng- 
land Mutual and Commonwealth Life 
and he was agency secretary in the 


home office of the State Life of Indiana. 
Just prior to joining LUTC, he served 
as administrative assistant on the head- 
quarters staff of the National Associa- 
tion of Life Underwriters. 














Now... 


‘*‘do-it- yourself’? - 


GROUP INSURANCE 





Robot 


makes it possible for YOU to: 


PLAN your group sales activity 
SELL your own prospective clients 


UNDERWRITE your own groups 
BIND your own cases without delay 


Get the facts on this self-serv- 
ice underwriting kit that en- 
ables YOU to cash in on big 
Group premium commissions. 
SALES-ROBOT simplifies 
Group selling ... gives you 
the tools you need to “quote 
on the spot”... places YOU 
in this lucrative field. 


Stop groping... 
start GROUPING! 


Write now to your 
U. S. Life general agent or to 


Usn7a0 Siaras 


LIFE INSURANCE CO, 








. IN THE CITY OF NEW YORK 
ro meee ew ee em eww -—— 














The United States Life Insurance Co. ‘ 
84 William St., N. Y. 38, N. Y. Dept. EU-1 , 
Gentlemen: Please send us complete t 
information on the Sales Robot and 1 
Group Selling. \ 
NAME , 
STREET. = \ 
CITY STATE rl 
——— oe ee ee ee eee —o 
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ALC Committee 


Fred W. Hubbell, president of Amer- 
ican Life Convention and also president 
of Equitable Life of Iowa, has an- 
nounced the names of the chairmen of 
the 16 standing committees of the or- 
ganization and the 12 members of ‘the 
board of regents of the Convention’s 
Life Officer Investment Seminar. 

American Life Convention has 244 
member companies domiciled in 44 
states and the District of Columbia and 
three provinces of Canada. 

Chairmen of the various 
follow: 

Robert L. Maclellan, president, Provi- 
dent Life and Accident, Chattanooga, 
accident and health; M. R. Dodson, 
executive vice president, Ohio National 
Life, Cincinnati, actuarial; Harry V 
Wade, president, Standard Life of In- 
diana, Indianapolis, agents and agen- 
cies; H. Clay Evans Johnson, presi- 
dent, Interstate Life & Accident, Chat- 
tanooga, company relations; Paul C-. 
Buford, president, Shenandoah Life, 
Roanoke, convention meetings; Byron 
K. Elliott, executive vice president, John 
Hancock, Boston, ALC coordination of 
activities; B. M. Anderson, vice presi- 
dent and counsel, Connecticut General, 
Hartford, ALC departmental supervi- 
sion; L. D. Cavanaugh, chairman, Fed- 
eral Life, Chicago, ALC finance; C. O. 
Sullivan, president, Midland Mutual, 
Columbus, ALC home office administra- 
tion; Berkeley Cox, general counsel, 
Aetna Life, Hartford, ALC Insurance 
Regulation; Frank J. Travers, vice 
president of securities, American United 
Life, Indianapolis, ALC investment 
problems; James P. Donelan, M.D., vice 
president and medical director, Guaran- 
tee Mutual, Omaha, medical examina- 
tion; F. W. Hubbell, president, Equi- 
table Life of Iowa, Des Moines, pro- 
gram; J. C. Archibald, underwriting vice 
president, Bankers Life, Des Moines, 
representation on health insurance; S. 
E. McCreless, president, American Hos- 
pital and Life, San Antonio, resolutions; 
Clarence P. Peterson, vice president and 


committees 





Phoenix Mutual Changes 
Posts of Hurd and Pursley 


Phoenix Mutual Life announces the 
appointment of Louis 'C. Hurd, CLU, 
as manager of the Nashville agency. He 
replaces Bernard S. Lyon, who has re- 
signed. At the same time, Richard C. 
Pursley was appointed to replace Mr. 
Hurd as acting manager of the com- 
pany’s agency in Louisville. 

Mr. Hurd joined Phoenix Mutual as 
an agent in Washington, D. C, in 1947. 
He became agencv supervisor in Wash- 
ington in 1952 and later field sunervisor 
in Washington and Phoenix Mutual’s 
Chicago Central agency. Mr. Hurd, a 
graduate of University of Michigan, 
served two years in the Pacific area 
with the Navy during World War TT. 

A graduate of Miami University, Ox- 
ford, Ohio, Mr. Purslev was four vears 
with the Army in India - Burma, being 
discharged as a first lieutenant. He 
ioined Phoenix Mutual in 1946 in Cin- 
ginnati agency. Since 1952 he has been 
field supervisor in Chicago, Cleveland, 
Milwaukee and Washington, D. C. 





With Prudential 30 Years 


Anthony J. Valentine, manager of the 
Prudential’s Juniata Park district office 
in Philadelphia. observed his 30th anni- 
versary with the company recently. 

Mr. Valentine was appointed mana- 
ger in 1936. He started his Prudential 
career in Philadelphia as a companv 
agent in 1925, and later was a staff 
manager for ten years. 

The Prudential official is a director 
of the Greater Kensington Business- 
men’s Association and a member of the 
Philadelphia Association of Life Under- 
writers. 
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Chairmen Named 


general counsel, Ohio State Life, uni- 
form laws. 


Board of Regents—Life Officers 
Investment Seminar 


Claris Adams, executive vice presi- 
dent, American Life Convention, Chi- 
cago; F, Burr Betts, president, Security 
Life & Accident, Denver; a Oy, 
Brower, president, Occidental Life of 
Calif., Los Angeles; Joseph M. Bryan, 
first vice president, Jefferson Standard 
Life, Greensboro; J. O. Carter, Jr., vice 
president and treasurer, Provident Life 
& Accident, Chattanooga; George T. 
Conklin, Jr., financial vice president, 
Guardian Life, New York; Henry H. 
Edmiston, vice president, Kansas City 
Life, Kansas City. 

Robert L. Hogg, senior vice president 
and advisory counsel, Equitable Life 
Assurance Society, New York; F. W 
Hubbell, president, Equitable Life of 
Iowa, Des Moines; John E. Jeuck, dean, 
School of Business, University of Chi- 
cago, Chicago; Marshall D. Ketchum, 
professor of finance, University of Chi- 
cago, Chicago; J. H. Windsor, financial 
vice president, Equitable Life of Iowa, 
Des Moines. 





AGENCY SUPERVISOR 


Hartford General Agency of large eastern life insurance company has a real Oppor- 
tunity for experienced man to assist in agency management. Please state details 
of previous business experience and personal history. Good salary with bonus based 
on results. Write Box 2282, The Eastern Underwriter, 93-99 Nassau Street, New 
York 38, New York. 














GOES WITH AIRPLANE COMPANY Berkshire Names Paul Carr 
Louisville General Agent 





Edward Stone, Economist Consultant of 
Institute of Life Insurance, 
Resigns 


Edward Stone, economic consultant, 
Institute of Life Insurance since 1950, 
has joined the Glenn L. Martin Co., 
airplane manufacturers, as consulting 
economist. He will make his offices in 
Baltimore. 

Before joining the Institute Mr. Stone 
was consulting economist for a number 
of organizations including the National 
Association of Manufacturers. A major 
in the organized reserves, he was with 
the Army in World War II in several 
of the operational theatres. A native 
of New York City, he is a graduate of 
Columbia University. 





Put A Feather in 

















...and call UCLIC about surplus busi- 
ness and problem cases. Find out how 
this live-wire company can help you 
to more closings—more commissions— 
more satisfaction. And if you qualify 


MU 4-5779 
Matt Jaffe Associates, Ltd. 
431 Fifth Ave., New York 16, N.Y. 
WH 3-0190 


Cousins and Birnbaum, Inc. 
62 William St., New York 5, N. Y. 


MO 7-5635 
Winston Westchester Agency 
4 Fourth Avenue, Mount Vernon, N. Y. 


LIFE A. & H. 





Roy A. Foan, Vice-President and Director of Agencies 


£ [ Jos CASUALTY AND LIFE INSURANCE COMPANY 


17 East Prosbect Avenue, Mount Vernon, N. »¥. 


If you are a full time agent of another company, we solicit your surplus business only. 









GROUP 


Tog Ca 


PAUL T. CARR 


3erkshire Life has appointed Paul T 
Carr general agent in Louisville. He has 
served as supervisor with 
Northwestern Mutual and was 
cessful producer with Home Life in 
Louisville. Native of Kentucky, he at- 
tended University of Louisville, had sev- 
eral years accounting experience and 
served as a navigator in the air force 


in World War II and in Korea. 


previously 
a sue- 





Librarians to Meet 

A panel discussion relating “The Value 
of Special Libraries to Management” 
will be presented January 18, by the 

Southern California Chapter of the Spe- 

cial Libraries Association at the West- 

ern home office building of The Pruder- 
tial in Los Angeles. According to Hope 

Smalley, president, this program was 

planned to point up the impending role 

of special libraries in the industrial and 
business development of Southern Cali- 
fornia. Miss Smalley added that. this 
event is an initial experiment of the 
_ association and invitations have been 
sent to Southern California management 
leaders, educators and association mem- 
bers. : 
Dr. Lawrence Clark Powell, librarian 
at the University of California, will mod- 
erate the discussion of three sub-topics 
by some of California’s top industrial 
relations leaders. 

Guest speakers will be Harriet Howe 
acting director of the School of Library 
Science, University of Southern Calif 
who will speak on “The Training 0! : 
Dr. William 


for the Great Pow Wow (UCLIC’s 
Agency Meeting at Thousand Islands) 
it will be a feather in your cap. Con- 
tact any of the G.A.’s listed here — 
they can help you feather your nest. 


TR 5-8450 
The Weingarten Agency 
26 Court St., Brooklyn 1, N.Y. 


OL 7-1300 
Nathan Eisensmith Agency 
90-38 Parsons Blvd., Jamaica, Long Island 


IV 1-7340 
William Krauss Agency 
233 Fulton Ave., Hempstead, Long Island 


HOSPITALIZATION 


ing Research and Evaluation Laboratory 
whose subject will be “The Role of th 
Library in a Research Organization 
and Professor Robert D. Gray, directo! 
of industrial relations section of ! 
California Institute of Technology, whi 
will discuss “The Role of the Library " 
a Business Organization.” 

Early arrivals will be given an oppo! 
tunity to visit portions of The Prudentia 
Building and may view the modern rec 
reation library and lounge, it was 4 
nounced by Sherry Taylor, Prudent 
librarian. 
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~ Yirginia State Agency, Roanoke. 
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ALLEN V. DOWLING 


At a recent meeting of the board of 
directors of Franklin Life, Springfield, 
Illinois, Allen V. Dowling and George 
A. Vogler were elected vice presidents. 

Mr. Dowling originally joined Franklin 
in October, 1953, with an impressive 
background from his two previous life 
insurance connections. For three years 
immediately prior to his Franklin asso- 
ciation he was connected with Ohio Na- 
tional Life as home office representative 
supervising 11 western states. Prior to 
that time he was for some years a rec- 
ognized pension specialist for American 
Life of Texas. First identified with the 
Franklin as head of the midwest division 
with the objective of facilitating agency 
organization in a group of North Cen- 
tral and Rocky Mountain states, he went 
with Franklin early last year as direc- 
tor of agency development. In his new 
capacity as vice president, he will con- 
tinue to serve as director of agency 
development. 





GEORGE A. VOGLER 


George A. Vogler, a native Okla- 
homan received his Bachelor’s Degree at 
Oklahoma A. & M. College at Stillwater 
where he was active in athletics, serving 
as captain of the 1938 football team. On 
graduation he entered the coaching field, 
and during World War II enlisted in the 
United States Navy, being discharged 
as Lieutenant j.g. He entered the life 
insurance business in October, 1945, in 
the Oklahoma City Agency of Massa- 
chusetts Mutual. Made supervisor of 
that agency one year later, he was ap- 
pointed in 1947 to the home office agency 
staff of Massachusetts Mutual as agency 
assistant. In 1948 Mr. Vogler trans- 
ferred to Des Moines as general agent 
for Mass. Mutual, and remained in that 


position until associating with the Frank- 
lin in July, 1952, as director of sales, 
southwest division. In June, 1953, he 
was tranferred to the home office in 
Springfield as director of sales in which 
capacity he will continue as vice presi- 
dent. 





Continental American Sets 


Record; Production Leaders 

Continental American Life had _ its 
greatest year in 1954 with new life in- 
surance in force 31% more than in 1953 
and almost double new life insurance in 
1951. Premiums on the new insurance 
went well over the million dollar mark 
for the first time, and were 28% ahead 
of 1953. 

As a result of the record production 
of new insurance during 1954, the com- 
pany’s total insurance in force increased 
to over $326,000,000. The gain in insur- 
ance in force for the year was more 
than the entire volume of business paid 
for three years ago in 1951. 

The company’s average new sale for 
the year was $11,023 and the average 
Policy in force at the end of the year 
was $6,500; 94% of all new insurance 
issued in policies of $5,000 or more. 

The Wilmington Agency, manager by 
John F. Hazel, led all agencies in the 
company in new business during 1954. 
Always one of the leading agencies of 
the company, Wilmington moved from 
second place in 1953 to the number one 
Position for 1954. 

_Mr. Hazel has been with the company 
Since 1916 and has been manager in 
Wilmington since July, 1942. Active in in- 
surance affairs in Wilmington, Mr. 
Hazel is a member of the Delaware Life 
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Underwriters Association, the General 
Agents and Managers Association and 
the Delaware Life Insurance and Trust 
Council. 

Leonard C. Kiesling, of the Wilming- 
ton Agency, led the entire company in 
new business last year. Since entering 
the field in January, 1946, Mr. Kiesling 
has established an enviable production 
record. He is a life and qualifying 
member of the Million Dollar Round 
Table having achieved membership dur- 
ing 1954 for the fifth consecutive year. 
Always a top leader, this is the second 
year he has led his company. 

Prominent in insurance circles in Wil- 
mington, he is a past president of both 
the Delaware Life Underwriters Asso- 
ciation and the Delaware Life Insurance 
and Trust Council, and a member of the 
Rotary Club and the Chamber of Com- 
merce. 

Clark W. Dill, of Wilmington, led the 
company in the number of lives insured. 
A consistent producer, he led in lives ten 
out of the past twelve months. Mar- 
ried, and the father of a three-year-old 
daughter, Mr. Dill has been with Con- 
tinental American since April, 1946, and 
has frequently ranked among the com- 
pany leaders in lives insured. 

The Baltimore Agency, headed by 
Reyner Dukes and Homer E. Turner, 
CLU, placed second among all Continen- 
tal American Agencies, and the Newark- 
Morris-Daly Agency, headed by Arthur 
P. Morris and Peter F. Daly, Jr. placed 
third. Also, Mr. Daly was second and 
Mr. Morris third in the company in per- 
sonal production of new business, 








LUTC Enrollments At All-Time High 


For the eighth straight year, LUTC 
enrollments have their pre- 
vious all-time high, it was announced 
by Edmund L. G. Zalinski, CLU, presi- 
dent, Life Underwriter Training Coun- 
cil and vice president, New York Life. 
“The total number enrolled in this 
year’s classes is 11,029,” Mr. Zalinski 
revealed. He added that in the early 
days of the program many of its foun- 
ders expressed what they felt 
rather a vain hope for a maximum en- 
rollment of 10,000 students. 

“The achievement of these 
he stated, “as reported at the Life Un- 
derwriter Training Council board meet- 
ing, is due primarily to three factors. 
First is the excellent work of the com- 
pany relations committee, chairmaned 
by Benjamin N. Woodson, CLU, presi- 
dent, American General Life, which re- 
ported a rapid upsurge in the number of 


surpassed 


was 


results,” 


companies offering scholarship programs 
to their fieldmen. Two hundred and 
seventeen companies now offer financial 
assistance to prospective students and 
Mr. Woodson reported that his com- 
mittee is contacting dozens of additional 
home offices in order to encourage fur- 
ther scholarship participation. 

“Second, credit must be given to the 
hundreds, of course, committee chairmen 
all over the country, who devote time 
and energies in making LUTC available 
to their fellow agents. We are grateful 
to all of them. Third,” Mr. Zalinski 
said, “is the excellent work of the head- 
quarters staff in conducting planning 
panels for committee chairmen and in- 
structors’ conferences for class leaders, 
and the preparation of text and promo- 
tional materials.” 

“Recognizing the need for constant 
improvement, LUTC has launched a les- 
son plan technique designed to insure 
instruction of uniform high quality 
throughout the nation as well as to cut 


the preparation time of instructors. 
LUTC consulted training leaders in 
other industries and retained George 
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| How about 1955? Will you be 
| equipped to serve your public to the 
| best advantage? Perhaps in our own 
| plans for 1955 you may find just what 
| you want to broaden your service, 
| to increase your income. 
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Elliot associates in working out this 
new plan,” Mr. Zalinski stated. 

The accident and sickness committee 
reported to the board that preparation 
of textbooks is underway for the fortn- 
coming A, & S. pilot classes. These 
pilot classes will be inaugurated in the 
New York area early in 1955. Plans are 
now being formulated for the adminis- 
tration of the A. & S. program and ini- 
tial progress is marked by an atmos- 
phere of cooperation between LUTC 
and the International Association of, 
Accident and Health Underwriters. 








Canada 
calls 


"GO-GETTERS” 








* Earl Putnam 


On the Pacific Coust 


Half a decade ago Kitimatt was 
a spot in the forest wilderness of 


the British Columbia Northlands. 


Today it is the site of one of the 
world's greatest power and alumi- 
num projects. Today it is a 
municipality with a population of 
tens of thousands of busy, happy, 
Canadians. 


This one phase of Canada's new 
found greatness offers unbounded 
opportunity to Canadians who 
desire to return ‘from across the 
border”. 

Insurance men will find ""CPPOR- 
TUNITY UNLIMITED" with Cana- 
da Health & Accident Assurance 
Corporation. 

It offers an attractive range of 
health and accident policies . . . 
high commissions in good terri- 
tories. 


We are big . . . and growing 
bigger .. . let us grow together. 


*President, Canada Health 
& Accident Assurance Corp. 








ANADA HEALTH & ACCIDENT 
ASSURANCE CORPORATION 


A Shlid Canadian Company 


WATERLOO 
CANADA 


Home Office 
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men’s Association and a member of the 17 East Prospect Avenue, Mount Vernon, N. y. ~dentia “ 
° ° ae ° . , ay uden S 
Philadelphia Association of Life Under- nounced by Sherry Taylor, sie 
writers If you are a full time agent of another company, we solicit your surplus business only. librarian. 
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NALU Asks Locals to New York Dept. Keeping sh 

Appoint LUTC Chairmen Record of Appearances . 

NALU Local Presidents have been re- | The New York Insurance Department po 

quested by NALU managing director, }5§ keeping a record of attorneys, agents on 

or ae appoint LUTC and representatives who appear before Fi 

fs : Big! f it on behalf of any person, firm or cor- cu 

chairmen for 1955 and second names OF poration subject to its jurisdiction and th 

their appointments direct to LUTC receive a fee. inc 

headquarters. Local presidents were The Se which is wi 

a me : open to public inspection, is now re- tio 

aig of —. gee ee ‘a quired by Section 166 of the Executive iH 
soon as possible in order that all chair- aw enacted by the 1954 legislature to 

men can attend regional planning pan- be effective January 1, 1955. at 
els conducted by LUTC staff members The new statute does not apply to an 
beginning in March. weap gs me is ra ye _— payroll 
OBERT G ' : 5 2 < . of the employer for whom he appears 

J. ROBERT GILBERT, JR. CHARLES E. ST. LOUIS These local chairmen, selected by presi- 4, to persons who do not receive a fee. ( 

; ; aay dents from among the association mem- A _ letter by a practicing attorney or cag 

General American Life has announced Chamber of Commerce and other civic bership will be recorded at LUTC head- other person, written on behalf of a wil 

the opening of a new general agency work. quarters and oe cag to help ———. subject aa the Department's dis 
; 2 ee wink 8 BJ e dins “aires : a Distric in setting up the machinery necessary regu ation, will be considered to be an 

as ese mice - -" Fr “ugg with M: i = — eo ef seit to organize 1955-56 LUTC classes. With appearance under the new law but a po 

the appointment of Charles E. St. Louis Manager, Wesley Stegeman, who came current LUTC classes well underway, telephone call will not. An 

as general agent and J. Robert Gilbert, = him we Tulsa sag ner local associations are taking this first wil 

Jr., as Group representative there. American Life's new San Francisco — step in order to prepare immediately for ter 

~ Mr. St. Louis a had eight years’ ex- rig the coming year. Farmers and Traders Now ’ 

Ree eed eee ae aitieelidecnein _ Mr. Gilbert has been a General Amer- LUTC headquarters reports that the Writes Only Participati Bar 

perience in life insuranse as agent, field ican Life Group representative since large national enrollments of the past y é cipa ing Cot 

supervisor, in the home office training 1952. Working out of the company’s years and the consequent heavy ad- Farmers and Traders Life of Syra- tab 
department and general agent. For the home office in St. Louis, he has repre- ministrative work required have made it Cuse, N. Y., is now writing only partici- 
ea . Se aie ie ke tale sented the Group division primarily in imperative for local associations to Pating insurance. The following changes 

Pash Mire years, He headed saci “the heavily industrialized areas of cen- prepare for classes early in 1955. This have been made in its underwriting 

tual Life’s Tulsa agency. tral Illinois. The new San Francisco early preparation is necessary in order ules: : Lek J 

Former president of Tulsa Accident Group Representative was formerly’ that all members desiring to enroll will Non-medical limits have been bee 

and Health Association. Mr. St. Louis etic of the Chicago plan, Blue not be left behind when classes begin = “(b ae we 9% to 4 Cen 
: s Cross and Blue Shield at Alt Illinois. i ; Inclusive 0 men and women— 

was a director of General Agents and . ” sini dian in the fall single or married), a maximum a 

Managers Club and has been active in amount $10,000. Ages 41 to 45 inclu- ger 

sive (both men and women—single or “OM 

a . . l married), maximum amount $5,000. tral 

F. E. Jones, Ohio State Life, in Ow a eer or ur Term insurance will be written on varc 

‘ non-medical at the above ages and for ties. 

Group Buying Ball Club the same amounts. Flot 

Frederick E. Jones, president, Ohio Double Indemnity coverage has been For 
iia ihc fs lcs iii nee ul extended to age 65 from age 60 (age 
State ife and of the Buckeye Union eam prior to which death must occur by 
companies, is spokesman for the syn- e accidental means), and the age for 
dicate of Columbus men that bought the end women under the disability clause has 

franchise of a baseball club in the Inter- nny extended from 55 to 60 (age be- H 
‘ ore which disability must occur), 
national League. The group has also says which is now the same as the age 

purchased the Red Bird Stadium of Mrs. Richard Ainslie limits on male lives. 

Columbus. Heretofore, the Columbus etal ] Calif M 
ain dias been 3 / soe sso- os Angeles, Calif. sts 
te um has been in the American Asso 2 R. C. Breuer, General Agent = 
ciation and was owned by the St. Louis iI - 
Cardinals. The International League For Aetna at Rockford, Ill. cca 
franchise was that of the Ottawa Club ne ; , . ‘ A new general agency serving north- A th 
which had been owned by the Kansas Dick traded a college coaching career—with its thrills, western Illinois will be opened at joe doris 
City Athletics, uncertainties and a low salary—for the excellent opportunities ford by Aetna Life on March 1, Rober wher 

. . B. Coolidge, vice president, announced. ; 
of a career with Minnesota Mutual Life Insurance. The new general agency will be = 
“N h f ' headed by Ray C. Breuer, now assistant Frid. 
Margaret Becker Joins Pru: ow we can cheer tor our own team. general agent at Chicago, emg will we ll ‘ 
: * . . rive in Rockford this month to take ae 
6 ; serv: 
To Be Rutherford Secretary _ “Also, we now enjoy earnings beyond even top-flight coach- charge of arrangements for the opening ei 
Snvennet: 1. Dathntauaiiten means ing positions with all of the advantages for the family. of the new agency, which will be in the a 
ak aE BRE ote CRATE seer ? A ra Third National Bank Building. tes 
ee ae Pee fgg eddagge “Most important, Dick likes helping other families safeguard In addition to individual life insurance a 
NALU. circles, has resigned and will their futures, and he enjoys the opportunity, (with ceilings programs, the nner SS ae a eed Th 
join* the Mid-America home office of unlimited!) for self improvement. a anding “Group tures 
The Prudential in Chicago as secretary ; : | Save 
haber ge , ay “To 3 ’ . . 9” Mr. Breuer, who will serve as genera A 
- —, a Pee Is it any wonder we’re solid Minnesota Mutual fans? anes eanarel. the life insurance baal = 
narge LIC ~ erice ations, : Py . . i ame a repre- y 
She is succeeded in Illinois Association Mrs. Richard Ainslie oi tr ig life's Chicago _ 
by Lorene Crawford who has been sec- general agency.. He was later named other 
ages ees RRL ; , . " ; : 
won VoL Lite = a aay a Richard G. Ainslie last coached at Creighton University supervisor and in 1953 was promoted to ; 
in Nebraska. He joined Minnesota Mutual in 1948 and assistant general agent. Ph 
* : . x hort; 
during the past five years, he has maintained an annual NAMED ASSISTANT MANAGER York 
SELLS HEAD OFFICE BUILDING average of $939,000 in insurance sold. Lyman R. Parker, former agent with of tk 
Although continuing to occupy the a op in Salt Lake pope wk 
building until its new head office is com- een named assistant manager of Uccl- ar 
pleted at Bloor and Mount Pleasant The MINNESOTA MUTUAL dental Pang agg oh San oo si 
Avenues, the Confederation Life As- cisco branch. r. Parker joie : et 
sociation has sold its head office Con- LIFE INSURANCE COMPANY Pegi company ba’ 1951 = prior a ed 
federation Building in downtown Tor- that time operated his own business | Tene: 
onto for about $3 million to an undis- SAINT PAUL 1, MINNESOTA ORGANIZED 1880 Hanford, Cal. He attended Visalia Junior YMC 
closed buyer. College and is a World War II veteran. 
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Mr. Morris third in the company in per- 
sonal production of new business, 





surance affairs in Wilmington, Mr. 
azel is a member of the Delaware Life 
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Holland Company Operating In Canada 


The Holland Life Insurance Society, 
Ltd, which was founded in 1807, has 
started business in Canada. General 
manager and chief agent in Canada is 


One reason for the entrance of Hol- 
land Life into Canada is the fact that 
there are 100,000 Dutch immigrants 
there. The political stability of the coun- 
try and its economic strength are other 
































Ten Insurance Companies Cited 


For Excellence of Management 


Ten insurance companies have been 
awarded Certificates of Management 


Mr. Martindell explained that the 


Institute examines a management in the 














) Dr. Jan C. Tupker. He came to Canada__ reasons for the decision of the Holland € ates d 
in April to lay the groundwork for the company. Excellence for 1954 in the sixth annual areas of: economic function, corporate 
venture. His company has no other Career of Dr. Tupker management survey by the American structure, health of earnings, fairness 
— overseas sales operations at present. Institute of Management. They are, in to stockholders, research and develop- 
The Holland Life was incorporated dur- A graduate in 1934 of the University alphabetical order, as follows: : ment, directorate analysis, fiscal’ poli- 
; ing the wars of Napoleon, and the com- of Leyden, Dr. Tupker worked for two Allstate Insurance Co., Skokie, Ill.; cies, production efficiency, sales vigor 
pany once refused to insure the Emper- years with the Netherlands Department Continental Insurance _Co., New York; and executive evaluation. 
nces or’s life. It now has more than 100,000 of Economics Affairs before entering Federal _ Insurance Co, New York; The minimum rating for excellence on 
‘ment policyholders ; its assets, including funds the insurance business. He started out Fidelity-Phenix Fire, New York; Fire- the management audit point scale is a 
gents on deposit with Canadian Department of as a branch manager of Holland Life Mans Fund, San Francisco; Hartford total of 7,500 points or more of the 
efore Finance, now total over $78,000,000, at and in 1953 became assistant managing Fire, Hartford, Conn.; Insurance Co. of optimum 10,000, with minimums satisfied 
' cor- current rates of exchange. In Canada director, a position he continues to hold North America, Philadelphia ; Merchants for each of the ten categories. 
- and the company will deal exclusively in in Canada. During the war he was Fire Assurance, New York; United The Institute is a non-profit founda- 
individual and Group life insurance and Treasurer of the Inter - Church Commit- States Fidelity & Guaranty, Baltimore; tion established for research and. im- 
ch is will appoint a Canadian sales organiza- tee which distributed limited food re- St.Paul Fire & Marine, St. Paul, Minn. provement of the management profes- 
y re- tion. Branch offices in Toronto and serves among the population of Ams- These are among the 379 American — sion. Its board of directors includes Mr. 
cutive Hamilton were opened recently. terdam. pe dsp re nrmgy a ~~ oe aayr ty hea C. DeVane, dean of 
i, r itation after a continuing ale College; fons B. Landa of the 
study of the operations of thousands law firm of Davies, Richb Tydings 
rudy t F ‘ Sz ‘ avies, erg, Tydings, 
sii of companies. Beebe & Landa; Chester C. Maxey 
ayroll CHICAGO GROUP TO MEET Siss R h Off How Citations Are Awarded president of Whitman College; Wheeler 
years . on esearc cer S; ~ I ~ r a r . 
pears On January 21, members of the Chi- ease ; Sore . é Sammons, publisher of Who’s Who in 
a fee. ite In : dT Cc il _ Benjamin D. Sisson, a specialist at the _In releasing the list, Jackson Mar- America; Ordway Tead, editor and di- 
y or cago Life Insurance and rust Council Northwestern Mutual Life for nearly  tindell, president of the non-profit re- rector of Harper & Bros., and Edward 
of a will hear Robert F. Spindell, attorney, three years, was appointed an investment search foundation, said: R. Weidlein, presic »f > > 
J r \ , president of the Mellon 
1ent’s discuss The Term Trust under the Rev- research officer of the company January The announcement of the manage- Institute of Industrial Research. 
ye an cave Act of 1954. William Dillon of the 1 according to D. C. Slichter, vice presi- ment achievements of these 379 com- The full list of the 379 companies 
ut a edie Vaid Weide sak Toi Co dent. ; : eae is only to give credit where awarded certificates for 1954 will be 
‘vill ‘ ge sr aa fe A Certified Public Accountant, Sisson ue, but also to further the founding published for A.I.M. members in the 
will present mew features Of the has worked on the study, analysis, and purpose of the Institute. That is, to Manual of Excellent Managements— 
oe et ee i. Nati investigation of industrial securities. In penetrate with scientific method what 1955, released by the bnbiiture, Copies 
y gael Chi cme eld, us a ee the past year, much of his time has been makes for management excellence and of the study will also be available to 
ting oa pate :" gered gs devoted to field ve ong ona 38 er — ‘coe tas acme the public through A.I.M. headquarters 
ore Shes? 2. in rograms under consideration for and widely understoo all.” F 5 Eas Street, New York 
Syra- table, New York, is program chairman. dit tt y y at 125 East 38th Street, New York. 
rtici- Besides being a member of the Wis- 
inges consin Society of Public Accountants 
riting NAMED DISTRICT MANAGER and the American Institute of Account- 
John G. Cook, of Orlando, Fla., has ants, Sisson is a director of the Mil- A ° e 
been been named district manager of Union waukee Junior Chamber of Commerce a oint ommiuttees 
o 40 Central Life for seven central Florida and treasurer of the Wisconsin Junior 
nen— counties. The appointment was an- Chamber of Commerce. He also teaches 
— — I. gg Sag gear ona gg oe pla University in the F. W. Hubbell, president of Ameri- general counsel, Bankers Life of Lowa, 
i ger for Florida ntral, evening Division. can Life Convention and president of legislative; Robert D. Hamilton, assistant 
1e or Mr. Cook will_ represent Union Cen- Eauitable Lif A counsel, Penn Mutual Life, pensions; 
0. tral in Orange, Seminole, Volusia, Bre- ee *y ot Towa, and Ray D. John Barker Ir vice pre dior "1 id 
n on vard, Lake, Osceola and Marion coun- Murphy, president of LIAA and presi- ; a Pe it ag Te, thai ser 
i tee sk ’,  Tadi h ig taps ; general counsel, New England Mutual, 
Flori i = ang e a i Peter Wiggle Dead dent of Equitable Life Assurance So- practice of law; Everett Crilly, assistant 
been i yo eae of World War il ; Peter Wiggle, 78, supreme trustee of ciety, have announced the appointment secretary, Lincoln National, premium 
(age : 3 The Maccabees, died recently in his of Frazar B. Wilde, president, Connec- ee ty a te agitate president, 
r by home in Detroit. Resigning as secretary-  ticut General Life, as chairm: Northwestern Mutual, soctal security; 
paid treasurer of The Maccabees in Decem- ALC LIAA 5a ew ch uirman of the Sherwin C. Badger, vice president, New 
> ten ber, 1953, a post he had held since 1948, “ "* ‘ sg 4 joint committee on nae — a valuation _ assets; 
ie Mr. Wiggle remained as a member of Ment employe group insurance. ther Joseph /\. elly, vice president and 
ap HEARD On The W AY the supreme board of trustees. He had members of this committee are Henry counsel, Columbian National, withhold- 
7 age been a member of that body since 1937, 5. Beers, vice president, Aetna; Valen- ing and information at source. 
and had been a, delegate to every Mac- The nied ere her ig — 
ots cabees Supreme Tent Review since 1904. le) Prudential; Leland }. Kalmbach, 
More_than_ 32,000 visitors from the 48 In 1943, Mr. Wiggle assumed the president, Massachusetts Mutual, How- i . 
nt states, Hawaii, Puerto Rico and 28 for- office of Great Commander of Michi- rd C. Reeder, executive vice president, Mrs. Miles Scheaffer Dies 
eign nations looked out over Boston gan, which office he held until 1947. He Continental Assurance. ; Mrs. Miles Scheaffer, wife of the vice 
Ill. last year from the 26th-floor gb had been a member of the society for Chairman of the joint Group insur- president of United Benefit Life, died 
orth- ner esa yiesa age Bon ye ag ete over 50 years, having originally joined pe committee Bes a on Mviee 4 in a hospital in Omaha December 30. 
ari A thousand of these visited th cock - 05. Pri > | i aker, vice president, 1e Prudential. Sy} 1 idely known at / 5 oe 
ock is b : the Order in 1895. Prior to becoming ; r She was widely known at American 
lot during the week preceding Christmas Great Commander of Michigan for The Other members of this committee are Life Convention meetings. 
sou. when the 26th floor was opened to Maccabees, Mr. Wiggle was assistant J. C. Archibald, underwriting vice presi- 
be ‘or soa ae ee n Post master of the City of Detroit. dent, a of Rabe —— 4 ae 
‘iat Open to the public Monday through vice president, Aetna; Emil E. Brill, , , 
vs Friday, except holidays, from 9:30 to vice president, General American; C. Simmons H. O. General Agt. 
adie ll am., and from 2 to 4 p.m., the ob- —— Eddy, vice president and secre- Shei = Riedie: Sika cal Mi Cidleos 
be servation areas, located 387 feet above - - tary, Connecticut General; Edward A. Pied citi be ae a ae omer 
gd street level, afford a panoramic view 2 United Benefit Gains Green, vice president, John Hancock; has appointed Fisher E. Simmons, Jr., 
of the entire metropolitan area. On N. Murray Longworth, president of Wendell A. Milliman, vice president in CLU, home office general agent for the 
aiite clear days the view extends 65 miles United Benefit Life of Omaha, an- charge of Group insurance, New York gg en Rd the a oon he 
row inland and 25 miles out to sea. nounced that his company’s insurance Life; Gerald K. Rugger, manager of 8, Served as assistant supervisor for 
: The guest log for 1954 included signa- in force for 1954 showed an increase Group insurance, Home Life of New Louisiana. 
isu tures of some 500 foreign visitors who ©VéeT the previous year of approximately York; Herbert J. Stark, actuary, Metro- 
weil gave for home addresses points in 18%. fi Ae politan Life; Clarence H. Tookey, ac- P 
baal Australia, Switzerland, Korea, Germany, Mr. _ Longworth said United _ of tuarial vice president, Occidental Life Joins P. W. Cook Agency 
-pre- Portugal, Thailand, Brazil, India, Cuba, eg ek ec a “i bi of California; Ralph J. Walker, vice Paul W. Cook, CLU, general agent in 
cane Wales, Egypt, Jerusalem and many Would exceec $1,407, cg + on 9, president, Group department, Pacific Chicago for Mutual Benefit Life of 
imed others, when nited of Omaha became a _bil- Mutual; Alan Willson, secretary, Newark, has announced the appoint- 
.% lion dollar company, they had $1,244,- Group division, State Mutual Life. ment of William J. Ullrich to the 
: . , 941,000 of insurance in force. Mr. Long- Other committee chairmen include: | agency’s staff, as agency assistant. Mr. 
Fred W. Guild, assistant manager, worth said | that he anticipated 1955 Malvin E. Davis, vice president and Ullrich has had a successful sales _ex- 
yoneage investment division, New would be United of Omaha’s greatest chief actuarv, Metropolitan Life, alloca- perience of nearly four years with a 
an ork Life, has been reelected president year. tion and reporting; Norman M. Hughes, Midwestern life insurance company, 
wit . the board of visitors of the New vice president and chief actuary, National Lorraine Sinton, CLU, is the agency 
has de State Training School for Boys, Life & Accident, blanks; Carrol M. sales promotion manager. 
Deei- Varwick, IN. Ys) his tenth consecutive FRANK P. ELVINS DIES Shanks, president, The Prudential, eco- 
‘ran- election ic that post. He is a member Frank P. Elvins, 44, manager of the nomic policy; Robert L. Hogg, senior 
his - the board of directors of New York pension-planning department of Canada vice president and advisory counsel, 
r to cd YMCA ani is president of the 1955 Life with whom he had been associated Equitable Life Assurance Society, Fed- BRIDGEPORT ASS’N SPEAKER 
3S in reneral Assembly of the New York for 24 years, died recently from a heart eral Income taxation of life insurance Lillian L. Joseph, Home Life of New 
imior MCA. attack. He was born in Toronto and companies; R. B. Richardson, president, York, was guest speaker at the January 





Uncle Francis. 


was graduated from the University of 
Toronto. His wife and two sons survive. 


Western Life, international labor organi- 
zation; Dwight Brooke, vice president and 





meeting of the Bridgeport Life Under- 
writers Association. 
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STOMACH ULCERS 
One of the most mysterious of all 
physical ailments is the stomach ulcer. 
Often people with such an affliction are 
they got 
them. But postmortem studies indicate 


at a loss to understand how 


that about one in ten of all stomachs 
show evidence of past or present ulcers. 
It is for these reasons that an article 
on the subject in the current Journal of 
Chartered Life Underwriters by Dr. 
Arthur M. Zintek, 
rector of Northwestern Mutual Life, is 
interest at this 


assistant medical di- 
of pertinent especial 
time. 

One important underlying fact, he 
points out, is that strong emotions ma- 
terially affect the secretions and func- 
tions of the stomach, and the unpleasant 
emotions do damage. It isn’t the deci- 
rather 
the decisions of tomorrow, about which 
there is uncertainty, that harm the 
nervous system and contribute the nega- 
tive stimuli that enter into the ulcet 
according to the article. 


sons which have been made, but 


picture, 
INSURANCE COVERAGE VARIETY 

Some idea of the wide variety of cov- 
erages in the international insurance 
field was given at the press conference 
this week of C. V. Starr & Co., at which 
was told some examples of American 
International Underwriters Corp. cover- 
contrasted territories. 





ages in widely 


Here are some of them: 


Kenya: Two American mining engi- 
neers; driving down a narrow African 
road, were attacked by a wild rhinoceros. 
The men were injured and the car was 
completely demolished. Workmen’s Com- 
pensation, damaged instruments and the 
car were all covered by comprehensive 
insurance placed in the United States and 
planned by American International Un- 
derwriters, 


Honduras: A flock of robins, building 
their nests in high-voltage trunk lines, 
short-circuited an entire power house 
and caused a fire which totally destroyed 
all the above-ground equipment, includ- 
ing the generators and_ transformers. 
AIU agents evaluating the claims for the 
40-year-old, carefully maintained plant 
facilitated a prompt payment of $88,206, 
nearly the entire initial plant investment. 

Jamaica B.W.I.: A wealthy dowager, 


sleeping among her valuables in a bed- 
room guarded by five dogs, was robbed 
of $23,500 in jewels. ATU insurance pro- 
tection was responsible for the lady’s 
recovering every dollar of her loss. 


Arabia: American International Un- 
derwriters agents scoured Arabian 
bazaars in search of out-of-circulation, 
hoarded gold coins. The purpose of the 


intensive search was to comply with 
local laws, demanding that workmen’s 
disability claims be paid in gold sov- 


ereigns, 


Havana: “Fabrica de Salchicas,” a 
Havana sausage factory, has recovered 
several thousand dollars from a Kansas 
City, Missouri, insurance broker. The 
money was payment of a claim for 
frankfurters stolen from the Cuban 
plant. The only link between the Kansas 
insurance firm and the Cuban sausage 
plant was American International Un- 
derwriters. 


Java: A dry gully, closed off during 
the construction of a new American fac- 
tory there, was converted into a swiftly 
flowing river which resulted in the ruin- 
ation of neighboring pepper crop and a 
swarm of damage claims against the 
American company. It seems that the 
receding flood waters left a salt deposit 
on the ground and the pepper plants re- 
fused to grow. The company insured 
through AlU in the United States, made 
good the damage>. 


Philippines: An American salesman 
was jailed there when his automobile 
grazed a native’s cart. His frantic wire 
for aid, sent to the nearest office of his 
insurance company, hit a snag with all 
normal transportation § facilities com- 
pletely taken over by holiday tourists. 
The AIU insurance agent chartered a 
private plane and rushed to the defense 
of the imprisoned American. 


James G. Bruce, vice president, Co- 
lonial Life, East Orange, N. J., has been 
elected president of the Men’s League 
of the East Orange General Hospital. A 
comparatively new  hospital-community 
public relations development, the Men’s 
League was organized in 1953 by a 
group of local professional and business 
men for the purpose of promoting the 
community service aspects of the hos- 
pital. Mr. Bruce is also president of 
the Orange Lions Club and was re- 
cently elected membership committee 
chairman of the 1955 Young Men’s 
Christian Association of the Oranges 
and Maplewood. He is also treasurer of 
the West Essex Chapter of the Ameri- 
can Red Cross. 


Canadian subscriptions, 








FRANCIS H. LOW 


Francis H. Low, assistant to the presi- 
dent of Home Life, New York, was hon- 
ored January 3 on completing 20 years’ 
service with the company. President 
William P. Worthington presented Mr. 
Low a 20-year service emblem in a 
ceremony noting the occasion. Mr. Low 
joined Home Life in 1935, following 
graduation from Yale University. After 
service in the home office’s agency 
department he entered the field, and 
soon became one of the company’s lead- 
ing producers. In 1938 Mr. Low returned 
to the home office as agency field assis- 
tant and in 1940 he was appointed assis- 
tant superintendent of agencies. 

During World War II Mr. Low served 
four years with the Navy, attaining the 


rank of lieutenant commander. He was 
named manager of agencies in 1946 and 
assistant vice president in 1949. In the 


latter post, he was active in the organi- 
zation and development of the company’s 
Group sales program. Appointed assis- 
tant to the president in January last 
year, Mr. Low has continued to devote 
a large portion of his time to activities 
in the Group field. Married and _the 
father of two children, he lives in East 
Islip, N. Y. An ardent deep sea fisher- 


man, he has attained national promi- 
nence in the sport. 
* * x 
James Elmore, Acacia Mutual Life, 


has been elected president of the Law- 
rence Caravan of Syria Shrine of Pitts- 
burgh. Mr. Elmore lives at New Castle, 
about 40 miles from Pittsburgh, and now 
heads the members of Svria Shrine who 
live in and around New Castle. 

x ok Ox 


Wallace C. Fulton h: is been appointed 
public health associate in the bureau of 
public health of Equitable Life Assur- 
ance Society’s medical department. After 
service in the Armv Medical Corps dur- 
ing World War II, Mr. Fulton com- 
pleted undergraduate training in jour- 


nalism, public relations and graduate 
work in public health of University of 
Minnesota. In Minnesota he was chief 


of the public health education before 
coming with Equitable. 


ee 


The Duke of Edinburgh, husband of 
Queen Elizabeth, paid a visit to Lloyd’s 
last month where he was entertained at 
a luncheon in the committee room given 
by Chairman Walter Barrie, Deputy 
Chairman K. G. McNeil and other mem- 
bers of the committee. After the lunch- 
eon he was taken for a tour of the 
building. 


—_ eee) (o'r 


MARGARET A. TUMBLETY 


Mrs. Peter E. Tumblety of Pelham, 
N. Y., has announced the engagement 
of her daughter, Miss Margaret A. 
Tumblety, to John Collins Donovan, who 
is the son of Mr. and Mrs. Percy J. 
Donovan of Grosse Point, Mich. He 
was graduated from the University of 
Detroit and served with the United 
States Naval Air Corps during the sec- 
ond World War. Miss Tumblety is the 
daughter of the late Peter E. Tumblety, 
first vice president of Empire State Mu- 
tual Life of New York. She was grad- 
uated from Mt. St. Joseph Academy in 
Boston, Mass., and attended Regis Col- 
lege in Weston, Mass. Miss Tumblety is 
agency secretary of New York City 
office of Empire State Mutual. An April 
wedding is planned. 

x * * 


Robert Sheehan of the staff of [or- 
tune, and who some years ago was on 
the staff of The Specti itor, is author of 
an article on the life insurance business 
which will appear in the February issue 
of Fortune. One of the most competent 
and interesting writers on business in 
America Mr. Sheehan's article on. the 
Million Dollar Round Table, published 
by Fortune some years ago, is the best 
article that has ever been written de- 
scribing the operations of the agents 
who specialize on business insurance. 

a a ae 


Roy E. Meinke has been promoted to 
the position of casualty supervisor at the 
American Insurance Co.’s Cook County, 
Illinois branch office. Mr. Meinke will 
be responsible for the production and 
general supervision of all casualty ig 
with the exception of burglary and glass. 
He has been with the American since 


1941, 


* * 


Frank L. Phillips, assistant manager, 
Newark branch office of the Fidelity 
& Deposit, is now a grandfather. His 
granddaughter, Suzanne Elizabeth Phil- 
lips, was born a few weeks ago in Com- 
munity Hospital, Montclair, N. J. 

* * * 


Edward J. Coakley has been made * 
partner in the North Adams, Mass. 
agency of Geddes & Crippen. Harold 
E. Crippen has been operating the busi- 
ness alone since the death of William 
J. Geddes last June. Mr. Coakley joined 
the agency staff about a year ago at the 
age of 32 years. A native of Pawtucket, 
R.I., and a graduate of Brown Univer- 
sity he entered insurance with the Aetna 
Casualty & Surety and became a field- 
man in western Massachusetts. 
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The Late C. W. Van Beynum 


The late Clarence W. Van Beynum, 
jormer head of the public information 
and advertising department of the Trav- 
eers Companies, had as his hobby the 
raising of hogs and poultry at his farm 
in Portland, Conn., and was a_ well- 
known breeder of Welsh Corgies. He 
aso liked to compose verse. 

Mr. Beynum never could get journal- 
istic blood out of his system and after 
he retired from the Travelers kept his 
hand in by becoming correspondent at 
Portland for the Middletown, Conn., 
Press. He got a kick out of writing per- 
sonals, which, by the way, did nothing 
to lessen his popularity among the peo- 
ple of Portland and surrounding en- 
viron, including many farmers. 
Incidentally, Mr. Van Beynum was 
one of the first advertising executives 
in American business to persuade his 
company to make use of page ads in 
Editor and Publisher—chief trade paper 
of the daily newspaper field. Those ads, 
strictly institutional, were begun 18 years 
ago and for a decade they were run 12 
limes a year. Since then they have 
appeared about six times a year. This 
was an innovation which attracted a lot 
of attention in the business world and 
many of the industry organizations in 
America began to use such institutional 
copy in E. and P. Many of the Trav- 
ders ads in E. and P. had to do with 
safety on the highways. No attempt was 
made in the Travelers copy to achieve 
fancy make-up or employ unique type 
fonts. The ads told their story simply 
and in a way which made the editors of 
daily papers throughout the country 
more safety-conscious. Mr. Van Beynum 
also headed the committee which spon- 
sored the participation of life insur- 
ance companies in “Thrift Week” which 
was a feature in Editor and Publisher. 
For many years the over-all safety 
tampaigns of the Travelers were con- 
ducted under the jurisdiction of Robert 
|. Sullivan, vice president in charge of 
liability insurance. Personally intense- 
ly interested in the subject he was horri- 
ied by the mounting death tolls of the 
highway. It was, therefore, ironic as 
well as tragic that Mr. Sullivan, father 
of ten children, met his death in an 
automobile accident. He and another 
executive of the Travelers had been at- 
tending a motion picture theatre at 
Seventh Avenue and Forty-Third Street 
when they started walking over to the 
Roosevelt Hotel where they were to 
sleep that night. When they arrived at 
Sixth Avenue Mr. Sullivan, waiting for 
he green light, stood in the most dan- 
serous type of spot in New York City— 
mediately beside a pillar under the 
“evated railroad. A fast-moving car 
‘ame by and hit his knee. When the 
imbulance arrived the interne thought 
the accident not fatal, but was simply 
4 question of a broken leg. At the hos- 
pital, however, when a light was flashed 
i Mr, Sullivan’s eyes it quickly was 
‘Pparent that he was dying and_ his 
‘eath did occur during the night. 











Hartwell Cabell at 90 


One of the most famous of insurance 
lawyers in New York City, and one of 
the most cultured, was Hartwell Cabell. 
Some years ago he retired from practice 
and returned to the ancestral home in 
Virginia. Seeing his former partner, 
Milton B. Ignatius, at a club the other 
day I asked him if he could not tell 
me something about Mr. Cabell and 
how he is living in retirement. 

“T'll do better than that,’ was_ his 
response. “I’ll send you a newspaper 
clipping recently written about Mr. 
Cabell by Hamilton Crockford, a Rich- 
mond Times-Dispatch — staff writer 
who went over to Warminster, Va., and 
had a long visit wtih him. I received 
the clipping from W. G. Bottimore, sec- 
retary of the Glens Falls, whose wife 
is related to Mr. Cabell.” 

In the article is a picture showing the 
veteran lawyer sitting at a Steinwav 
piano in comfortable riding britches, 
wearing carpet slippers, and improvis- 
ing a little melody. The room was a 
high-ceilinged parlor peopled with old 
portraits and heirlooms. This ancestral 
home is in Eastern Nelson county, not 
far from the James River and about 
30 miles below Charlottesville. 

The first Cabell came over here as a 
Royal Navy surgeon from Warminster, 
England, and liked America so well that 
he resigned and returned in 1724 to stay. 
He built a home in 1735 with no neigh- 
bors but Indians. When that home was 
destroyed it was succeeded by the one 
in which Hartwell now lives. His 
mother taught him to play the piano. 
When he was 12 his father was offered 
the Latin and Greek chair at Urbana 
College in Ohio and there Hartwell got 
his A.B. at age of 17. After graduation 
he went to live in Richmond. There he 
played the piano a lot, sometimes for 
his own amusement but also to make 
some money so he could educate himself 
at law. He went to the Cincinnati Law 
School; worked as a court reporter; 
printed some forms at night for a rail- 
road; played the organ and trained a 
choir. He was admitted to the bar wher 
21. For 20 years he practiced law in 
Cincinnati. 

“T took every kind of a case,” he said, 
“as 1 didn’t believe in specializing in 
law.” 

Then he came to New York where his 
practice became very diversified, but 
considerable of it became related to 
insurance. The first insurance case on 
which he was engaged as counsel was 
in connection with a large summer re- 
sort hotel loss—the Ampersand Hotel. 
He began to do a lot of admiralty legal 
work in which he represented a number 
of insurance companies. The _ catas- 
trophic Black Tom explosion of muni- 
tions during World War I resulted in 
much litigation in which the Lehigh 
Vallev Railroad figured, and he spent 
considerable time in litigation which 
followed the explosion. During World 





War I he was employed by the gov- 
ernment in connection with insurance 
companies which had been taken over 
by the Alien Property Custodian. Name 
of his law firm for some years was Ca- 
bell, Ignatius & Lown. 

Mr. Cabell’s first marriage was to the 
daughter of General John A. Logan, a 
distinguished general in the Northern 
Army during the Civil War. Later, he 
was married for half a century to Louise 
Groesbeck. Their New York home be- 
came a center for visiting musicians. 
He and his friends often played cham- 
ber music—quartettes, quintettes, trios. 
Charles Cooke of The New Yorker 
magazine designated him as one of New 
‘ork’s “accomplished amateur pianists” 
in a book, “Playing the Piano for 
Pleasure.” One of his New York clubs 
was The Century whose members are 
largely in the field of arts, letters and 
music. When he reached the age of 
83 he felt he had been in New York 
and following the law long enough, so 
he retired and left for Virginia. 

Asked how he kept “so young” and 
so much interested in life, he said: “I’m 
a Yogi. I take those simple exercises 
night and morning. I learned them 
from a friend who had been in the 
Himalaya Mountains. Yogis stand on 
their heads two or three times a day in 
order to give the head all the blood 
circulation it needs, but at 83, when Mrs. 
Cabell protested, I promised | would 
stop the Yogi workout when | became 
85 which I did. But I still do some 
other exercises.” 


* * * 


Big Turnout at C. V. Starr & Co. 
Press Conference Here 


The press conference held by C. V. 
Starr & Co. at Waldorf-Astoria, Mon- 
day, at which was announced the com- 
pletion of the merger of Globe & Rut- 
gers with the American Home Assur- 
ance the newspaper representation was 
an unusually large one. In addition to 
the delegation of the trade insurance 
press of Greater New York, and of 
newspaper wire associations, including 
Reuters of London, there were editors 
from Boston, Philadelphia and Kansas 
City in attendance. 

At the conference there were also given 
out some facts about the American In- 
ternational Underwriters Corp. These 
included facts about how the 75 cur- 
rencies required are used in the 60 
countries in which AIUC operate. 


- ee ee 


Await Anti-Trust Study 


Awaited with considerable interest in 
business circles is the report of the 
Eisenhower Administration on the anti- 
trust laws. This is regarded as the most 
comprehensive study of the subject that 
has been made in many years by the 
government. The study began in 1953, 
and it is believed the report will be 
made public in February. Stanley N. 
Barnes, Assistant Attorney General in 
charge of the Anti-Trust division, told 
news reporters that any who expect a 
“softening of the laws” by reason of 
this study “are due for a rude awaken- 
ing.” 

* * & 


The Cormac Photocopier 


At a recent press conference in this 
city I saw a demonstration of one of 
the simplest mechanical devices I have 
ever observed. It is called Cormac. It 
enables the user to have at his disposal 
any number of copies of a document by 
the simple process of putting the docu- 
ment into a slot of the machine and 
having it instantly reproduced. These 
documents can be letters, telegrams, re- 
port orders, statement invoices, con- 
tracts, deeds, affidavits, blueprints, man- 
uscript pages, charts, leases, work sheets, 
tax returns and even photographs. As 
many copies as desired can be made 
in an astonishingly short time. 

This compact desk-top machine works 
anywhere, and in ordinary room light. 
It requires no experience to operate. 
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Asks New World Trade Agcy 





LOUIS H. PINK 


The United States has been urged to 
establish with support of United Nations 
a new world trade agency open to all 
nations as part of a broad program of 
greater economic cooperation between 
us and our allies and greater economic 


tolerance between the East and the 
West. 

The details of the proposed foreign 
economic policy which have been sub- 
mitted to the President and the mem- 
bers of the 84th Congress were made 
public by Louis H. Pink, chairman of the 
Citizens Conference for International 
Economic Union, of New York. Mr. 
Pink is a former Superintendent of In- 
surance of New York State and recently 
retired as head of Associated Hospital 
Service. 


* * * 


Late Lord Courtauld-Thomson 


The recent death of Lord Courtauld- 
Thomson, chairman of Employers Lia- 
bility Assurance Corp., who was 839, 
meant the loss of one of most dis- 
tinguished British executives. 

A graduate of Eton and of Magdalen 
College, Oxford, he early displayed an 
aptitude for business and finance. In 
addition to being chairman of the Em- 
ployers Liability he was chairman of 
the Limmer and Trinidad Lake Asphalt 
Co., and deputy chairman of the Gold- 
smiths’ and Silversmiths’ Co. For many 
years he was active in the building and 
contracting business as a director of 
Holloway Brothers, Ltd., London. He 
was also a director of the companies 
associated with the Cable and Wireless 
group. 

During the first World War he was 
chief commissioner of Red Cross or- 
ganizations with the British Army in 
the field. He had the rank of colonel 
at general headquarters in France and 
later in Egypt and in Italy. He was 
mentioned five times in dispatches. 
After the war he was for five years 
chairman of the Irish Civil Service 
Commission. In 1928 he was appointed 
to the Royal Commission on National 
Museums and Galleries, and in 1929 be- 
came government chairman at the Im- 
perial Communications Advisory Com- 
mittee established to supervise the mer- 
ger of the cable and wireless interests 
of the British Empire. 

When the second World War started 
he turned his country seat in Bucking- 
hamshire (which dated from Queen 
Anne), into a hostel for officers in the 
allied air forces and more than _ 1,000 
young men from allied countries and 
all parts of the British Empire benefited 
there from his kindness and personal 
attention. Together with his two sis- 

(Continued on Page 23) 
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Aetna Group Transfers 
Crouch to N. Y. Dept. 


SUCCEEDS HAROLD J. KIEFER 





Bielaski Succeeds Crouch in Home 
Office Brokerage Dept.; Brandt to 
Assist Vice Pres. Harold B. Kiefer 





Transfer of Secretary Irvin E. Crouch 
of the Aetna Insurance Group to the 
New York department is announced by 
President Clinton L. Allen. Mr. Crouch 
will succeed Secretary Harold J. Kiefer, 
who has asked to be retired to the re- 
serve force for reasons of health. 

Succeeding Mr. Crouch in the home 
office brokerage department at Hart- 
ford, will be Assistant Secretary Robert 
C. Bielaski, who is being transferred 
from the Aetna’s casualty department. 
John R. Brandt, now assistant produc- 
tion manager, will take over Mr. Bie- 
laski’s duties as assistant to Vice Presi- 
dent Harold B. Kiefer in that depart- 
ment. 


Crouch Joined Aetna in 1925 


A native of Groton, Conn., Mr. Crouch 
received his B.A. degree from Clark 
University, Worcester, Mass. He joined 
the Aetna in 1925 as assistant examiner 
in the southern department. A year la- 
ter he was transferred to the special 
risks department. In 1929 he became 
inspector of the Eastern Underwriters 
Inspection Bureau, Middle States divi- 
sion, and in 1930 returned to the Aetna 
as an engineer in the special risks de- 
partment. He was made chief engineer 
in 1934, assistant secretary in 1942, sec- 
retary of fire companies in 1946 and 
secretary of all Aetna Group companies 
in 1951, 


Harold J. Kiefer 


Secretary Kiefer has been a manager 
of the Aetna’s New York metropolitan 
department since 1942. Born in Hart- 
ford in 1895 he joined the Aetna in 1917, 
working first in the mail room at the 
home office. After two and _ one-half 
years of service in World War I, he 
returned to the Aetna, where he served 
in the bookkeeping department and la- 
ter in the brokerage and special risks 
departments. 

In 1925 he was made special agent in 
North Carolina and appointed assistant 
secretary of the Piedmont Insurance Co. 
of the Aetna Group in 1934. In 1937 
he was made general agent and returned 
to the home office. He was promoted to 
secretary in 1937, at which time he was 
transferred to the New York depart- 
ment. 


Bielaski and Brandt 


Assistant Secretary Bielaski joined 
the Aetna in 1937 and was appointed 
an engineer in the special risks depart- 
ment in 1939. He was named as a spe- 
cial agent in the North Carolina de- 
partment in 1941 and a year later went 
into the Army, where he served four 


vears and attained the rank of first 
lieutenant. He returned to the home 
office as special agent in the special 


risks department in 1946 and was ap- 
pointed general agent for the group’s 
fire companies in 1948, 

Elected an assistant secretary of all 
fire companies in 1950, Mr. Bielaski was 
made assistant secretary of all compa- 
nies in the group in 1951. At that time 
he was chosen to assist in research work 
for the development of multiple line 
insurance. A native of New York City, 
he was graduated from Amherst College 
in 1936, 

Born in Athens, Ga., Mr. Brandt was 
graduated from high school in New 
3ritain, Conn., and Bay Path Institute, 
School of Business Administration. He 
was with the International Silver Co. 


Special Committees of 
NAIA Are Appointed 


NAMED BY PRESIDENT NEUMANN 


Dues Allocation Committee Is 


New; 
Special Auto and Church Self- 
Insurance Committees to Continue 





Leading the list of special committees 
and committees of the national board 
of state directors of the National Asso- 
ciation of Insurance Agents, announced 
by President Joseph A. Neumann, Ja- 
maica, N. Y., is the newly named dues 
allocation committee with former Execu- 
tive Committeeman Ralph D. Callister, 
Salt Lake City, as chairman, Other 
members serving on this committee, 
which was recommended by the national 
board to study the present dues alloca- 
tion formula, are Harry M. Carter, 
Savannah, Ga., and C. Prescott Hoff- 
man, Brattleboro, Vt. 

The special committee on automobile 
insurance will continue as before with 
President Neumann as chairman and 
the following members serving on the 
committee: Joe H. Bandy, Nashville, 
Tenn.; Linn S. Kidd, Brazil, Ind.; Emil 
L. Lederer, Chicago, and Guy T. War- 
field, Jr., Baltimore. 


National Board Committees 


Edward J. Bachman, St. Paul, Minn., 
will continue to serve as chairman of 
the special church self-insurance com- 
mittee. 

Other committees of the national 
board announced by President Neumann 
are the committee to review minutes of 
the executive committee with J. Vernon 
Coblentz, Frederick, Md., as chairman 
and members H. A. Boling, Lake 
Charles, La., and Paul H. Jones, Tucson, 
Ariz., and the steering committee with 
Linn S. Kidd, Brazil, Ind., as chairman 
and members Harry W. Poulson, Boise, 
Idaho, and Paul C. Sackett, Albuquer- 
que, N. M. 

Other committees announced by Presi- 
dent Neumann are the Bowen public 
relations award committee comprised of 
F. Chandler Moffatt, Westport, Conn., 
chairman, and Kenneth O. Force, editor, 
National Underwriter, New York, and 
Forrest H. Witmeyer, president, Excel- 
sior Insurance Co. of New York, Syra- 
cuse, N. Y. ‘ 

William J. Graul, Allentown, Pa., has 
been reappointed chairman of the fire 
safety award committee and will be 
assisted by Frank A. Roberts, executive 
vice president, Glens Falls Insurance 
Co., Glens Falls, N. Y., and Curtis R. 
Welborn, president, Underwriters Lab- 
oratories, Inc., Chicago. 





Pittsburgh Insurance Day 
March 8; Chairmen Named 


Pittsburgh’s 29th annual Insurance 
Day, to be held in Hotel William Penn 
on March 8, will be under direction of 
three committee members. J. E. Hart- 
man, Irwin insurance agent, is general 
chairman for the affair. Associate chair- 
men are James P, Langhart of Weaver, 
Gross, Langhart & May, Pittsburgh 
insurance brokers, and William Mac- 
Lean, vice president-treasurer of the 
National Union Insurance Companies, 
whose home offices are in Pittsburgh. 





from 1934 to 1940 and during World 
War II he served as a first lieutenant in 
the Ordnance Department, United 
States Army. For some years prior to 
joining the Aetna in 1953, he was spe- 
cial agent, field representative and su- 
perintendent of agents for another in- 
surance company. 


| 


—=—= 


Employes Honor James F. Corroon 





Charles G. Colpe, left, president of R. A. Corroon & Co., Inc., presenting to James 
F. Corroon, chairman and co-founder, a plaque commemorating 50th anniversary 
of founding of the firm. Behind them is a portrait of the late Richard A. Corroon, 
other co-founder and long head of the Corroon & Reynolds Group of companies, 


Employes of R. A. Corroon & Co.,, 
Inc., New York insurance brokers, pre- 
sented a plaque to James F. Corroon, 
chairman and co-founder, to commemo- 
rate the 50th anniversary of the found- 
ing of the firm. The presentation was 
made by Charles G. Colpe, president, 
on behalf of the employes. 

R. A. Corroon & Co. was founded by 
the Corroon brothers, Richard A. and 
James F., in 1905 at 56 Pine Street, part 
of the site now occupied by the Church 
of Our Lady of Victory. James F. Cor- 
roon became president of the organiza- 


tion in 1923, a position he held until 
1952 when he was elected chairman of 
the board. Charles G. Colpe, who has 
been associated with the firm since 1918, 
was elected president succeeding Mr. 
Corroon. 

The plaque is inscribed as_ follows: 
“On the occasion of the 50th anniver- 
sary of R. A. Corroon & Co., Inc., and 
in appreciation of his many years of 
leadership and understanding we, the 
employes, present this token of our 
esteem and friendship to James F. Cor- 
roon, co-founder and chairman, with our 
pledge of continued loyalty.” 





BLUE GOOSE DINNER JAN. 26 


Top Grand Nest Officers To Be Guests 
of New York City and Garden State 
Ponds at Drug & Chemical Club 

New York City Pond of Blue Goose 


and the Garden State Pond, located in 
New Jersey, will hold a joint dinner 
meeting on Wednesday evening, Janu- 
ary 26, at the Drug & Chemical Club 
in New York City, at which the honor 
guests will be top officers of the Blue 
Goose Grand Nest. These will include 
Alex B. Young, Kansas City, Mo., most 
loyal grand gander; Robert L. Wise- 
man, Washington, D. C., grand super- 
visor, and Jules E. Simoneaux, New 
Orleans, grand custodian. Mr. Young 
will be the chief speaker. There will 
be a reception at 5:45 p.m., with dinner 
at 6:30 o’clock. 

Thomas P. Finegan, most loyal gan- 
der of New York City Pond, will pre- 
side, and attending also will be Robert 
F. Stumpf, most loyal gander of Gar- 
den State Pond; George P. Albiez, 
deputy most loyal grand gander-at- 
large for the Eastern states and past 
most loyal gander of Garden State 
Pond, and Floyd C. Pickett of New 
York, deputy most loyal grand gander 
for New York, New England and New 
Jersey, and past head of the New York 
City Pond. Entertainment will be pro- 
vided by the Nutley Boys’ Choir of 
Nutley, N. J. Their appearance is being 
arranged by Max C Buchenberger, 
chairman of the life insurance commit- 
tee and long active in the New York 
Pond. 





LOUGHRIDGE SPECIAL IN NEB. 

The Phoenix of London Group an- 
nounces appointment of James  B. 
Loughridge as special agent in Ne- 
braska under the direction of Mark W. 
Besack, manager of the Phoenix of 
London Group offices at 201 South 19th 
Street, Omaha. 


NORTH AMERICA PROMOTIONS 





Stitt Vice President of All Companies; 
Francis, Davenport, Armstrong, Thames, 
Taylor, Cox, Groff Asst. Secretaries 
Directors of the Insurance Co. of 

North America Companies on January 
11 promoted several officers. Roy A. 
Stitt was elected a vice president of 
the three companies of the group— 

Insurance Co. of North America, Phila- 
delphia Fire & Marine and Indemnity 
Insurance Co. of North America. | 
Elected as assistant secretaries of the 
North America and the Philadelphia 

F. & M. are William A. Francis, Myron 

W. Davenport, John Armstrong, Jr., 

Louis O.’Thames, Warren E. Taylor 

and Charles K. Cox. : 

‘ Marshall I. Groff was elected an assis- 

tant secretary of the indemnity company. 





MacNelly General Manager 


Halifax Insurance Co. 


J. E. MacNelly has been appointed 
general manager of the Halifax Insur- 
ance Co. of Canada, succeeding J. Cecil 
Stuart, who has now retired. Mr. Mac- 
Nelly has been assistant general mana- 
ger of the company for 10 years and 
joined the company in 1936, with a rec- 
ord of over 30 years’ experience in the 
insurance field. 





Auto Claims Assn. Meets 


The Automobile Claims Association 0! 
New York met yesterday noon at Mil 
ler’s Restaurant on Fulton Street. 
Richard O. Arther of John E. Reid & 
Associates, demonstrated the Reid Poly- 
graph, which is a lie detector. This has 
been used on a number of occasions in 
adjusting different types of insurance 
losses. 


a a ae 











» James 


versary 
‘orroon, 
panies. 


d-suntil 
man of 
ho has 
ce 1918, 
1g Mr. 


ollows: 
nniver- 
1c., and 
ears of 
ve, the 
of our 
F. Cor- 


vith our 


TIONS 


panies; 
‘hames, 
staries 
Co. of 
January 
Roy A. 
lent of 
group— 
, Phila- 
demnity 
a. 

; of the 
idelphia 
Myron 
ng, Ir, 
Taylor 


n assis- 
ympany. 


aget 
e Co. 


pointed 
- Insur- 
J. Cecil 
r. Mac- 
| mana- 
urs and 
1 a rec- 
. in the 


eets 

ation of 
at Mil- 
Street. 
Reid & 
d Poly- 
‘his has 
sions 1 
surance 


January 14, 1955 






THE EASTERN 
UNDERWRITER 











Page 21 











HEALY SUPT. MARINE DEPT. 





Promoted by United States Fidelity & 
Guaranty to Succeed Late J. F. Dana- 
her; McCardell, Assistant Supt. 
John D. Healy, formerly assistant 
superintendent, has been appointed su- 
perintendent of the marine department 
of the United States Fidelity & Guar- 
anty, Baltimore, to succeed Joseph F. 
Danaher, who died December 31. Wil- 
liam K. McCardell, who continues as 
assistant superintendent of the depart- 
ment, will have broadened responsibili- 

ties. 

Mr. Healy’s entire business career has 
been spent in fire and marine under- 
writing. He entered the employ of the 
U. S. F. & G. in 1941 and, after ad- 
vancing through various underwriting 
assignments, became chief underwriter 
of the Western fire division. He was 
transferred to the marine department 


in 1951 and appointed assistant superin- 
tendent the following year. He is a 
graduate of the University of Baltimore 
in law and of the Insurance Institute 
of America. At present he is a lecturer 
in insurance courses at Loyola College, 
Baltimore. 

Mr. McCardell joined the automobile 
department of the U. S. F. G. in 
1946. After assignments in the fire and 
marine departments he was advanced in 
1952 to assistant superintendent of the 
marine department for the Eastern and 
Southern division. 





General of America to 
Split Stock Four for One 


Directors of the General of America 
of Seattle, Wash., are expected to ap- 
prove a recommendation of the execu- 
tive committee to raise the dividend rate 
from $1.25 to $2 a share annually, to 
increase the first quarter dividend to 
$2 and then to split the stock on a four- 
for-one basis. The company plans later 
to pay dividends quarterly. 

This change, according to O. D. 
Fisher, chairman of the executive com- 
mittee, would place the stock on a 50 
cents a share quarterly dividend basis 
if conditions warrant continuation of 
the higher rate. Stockholders will vote 
on the proposals at the annual meeting 
January 27. 





Jennings Fire, Inland Mgr. 
For American Casualty 


Walter W. Jennings has been ap- 
pointed manager of the fire and inland 
marine division of the Pittsburgh branch 
office of the American Casualty of 
Reading, Pa. He succeeds John Mat- 
lack, who transferred to the home office 
for supervisory duties in the fire de- 
partment. 

Mr. Jennings has been in the indus- 
try for nearly 20 years. For 13 years 
he was associated with one of the coun- 
try’s large fire and casualty groups as 
special representative in Pittsburgh and 
Wheeling, W. Va. In 1949 he joined a 
New England insurance organization to 
become assistant manager of the West- 
ern department in Chicago. 





Johnston Aetna Special 


In Eastern Massachusetts 


William B. Johnston is named special 
agent for the Aetna Insurance Group in 
eastern Massachusetts. He replaces A. 
Miller Gifford, who has been recalled 
to the home office in Hartford to be 
Superintendent of the claim department. 

A graduate of Tufts College, Mr. John- 
ston attended Boston University School 
of Law and had six years’ experience 
with another insurance company before 
joining the Aetna Group. He will be 
associated with State Agents Homer W. 
Jones and Harold M. Estabrook, making 
his headquarters in the Boston office. 





America Fore Insurance Group Has 


Completely Modernized Home Office 
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Employes passing through remodeled entrance to home office building at 80 Maiden 
Lane in New York City into handsomely modernized main foyer, now one of the 
most attractive in lower Manhattan. 


The America Fore Insurance Group 
marked completion of extensive re- 
aodeling of the interior of its home 
office building at 80 Maiden Lane in 
New York with a Family Day celebra- 
tion on January 7. The modernization 
program took nearly four years to com- 
plete. 

The 2,600 employes of the home office 
played host to members of their families 
and close friends. They toured the 26- 
story building from top to bottom, met 
the families of associates and enjoyed a 
buffet luncheon. The “small” fry re- 
ceived gifts of candy and balloons. 

The 43-year-old building was com- 
pletely modernized within a period of 
four years without any serious interrup- 
tion of the normal operations of the 
business. The America Fore manage- 
ment sought to provide employes with 
an up-to-date office building, a com- 
fortable and pleasant atmosphere in 
which to work, plus the fundamental 
consideration of operating efficiency and 
economy. 





PIVER SCHOOL IN L.A. 


Jack Piver, San Francisco insurance 
publisher, has announced the opening of 
a branch in Los Angeles of his Piver 
School of Insurance for students seeking 
to take the examinations before the De- 
partment of Insurance for licenses as 
agent, broker or solicitor. The school 
will be held in Financial Center Building, 
704 South Spring Street, and Charles 
Rupprecht, CPCU, is in charge. For the 
present life insurance will not be in- 
cluded in the course. 


The entire building is completely air 
conditioned. Other features include an 
attractive employe lounge, game room 
and reading room, a company-operated 
cafeteria, modern silent construction 
office furniture, fluorescent lighting 
throughout the building and 22 elec- 
tronically-controlled passenger eleva- 
tors. There is also an assembly room 
for lectures, meetings and conferences. 
It has a projection room outfitted with 
the latest sound and movie equipment. 
Adjacent to the assembly room is a 
large classroom for educational purposes 
and smaller conferences. 
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Baltimore Los Angeles 
Boston Montreal 
Chicago New Orleans 
Columbus, O. Philadelphia 
Dallas San Francisco 
Houston Seattle 


OCEAN MARINE 
INLAND MARINE 
HOMEOWNERS’ COMPREHENSIVE 
MANUFACTURERS OUTPUT 

and similar covers 





Inland Empire to Keep 


Branch at Louisville 

The Inland Empire Insurance Co. of 
Salt Lake City, Utah, which has taken 
Fire & 


Ky., and agreed to 


over business of the Louisville 
Marine, Louisville, 
reinsure its business and pay off claims, 
will retain the 


Louisville office as a 
branch with all records being held there. 
In Louisville, agents of the former 
L. F. & M., may pay their balances 
and transact business, it is reported. 
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“SEVILLA” 


magic word that saved 
FLORIDA’S Spanish “Indian” 


Florida's stirring history under five 
flags (Spanish, French, British, Re- 
public of West Fla. and U.S.A.) af- 
fords no more dramatic incident. 

Juan Ortiz, captured in childhood 
and reared by the Indians, escaped 
with the aid of a tribal princess. Sur- 
prised by one of De Soto's men, he 
recalled a word of his mother tongue, 
“Sevilla” (Spanish), just in time to 
stay the soldier's lance. 

Some 300 years later, in 1845, the 
27th star, for Florida, was added to 
the American flag, and the State's 
Great Seal appropriately was designed 
to feature an Indian figure. 


A “Great Seal” of the insurance business 
is PACIFIC NATIONAL'S, below, 
token of strength, stability and service 
to Agent, Broker and Assured. 


PACIFIC 
NATIONAL 
FIRE INSURANCE 
COMPANY 
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American Home Merger Is Completed 


(Continued from Page 1) 


surpluses increased 18% from $15,196,223 
to $17,942,771. Net premiums for the 
twelve months ended September 30, 1954 
showed an increase of 26% over the 
twelve months ended June 30, 1952, from 
$12,187,194 to $15,384,789. 

“One of the primary reasons for the 
Mr. Youngman said, “is to 
release development which 
were not formerly technically available. 
This will enable American Home Assur- 
from widened 


merger,” 
funds for 


ance Company jo profit 
business opportunities. In addition, the 
new company will be able to simplify 
and unify operations which were once 
carried out by each company along more 
or less parallel lines. 

“The Insurance Company of the State 
of Pennsylvania will continue as a sep- 
arate company.” 

Contemplating Casualty Coverage 

Mr. Youngman said that multiple line 
operations will be developed in the fu- 
ture. Whether casualty coverage will be 
American Home following 
formation of a casualty department, or 
whether there will be acquisition of an 
operating casualty insurer has not yet 
been decided, he stated. As to the future 
he shares the general optimism on the 
domestic scene and sees continuance of 
steady growth abroad. 

The American Home group, while con- 
trolled by C. V. Starr & Co., Inc., is 
managed separately. 

Other companies in the C. V. Starr 
groups, one of the world’s foremost in- 
ternational insurance organizations oper- 
ating in most of the free countries of 
the world, are American International 
Underwriters Corporation, American In- 
ternational Underwriters Overseas and 
American International Marine Agency. 

The American International Under- 
writers Corporation and American Inter- 
national Underwriters Overeas are for- 
eign managing agents for 13 American 
Insurance companies: American Home, 
New York; Birmingham Fire of Penn- 
sylvania; Commercial of Newark, N. J.; 
Firemen’s of Newark; Fulton Fire In- 
surance Company, New York; Granite 
State Fire, New Hampshire; Hanover 
Fire, New York; Insurance Company 
of the State of Pennsylvania; Milwau- 
kee Insurance Company of Milwaukee; 
National Union Fire of Pittsburgh; New 
Hampshire Fire; Pacific National Fire, 
California, and Security Insurance 'Com- 
pany of New Haven, Conn. 


written in the 


American International Reinsurance 


International Reinsurance 
Company, another of the C. V. Starr 
organizations, is comprised of ten com- 
panies handling life and general insur- 
ance and reinsurance in most jurisdic- 
tions around the world. Among the bet- 
ter known companies are: American 
Life of Wilmington, Del. and _ Philip- 
pine American Life with headquarters 
in Manila. 

In outlining the growth of the Ameri- 
can ggneral insurance business abroad, 
Mr. Youngman said that, since the end 
of the war, premiums of the companies 
had increased more than 330%. In 
1946 he estimated total premiums were 
in the neighborhood of $25,000,000. In 
1953 premiums totaled approximately 
$83,000,000. 

“Part of 
man declared, 


American 


this growth,” Mr. Young- 
“is the result of the tre- 
mendous increase in our export trade 
in the past eight years. This trade 
amounted to almost $10 billion in 1946 
and was $16 billion in 1953. However, 
another important factor has been the 
energy with which American insurance 
companies have pursued the foreign 
business. This coupled with a growing 
recognition abroad of the soundness of 
American insurance methods have been 
the keys. 


WILLIAM S. YOUNGMAN, JR. 


“In addition to that, our own policy 
has been to work closely with local in- 
terests and to staff our companies with 
nationals. Most foreign countries have 
discovered that the entry of American 
firms into their national insurance pic- 
ture and comparative freedom of opera- 
tion stimulates business activity for all. 
American insurance companies operating 
abroad have in many cases been most 
able salesmen for the business freedoms 
we take for granted here at home.” 


C. V. Starr & Co. Leaders 


Present at the press conference and 

expl 1ining the vast operations of the 
V. Starr organization were, in addi- 

tion to Mr. Youngman, Jr., president 
of C. V. Starr & Co., Inc., and chairman 
of the American Home: 

Mansfield Freeman, vice chairman, 
C. V. Starr & Co.; F. E. Lintilhac, exec- 
utive vice president, C. V. Starr & Co.; 
Tsuyee Pei, chairman, investment com- 
mittee, C. V. Starr & Go.; Inc.; L. H. 


Collier, vice president, American Inter- 
national Underwriters Corporation; John 
Ahlers, treasurer, C. Starr & Co.,, 


Inc., and Arthur EF. Searing, vice presi- 
dent of C. V. Starr & Co. and of the 
American Home Assurance. 

Mr. Brooks, president of the American 
Home, was unable to be present as he 
was attending a meeting of the State of 
Pennsylvania in Philadelphia. Mr. Starr 
was in Paris and, therefore, also not 
present. Winthrop Clement, public rela- 
tions manager, arranged the press gath- 
ering in the beautiful Basildon Room. 


First Company Was Formed in 1919 


The first of the companies which later 
became known as the C. V. Starr groups, 
was founded in Shanghai in 1919 by Cor- 
nelius V. Starr, an American. The com- 
pany was American Asiatic Underwriters 
and the first American company to be 
represented by the new firm was Globe 
and Rutgers Fire. American Asiatic 
grew rapidly and within a short while 
had opened 14 branches on the China 
mainland as well as in Hongkong, Philip- 
pine Islands, Malays, Thailand and Indo- 
china. 

In 1921 Mr. Starr founded the Asia 
Life Insurance Company, now American 
Life Insurance Company. American Asi- 
atic Underwriters opened a branch in 
New York City in 1926 and American 
International Underwriters Corporation 
was formed within a year. Today the 
C. V. Starr groups write insurance in 
75 currencies and covering risks in all 
countries of the free world. The or- 
ganizations’ members total over 7.000. 
Annual domestic and foreign premiums 
are in the neighborhood of $100,000,000. 

“Businessmen abroad,” Mr. Youngman 
said, “are looking forward to the coming 
year with the same optimism that has 





been so widespread here. We ourselves 
expect our domestic insurance business, 
largely through American Home Assur- 
ance Company, to follow the general 
business trend which has been steadily 
upward. The record over the past two 
years of the two companies which are 
merged certainly warrants that predic- 
tion. We expect, too, that our foreign 
business, conducted for our American 
principals, which grew fivefold from 1946 
to the end of 1953, will at least keep 
pace.” 


History of C. V. Starr Co. Inc. 


The story of C. V. Starr Co., Inc., be- 
gins in 1919 in China. In December of 
that year, American Asiatic Underwrit- 
ers, the first company of all the Ameri- 
can International groups, was formed in 
Shanghai as an agency to represent 
American insurance companies in the 
Far East. 

The company was started by Cornelius 
V. Starr, a young San Francisco lawyer 
with the wanderlust and a pocketful of 
savings. A few days after his arrival in 
China, Starr met Frank J. Raven, a fel- 
low Californian, who had come to Shang- 
hai in 1904 and prospered. Raven was 
then in the process of building what 
Shanghai called, “The Raven Interests,” 
namely the American Oriental Finance 
Corporation, American Oriental Banking 
Corporation and Asia Realty Corpora- 
tion. Starr persuaded Raven to add in- 
surance to his interests. In conjunction 
with Raven, Starr formed the Ameri- 
can Asiatic Underwriters and acquired 
the agency of a Dutch company of the 
Netherlands Lloyd group. 

Before the first World War the ac- 
tivity of American insurance companies 
abroad was limited to a small amount of 
marine insurance written in the United 
States and to a few branches and agen- 
cies in Canada, Mexico and the Carri- 
hean—comparatively insignificent opera- 
tions in view of the worldwide services 
offered by many British and European 
insurers. 


How American Insurers Got Their 


Start Abroad 


However, the war seriously weakened 
the overseas activities of these Continen- 
tal carriers and the American companies, 
previously preoccupied with domestic 
trade, awakened to their opportunities. 

The first American company repre- 
sented by American Asiatic Underwrit- 
ers was the Globe and Rutgers in the 
summer of 1920. After arranging this 
with a San Francisco agent visiting in 
the Orient, Starr hurried back to the 
United States. He called on other lead- 
ing United States insurance firms and 
collected a half dozen reputable insur- 
ance carriers for whom he could act as 
general agent in the Far East. 

American Asiatic Underwriters grew 
rapidly and before long had opened 
14 branches on the China mainland, as 
well as in Hongkong, the Philippine 
Islands, Malaya, Thailand and Indochina. 

In 1921 Mr. Starr formed the Asia Life 
(now American Life Insurance Com- 
pany) which has, for three and one-half 
decades, helped to popularize the idea 
of life insurance throughout the Far 
East. The company now also operates 
in the Near East, Pakistan and the Car- 
ribean area. 


Separate Companies in Different 
Countries 


During these early years one of the 
guiding principles of Mr. Starr’s enter- 
prises was being evolved—incorporation 
of different companies under the laws of 
the countries in which they operate, and 
employment of nationals in executive 
positions. 

In rapid succession, American Inter- 
national Underwriters for the Philip- 
pines, American Interational Assurance 
Co., Ltd. of Hongkong, Compagnie 
Franco- Americ: ine d’Assurance, in Indo- 
china, and others were incorporated, 

In 1926 the AAU opened a branch in 
New York and within a year American 
International Underwriters Corporation 
was formed. ATU New York began of- 
fering to brokers and agents in the 
United States its services for issuing in- 
surance in this country on risks situated 
abroad (home-foreign business) ATU 


N. Y. Legion Post 1081 to 
Honor J. S. Conway, Jan. 18 


Tihe Insurance Post 1081 of the Amer- 
ican Legion, New York, will hold its 
22nd annual commander’s dinner Janu- 
ary 18 at the Drug & Chemical Clu) 
in honor of Commander James S. Con- 
way. 

Mr. Conway is a member of the lay 
firm of Flood, Conway & Walsh, 120 
Wall Street, attorneys for the Factory 
Mutual Insurance Company. He wa 
formerly on the editorial staff of Pren 
tice Hall, Inc., and later was associate 
with the law firm of White & Case from 
which he entered the Army Air Force. 
Following service in the Pacific he was 
a trial attorney at the Nuremberg War 
Crimes Trials. 


His partners, James A. Flood and 
John W. Walsh, are also veterans of 
World War II. Under Mr. Conway’s 


command, Post 1081 this year has de- 
voted itself to a wider schedule of civic 
and charitable endeavors. 





Corporation and its subsidiaries now 
have offices in: Atlanta, Boston, Chicago, 
Dallas, Detroit, Houston, Los Angeles, 
New Orleans, San Francisco, Seattle and 
Washington, D. C 


Other Interests of C. V. Starr 


Mr. Starr branched out into other 
fields in the Far East. The “Shanghai 
Evening News” was taken over by him 
as was another concern called the 
“Shanghai Mercury.” These two papers 
were merged under the name of the 
“Shanghai Evening Post and Mercury” 
in December, 1931. This paper grew to 
be one of the leading English language 
newspapers in China. It ceased publica- 
tion only after Shanghai was occupied 
by the Chinese Communists in 1949, 

Mr. Starr also published a Chinese 
version of the newspaper and a news 
magazine called “East.” He entered the 
real estate and banking fields about this 
time and later acquired American motor 
car and truck agencies and distributor- 
ships in the Far East, Mexico, Panama 
and Brazil. 

In 1935 the Starr interests bought the 
controlling stock of the United States 
Life in the City of New York. When 
the company was sold in 1952 it ranked 
among the top 10% of life insurance 
companies in the United States in vol- 
ume of insurance in force. 

In that same year C. V. Starr & Co. 
and its American International associ- 
ates acquired majority holdings in the 
Globe and Rutgers Fire, which in turn 
owned majority holdings of the Ameri- 
can Home, and the Insurance Company 
of the State of Pennsylvania. 

World War II engulfed many of the 
areas in which the C. V. Starr interests 
operated. But the stimulus given to the 
remaining free areas held the groups’ 
premium income at approximately pre- 
war levels. Insurance operations in Latin 
America, for instance, had begun in 1937, 
and the first American International of- 
fice had opened in Cuba in 1941. There 
are now offices in Argentina, Brazil, 
Cuba, Colombia, Mexico and Venezuela. 

The results of World War IT thrust 
leadership, both political and economic, 
on the United States and led to an 
unprecedented expansion of American 
business—including American insurance 
abroad. 

Today, with its network of regional 
offices, territorial offices and independent 
agencies established in Central and 
South America, the Caribbean, Europe, 
the Near East and the free Orient, the 
American International insurance groups 
are able to give the necessary protection 
—both of property and life—and excel- 
lent insurance service whether it is for 
the building of a dam in Afghanistan, 
construction of an irrigation system in 
the Punjab, dredging of a_ river in 
Venezuela, erection of an oil refinery 
in the Kingdom of Kuwait. Business 1s 
being written in more than 75 curren- 
cies, 
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BUSH MADE AGENCY SUPT. 





Glens Falls Names Him to Take Over 
Field Executive Duties in New Eng- 

land and Part of New York State 

George D. Mead, president of the 
Glens Falls Group, announces appoint- 
ment of C. Irving Bush as agency super- 
intendent in the home office production 
department. 

Mr. Bush will take over field execu- 
tive duties in the New England states, 
formerly handled by Vice President H. 
W. Cowles, and the New York capital 
district territory heretofore under the 
supervision of Secretary Wallace H. 
Cowan, These two officers can thus be 
relieved of some of their field responsi- 
bilities ia order that they may assume 
additional important home office admin- 
istrative duties 

Mr. Bush is a native of Glens Falls, 
XN. Y., and was graduated from Unton 
College in 1935. Following his gradu:- 
tion from college, he joined the Glens 
Falls in the home office at Glens Fal's. 
He was appointed special agent in the 
capital district territory in 1937. In 1951 
he was made manager of the gyroun 
office in Albany, a position he has held 
to the time of his present appointment. 





National Wins Award 
For Fine Landscaping 


The home office of the National of 
Hartford Group has been named one of 
nine firms in the United States and 
Canada to win the National Plant 
America Award for landscaping. The 
award, presented for achievement in 
industrial landscaping and_ beautifica- 
tion, was made by the American Asso- 
ciation of Nurserymen in its second 
annual competition for honors in indus- 
trial landscaping. 

The award was accepted on behalf of 
the company by O. A. Ogden, vice 
president and secretary of the National 
of Hartford Group, at the annual meet- 
ing of Connecticut Nurserymen’s Asso- 
ciation. 


Rochester Field Club 
Elects Craig President 


The Insurance Field Club of Roches- 
ter, N. Y., at its annual meeting elected 
the following officers: 

President, Harry Craig, Fire Asso- 
ciation; vice president, Chapin Blake, 
Aetna Fire Group; secretary, R. L. Free, 
Loyalty Group; treasurer, Walter Rear- 
don, Continental; chairman of executive 
committee, Charles Lewis, Home. 





Tempel Special Agent for 
Aetna in Northern Ohio 


Appointment of Norman F. Tempel 
as special agent in northern Ohio for 
the Aetna Insurance Group is an- 
nounced by Rush W. Carter, vice presi- 
dent and manager of the Western de- 
partment. Mr. Tempel will direct his 
efforts primarily to assisting agents with 
matters dealing with the group’s farm 
department. He will be associated with 
State Agent Jack M. Westerfield, with 
headquarters in the Toledo office. 
_Since receiving his Master’s degree 
trom the University of Missouri School 
ot Agriculture, Mr. Tempel has been 
associated with the Aetna’s farm under- 
Writing department at Park Ridge, III. 





Big Bill 
(Continued from Page 19) 


ters, Mrs. Kenneth Grahame (widow of 
a noted writer), and Miss Winnifred 
Thomson, he presented the country seat 
to the nation with a liberal endowment. 
Often given titles by his government he 
also received military crosses from 
Italy, Serbia and Rumania as well as 
ting made a member of the Order of 
the Nile by Egypt. 


Metcalf N. Y. Marine Mgr. 
Of Providence Washington 


Roy E. Carr, president of the Provi- 
dence Washington, announces that Har- 
ris Metcalf will be manager of the ocean 
marine department in the New York 
office. 

Mr. Metcalf was born in Providence, 
R. 1, and is a graduate of Princeton 
University. Upon returning from service 
after World War II, he entered insur- 
ance business with the Providence Wash- 


GEO. A. NICKERSON DIES 
George A. Nickerson, 47, operator of 
the Nickerson Insurance Agency in 
Tully, N. Y¥., for 22 years, died January 
2 after a long illness. His wife and a 
son survive. 


ington at the home office, for a short 
period of time was assigned to the New 
York office and for the past three years 
has been ocean marine superintendent 
of the company’s Pacific Coast office. 





LOS ANGELES FORUM ELECTS 

The Fire Underwriters Forum of Los 
Angeles has elected these officers for 
1955: Owen Aetna 
Group; vice president, Edward J. Timer- 
ding, London Assurance; secretary, Rob- 
ert Daunser, New Hampshire Fire. 

At the meeting last week the members 


president, surges, 


were given a practical demonstration of 
fire insurance problems from the stand- 
point of the Los Angeles Fire Depart 
ment by Captains Eugene Dudd. and 
George Kelly of the Fire Department 





Pimictei Fore’s 1955 national advertising continues to spot- 
light the insurance industry’s public service activities as well 


as to stress the benefits of personal advice, professional 


experience and help which the individual enjoys both before 


and after a loss when he insures through a local agent. 


America Fore Advertisement 


appears currently in the following 


national publications: 


* THE SATURDAY EVENING POST LIFE 


* NEWSWEEK 


* TIME * FORTUNE 


* NATIONAL GEOGRAPHIC 
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Elected a Director 
Of Home Indemnity 





Pach Bros., N.Y. 
HERBERT A. PAYNE 


Following a regular meeting of di- 
rectors of the Home Indemnity Co. on 
January 10 Kenneth E. Black, president, 
announced election of Herbert A. Payne 
as a director of the company, effective 
immediately. Mr. Payne, a director of 
the Home Insurance Co. since 1951, 
serves as vice president and secretary 
of both the Home and Home Indemnity. 





Insurance Committees of 


Ohio Legislature Named 


The insurance committees of the Ohio 
General Assembly are made up as fol- 
lows: 

Senate—Ross Pepple, chairman, Lima; 
Ralph L. Humphrey, Ashtabula; Theo- 
dore M. Gray, Jr. Piqua; Tom V. 
Moorehead, Zanesville; Delbert P. 
Latta, McComb; Edeard H. Dell, Mid- 
dletown; Frank J. Svoboda, Cleveland. 

House—Harold L. Short, chairman, 
Piqua; Kenneth L. Beckwith, McCon- 
nelsville; John J. Chester, Jr., Colum- 
bus; Ralph D. Cole, Jr., Findlay; Grif- 
fith Evans, Kent; Joseph E. Lady, Ken- 
ton; Robert Taft, Cincinnati; Howard 
E. Faught, Cambridge; Joseph J. Ho- 
vath, Cleveland; George R. Madden, 
Barberton; Robert J. Withrow, Day- 
ton; Gilbert Thurston, Custer; Lytle G. 
Zuber, Columbus. 





State Farm Reduces 
Mich. Collision Rates 


A state-wide reduction in Michigan 
auto collision insurance rates for pri- 
vate passenger cars is announced by 
State Farm Mutual Automobile of 
Bloomington, Ill, Also cut are compre- 
hensive coverage rates throughout Mich- 
igang except in Detroit, and _ liability 
rates in the Grand Rapids area and the 
counties of Alger, Baraga, Chippewa, 
Delta, Dickinson, Gogebic, Houghton, 
Iron, Keweenaw, Luce, Mackinac, Mar- 
quette, Menominee, Ontonagon and 
Schoolcraft. 

The rate cuts range from an average 
of 4.9% on collision and 8.8% on com- 
prehensive to 19.4% on _ liability in 
Grand Rapids and 11.8% in the counties 
named. Only increases in the current 
adjustment are an 8.9% rise in liability 
rates in the Flint metropolitan area and 
a 24% increase for members living in 
parts of Bay, Genesee, Midland and 
Saginaw Counties and all of Clare 
County. Only change for commercial 
vehicles is an 18.9% cut in $50 deduc- 
tible collision throughout the state, ex- 
cept in the Detroit metropolitan area. 


CC EE NS eee Report North America Cuts 
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Depends upon what he’s trying to catch. 


The right approach is just as important when you're trying to 
sell Earnings Insurance. And, without boasting, we can 
honestly say that our new Visual Sales Aid has proven to be 
a most attractive lure to scores of prospects. 


A live line is the one to watch. If you’ve had difficulty “reeling in” 
Earnings Insurance prospects perhaps our new Visual Sales Aid 
is what you need. Use the coupon for more information. 


| 
Production and Market Research Department 
Royal-Liverpool Insurance Group | 
150 William Street, New York 38, N. Y. 1 
I want to know more about the new, non-technical approach | 
to selling Earnings Insurance. | 

| 
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Dwelling Rates in Calif. 
The Insurance Co. of North America 
is reported to have made a reduction of 
5% to 10% in fire insurance rates on 
dwellings in California, effective imme- 
diately. Churches are said to get a cut 
of 17%. Some months ago the North 
America made a reduction of 20% in 
fire rates on dwellings, with 25% for 
churches, hospitals and schools. The 
last-named are not included in the latest 
reduction. A. W. Gilbert, general mana- 
ger of the Pacific Fire Rating Bureau, 
indicates that the bureau may also an- 
nounce reductions for most companies 
in California if such reductions seem 
justified. 





Mass. Dept. Orders Data 
On 1954 EC Experience 


The Massachusetts Insurance Depart- 
ment has ordered all insurers writing 
extended coverage business in that state 
to furnish complete data on premium 
and loss experience on dwellings in 
1954, including incurred losses as well as 
those paid. This action is said to stem 
from a possible move to block the 150% 
extended coverage rate boost announced 
last week if the Commissioner should 
feel that the new rates are not justified. 
The formal notice of Deputy Insurance 
Commissioner John H. Louden reads 
as follows: 

“Whereas, the Commissioner of In- 
surance desires complete statistical data 
for the extended coverage classification 
applicable to dwellings. Now, therefore, 
pursuant to the provisions of Chapter 
174A of the General Laws, it is hereby 
ordered that all 1954 extended coverage 
endorsement experience for Massachu- 
setts which will be reported under 
Codes 2011 and 2012 of Major Peril 
Code 20 of the National Board of Fire 
Underwriters Statistical Plan, shall be 
filed with this department not later than 
February 10, 1955. Losses incurred as 
of December 31, 1954, shall be filed in 
addition to the premiums written and 
losses paid. Please acknowledge receipt 
of this order.” 

The codes referred to are for dwell- 
ing buildings and contents in the classi- 
fications applying to New England, 2011 
being ordinary inland without deductible 
clause, and 2012 being ordinary inland 
with deductible clause. 





Risque Asst. Vice Pres. 


Of Service Companies 


Page Risque has been elected an as- 
sistant vice president of the Service 
Fire Insurance Co. and Service Casu- 
alty, acording to an announcement by 
Emil C. Chervenak, president. Mr. 
Risque, who will continue to handle New 
York home office administrative duties, 
is d member of the New York and Fed- 
eral bars. He joined the Service com- 
panies three years ago. : 

The Service Insurance Companies 
comprise one of the large organizations 
in the physical damage automobile in- 
surance field. 





Phoenix Appoints Kinning 


Special in Minnesota 


Joseph A. Kinning, formerly inland 
marine special agent for Minnesota, 
North Dakota, South Dakota, Iowa, 
Nebraska and Wisconsin, has been ap- 
pointed special agent in Minnesota for 
the Phoenix of Hartford Group. In his 
new capacity Mr. Kinning will assume 
the field duties of fire and casualty writ- 
ings in addition to inland marine. e 
joined the Phoenix Group in 1951. 

Special Agent Kinning will augment 
the staff of Resident Secretary T. A. 
Valine, Jr. State Agent Harold F. 
Reed, and Special Agents Donald W. 
Drogue, Patrick J. Thomas and Dale D. 
McFeters with headquarters in the Twin 
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Joseph Golub Agency 
Starts Its 50th Year 


RECEIVES FLORAL TRIBUTES 





N. Y. Multiple Line Agency Built on 
Foundation of Friendliness and Serv- 


ice; Headed by Bert Golub 





The Joseph Golub Agency, 123 Wil- 
liam Street, New York, is observing its 
50th anniversary this year. The high 
esteem in which this agency is held was 
clearly shown this week by the display 
of floral baskets and arrangements dis- 





THE LATE JOSEPH GOLUB 


played in their offices. Such expressions 
of friendliness at the start of its golden 
anniversary year are graphic illustrations 
of the esprit de corps between the 
agency and its host of outstanding 
brokers. 

Established in early 1905 by the late 
Joseph Golub, the agency’s annual pre- 
mium volume in fire and allied lines now 
ranks it high among the leading offices 


in the metropolitan New York area. 
This growth is attributable solely to the 
qualities of leadership exhibited by two 


men—the founder, Joseph Golub, and- 


his son, Herman B., present head of 
the agency. Both of these men, with 
tireless energy, vision, faith and a de- 
termined policy of fair play, combined 
to form a solid foundation on which was 
built a lasting and progressive organi- 
zation. 

In addition to engaging personalities, 
which won many friends, both the 
Golubs were blessed with the quality of 
not only attracting able co-workers but 
of being able to work with them har- 
monivusly and happily. 


Present Staff of Agency 


The present staff of the agency in- 
cludes Charles W. Gesner, fire depart- 
ment manager; Marvin F. Slater, ac- 
counts department manager, and Al N. 
Gates, inland marine manager. Experts 
in their respective fields, they are strong 
on friendliness and willingness to serve. 

The agency, as it rounds out a half 
century of service to the public and the 
insurance fraternity, represents. the fol- 
lowing companies: American Casualty 
of Reading, Pa—Greater New York 
and country-wide binding agent; Fire 
Association of Philadelphia, Firemen’s 
Insurance Co. of Newark, Marine Office 
of America, New York Fire and Pre- 
ferred Fire of Topeka, Kans. 

Joseph Golub, after a number of years 
a8 insurance manager of a Brooklyn 
bank, founded his own agency in 1905 
im the Williamsburg section of Brook- 
lyn In 1927, Herman B. Golub, now 
widely known as “Bert,” joined his 
father’s organization and added impetus 
fo the agency’s development of broker- 
age business. 








In November, 1934, Mr. Golub moved 
to the Borough Hall district of Brook- 
lyn, where he secured quarters at 151 
Remsen Street. His office force had 
then grown to 15 and the facilities of 
the agency included companies from 
the strongest groups in the business. 


Opens Up in Manhattan 


Less than two years later Mr. Golub 
felt the time was ripe to open new 
offices at 123 William Street, Manhat- 
tan, where his reputation already had 
preceded him. New broker friends liked 
the way the office did business—and in 
this favorable atmosphere the agency 
has continued to thrive and grow. 


A tragic note was struck in 1943 when 
Joseph Golub became ill as a result of 
many years of hard work and the de- 
mands made upon him by his constantly 
expanding business. When this hap- 
pened, the Manhattan office became the 
Joseph Golub Agency under the per- 
sonal supervision and ownership of Bert 
Golub. His father retained for him- 
self, however, the ownership and active 
management of the Brooklyn office. 
Despite his failing health, he kept active 
management of this office up until the 
time of his death on October 3, 1946. 
Thereafter the Brooklyn office was 
closed and all operations were centered 
in the Manhattan headquarters of the 


BLANKS COMMITTEE TO MEET 

Walter A. Robinson, Ohio Superin- 
tendent of Insurance, chairman of the 
blanks committee of the National As- 
sociation of Insurance Commissioners, 
has called a‘ meeting of the committee 
to be held at the Hotel Commodore in 


New York, March 28-30. 





Joseph Golub Agency. 

Well fitted for his new responsibili- 
ties, Bert Golub took over the reins and 
has worked ever since to make his and 
his father’s dream come true—that of 
building one of the largest and most 
successful agencies. 
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BRUCE GEORGE KIME DIES 





Prominent Western Pennsylvania Agent 
Started in Insurance in 1895; Base- 
ball Pitcher When a Young Man 


Bruce George Kime, president of the 
Elliott e Kime insurance 
Ridgway, Pa., died Saturday, 
after a ae illness. 


agency of 
January 8, 
He was 8&7 years of 
age and a Ridgway resident for all ex- 
cept four years of his life. 

Mr. Kime, born June 26, 1867, in Mc- 
Veytown, Mifflin County, Pa., where his 
grandparents had_ settled, moved _ to 
Ridgway with his family when he was 
four years old. He started an insurance 
business there in 1895 in partnership 
with the late Merton Elliott. After a 
short time, Mr. Kime took over the 
business which he built into one of the 
largest agencies in the state. In April, 
1943, he business was incorporated and 
Mr. Kime served as president until his 
death. 

Mr. Kime was a member of Grace 
Episcopal Church and had served on its 
Vestry for many years. He served as an 
associate judge of Elk County for 12 
vears, was a director of the Elk County 
General Hospital and a charter member 
of the Elk County Country Club. He 
was a member of the Masonic Lodge for 
more than 50 years and a charter and 
life member of the Ridgway Lodge of 
Elks. 

Mr. Kime took an active interest in all 
county projects and was particularly in- 
terested in young people, having formed 
many ball teams and athletic organiza- 
tions for boys. 

When a young man Mr. Kime was 
an outstanding baseball pitcher, playing 
for teams in New York state and Penn- 
sylvania, including Ridgway aggrega- 
tions. The records show that it was not 
unusual for Mr. Kime to strike out 17 
or 18 batters in a single game. 

November 11, 1896, Mr. Kime married 
Wilhelmina Webb. Two children were 
born, John Ross Kime, who died in 1914, 
and (Virginia) Mrs. John S. Kenrick 
of Philadelphia. He leaves also a grand- 
son, Bruce Kime Kenrick, of Philadel- 
phia, and a sister, Mrs. Samuel Murphy 
of Ridgway. 





Michigan Agents to Meet 

Plans are being pushed for the annual 
mid-year business meeting of the Mich- 
igan Association of Insurance Agents to 
be held February 24-25 at the Hotel 
Statler, Detroit. Several speakers al- 
ready have been lined up, including 
John Neville, secretary and general 
counsel of the National Association. 

Stuart W. Doty, Grand Ledge local 
agent, also will be on the program to 
lead a discussion relative to office de- 
tail and procedures. Ralph Norvell, Pon- 
tiac local agent, will demonstrate the 
General Motors “House of Hazards,” a 
vivid display which teaches its own 
lessons to agents and underwriters. 





CARLETON M. FOX DIES 

Carleton M. Fox, vice president and 
secretary of the Bowen, Perry & Fobe: 
insurance firm, Svracuse, N. Y., died 
recently. Before his association with 
the insurance firm, Mr. Fox had been 
associated with New York State Fire 
Insurance Rating organization for sev- 
eral years. His wife survives. 


FORM NORTH & SLOMAN, INC. 





New Agency and Brokerage Firm at 
White Plains, N. Y., Organized by 
Stewart S. North, James G. Sloman 
Stewart S. North and James G. 

Sloman, both of White Plains, N. Y., 

announce formation of North & Sloman, 

Inc., engaged in the insurance brokerage 

and agency field, effective January 1, 

1955, with offices at 124 Mamaroneck 

Avenue, White Plains. 

Mr. North, who attended Colgate 
University, was formerly affiliated with 
the Glens Falls Indemnity as manager 
of the Newark, N. J. office and later 
was manager of the casualty department 
of the New York City office of Massa- 
chusetts Bonding. Then he became as- 
sociated with the American Interna- 
tional Underwriting Corp., and in 1944 
entered the general agency and broker- 
age field in New York City. He opened 
his own agency in White Plains on 
March 1, 1953. 

Mr. Sloman, who is a graduate of 
University of Rochester, attended Cor- 
nell Law School. He became associated 
with Mr. North in the summer of 1953. 
He had = been associated with 
the New England Life and has special- 
ized over a period of years in the fields 
of life insurance, accident and health, 
disability insurance and pension trusts. 

The firm will maintain complete facili- 
ties for all forms of insurance through- 
out the metropolitan area and maintain 
brokers’ licenses in New York, Connecti- 
cut and New Jersey. 





C. E. O’Connor Honored 


Special Agent Thomas D. Merquelin 
of Jacksonville, Fla., recently ‘ec 
a sterling silver pitcher to C. E. O’Con- 
nor of the Merrill “those ‘Agency, 
Inc., Palatka, Fla., in recognition of 25 
years’ continuous representation of the 
Great American Group. 


TREFRY BOSTON BOARD PRES. 





Succeeds Hennessy as Chief Officer; 
Faunce Named Vice President; 
McNary Reelected Sec.-Treas. 


John T. Trefry, Jr., was elected presi- 
dent of the Boston Board of Under- 
writers at the annual meeting in Boston 
on January 11, succeeding Frank J. 
Hennessy, who held the post for the 
last two years. Anthony Faunce is new 
vice president and Herbert L. McNary 
continues as secretary-treasurer. Com- 
mittee members who are general agents 
were elected as follows: 

Executive committee—Arthur J. An- 
derson, Jr., Robert M. Boyd, Frederick 
A. Meagher, Ralph A. Sunergren and 
Stanlev W. Spear. 

Handbook committee— William  B. 
Plumer, John Archbold and_ Philip 
Richenburg. 

Violations committee—Fred A. Adams, 
Thomas J. Butler, Joseph A. Curtin, 
Frank A. Dewick and Converse Hill. 

Representatives of associate agent 
and broker members on committees of 
the board are elected by mail ballot, 
and there are several contests. 

Two agent members of the executive 


committee were to be elected from the 
following nominees: Raymond J. Bufa- 
lino, Arthur J. Gartland, George F. 
Hickey, John J. Ryan, C. D. Waterhouse. 

Broker nominees for two places on the 


executive committee were Henry S. 
30owen, Leonard H. Dowse, Maurice B. 
Helfant, Truman Hayes and W. T. 
Phelan. 


Agent members were to pick one mem- 
ber of the violations committee from 
the following: Charles F. Hartshorne, 
Laurence M. Fessenden, George A. 
Johnson. 

Broker members were to elect one of 
following to the violations committee: 
Francis M. Evans, Seymour S. Getter, 
Alfred C Magaw. 

All living past presidents were pre- 
sented scrolls at the Boston board’s 
annual meeting, acknowledging their 
service to the organization and the in- 
dustry. Those honored are: Frank A. 
Dewick, 1915-17; Herbert G. Fairfield, 
1933-35; Robert A. Sullivan, 1938-1941; 
Charles L. Powers, 1942-43; Franklin J. 
Connors, 1944-47; Robert M. Boyd, 1948; 
Walter S. Attridge, 1949-50; Philip 
Richenburg, 1951-52; and retiring Presi- 
dent Hennessy, 1953-54. 

Mr. Trefry has been in insurance with 
his father in the firm of John T. Trefry 
& Co. in Boston since 1934. 





How could MY survey 


be wrong? 


Well, it’s possible. Survey and analysis is a 
complicated field, requiring expert guidance. 
Sometimes a single false step can spoil your 
whole program. 


It might be a good idea to stop in and con- 
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sult us before setting out with pencil, pad 
and preconceptions. We won’t do your survey 
for you, but perhaps we can offer a fresh idea 
or two and save you wasted motion. 


So if it’s the right steer you want — survey 
suggestions in capsule form —drop in on us. 
You'll find a friendly reception at the Jaffe 
office, whatever the problem. 


AGENCY, UNC. 


INSURANCE UNDERWRITE RS 











TUE EACTERN 





N.Y. STATE EXAMS 
NEW YORK « JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Starts Tuesday, Jan. 25, 
Brokers’ Examination on ‘June id 1955 


NOTARY Pus.ic COURSE 


Starts Wednesday, Feb. 2 
for Examination on March 1, 1955 
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Rochester Agents Install 
Officers, Directors Today 


The Underwriters Board of Rochester, 
N. Y., will hold its annual meeting at 
noon today at the Chamber of Com- 
merce. John G. Mayer, executve secre- 
tary of the New York State Associaton 
of Insurance Agents, will speak on what 
is ahead in insurance and the legislative 
picture at Albany. Newly elected Presi- 
dent L. James Shaw and other new 
officers and directors will be installed, 
with Robert Grab retiring as president. 
The other officers are as follows: 

Vice president, Edwin V. Foster; treas- 
urer, Arthur,L. Griffith; secretary, Louis 
Hawes; and the directors, Gilbert T. 
Amsden, Robert E. Consler, Robert F. 
Paviour, Charles H. Westerman, Edward 
F. Walsh, Barry Budlong and Harold 
A. Pye. 





Kentucky Agents Name 


Executive Committee 


The Kentucky Association of Tnsur- 
ance Agents has already named its dates 
for its next annual convention, to be 
held at the Kentucky Hotel, Louisville, 
November 20 to 22, 1955. The associa- 
tion has also named its executive rer’ 
mittee for 1955, composed of Robert A. 
Lawton, Central City; Guy iitacten 
Murray; J. R. Montgomery, Spring- 
field; J. B. Royster, Henderson; L. W. 
King of Olive Hill; Donald H. Putnam. 
Jr., Ashland; Sheridan C. Barnes of 
Elizabethtown, Ky.; Charles B. Chris- 
man, Pikeville; Charles J. Baugh, Ful- 
ton, and E. Ewing Carrico, Louisville. 

Mr. Barnes is national director from 
Kentucky; Mr. Baugh was formerly a 
top man in the state Insurance Depart- 
ment; Mr. Carrico is the new president 
of the Louisville Board of Insurance 
Agents. 


MICHAEL A. ROSE DIES 
Michael A. Rose, an underwriter 1 
the fire department of Alexander & 
Alexander, Inc., of New York City, died 
January 7 at the Beekman-Downtown 
Hospital following a heart attack He 
was 44 years of age and had been asso 
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Modern Management Methods Aid 
Profits Beling Tells N. J. Agents 


Oscar Beling, superintendent of the 
agency systems department of the Royal- 
Liverpool Insurance Group and known 
widely for years as an authority on im- 
proving agency profits, discussed a blue- 
print for profit before the Union County, 
N. J., Association of Insurance Agents. He 
has been with the group over 40 years and 
in 1928 instituted a consulting service for 
agents. This led to formation of the pres- 
ent department in the group in 1935. Pre- 
senting several important factors dealing 
with success in selling and management by 
agents Mr. Beling said in part: 

Planned Selling 


Do I have a constructive and well or- 
ganized day in and day out plan for sell- 
ing activities? There is no magic formula 
for selling. Every man has his own 
method of approach, based on local con- 
ditions, the nature of his clientele, avail- 
able prospects, social, political, fraternal, 
and other affiliations, and a host of 
other factors. There are, however, cer- 
tain selling practices which have been 
found helpful under varying conditions 
and it may be well to mention them 
here: ine ; 

A. Plan each day’s activities well in 
advance. Set up a quota of calls to be 
made—real sales calls, not brief non- 
productive personal calls. The mechan- 
ics of such a plan may range all the way 
from an elaborate system of prospect 
cards down to what one agent calls the 
“bean” plan. Under the latter method, 
an agent puts ten beans in his left hand 
pocket at the beginning of the day. As 
he completes a call, one bean is trans- 
ferred to his right hand pocket. At the 
end of the day, if all beans have found 
their way to the right hand pocket, he 
knows he has done a good day’s work. 

B. Try to make each call count. Quite 
often it takes no longer to sell a hundred 
dollar policy than it does a ten dollar 
policy. 

C. Map each day’s trips to minimiz 
“backtracking” and to reduce traveling 
time between points of call. 

D. Do not let bad weather cut down 
your sales calls. Customers—and fre- 
quently competitors—are more likely to 
remain in their offices at such times. 

E. Before meeting the customer, re- 
hearse the purpose of the call in order 
to save his time and yours. 

F. Whenever possible, arrange calls to 
be made on important customers by ap- 
pointment. 


Increase Number of Coverages 


G. Strive constantly to increase the 

number of coverages sold to each cus- 
tomer. An effective plan is to set aside 
15 to 30 minutes each day to review 
such line records as include policies 
expiring just 30 days hence. Jot down 
your comments as to additional cover- 
ages, increased limits, insurance to value, 
etc. and thus have something construc- 
tive and productive to discuss when you 
deliver the renewal policy. 
_ H. Telephone selling, while not so ef- 
fective as personal contacts, does have 
the advantage of saving time. However. 
telephone solicitation must be well 
planned. The clients to be contacted 
should be carefully selected. Customers 
already sold usually welcome telephone 
calls as an indication of your continued 
interest. 

I. Do not overlook claims service as a 
production medium. Frequently the val- 
le of insurance protection is not fully 
recognized until a loss occurs. The 
alert producer makes. every effort to 
arrange prompt and satisfactory settle- 
ment and then uses such occasions to 
point out deficiencies in other forms of 
protection. 


Adequate Publicity 
Adequate publicity is an important 


part of any sales program. There are 
two types of advertising: (1) The in- 
stitutional or prestige-building methods 
and (2) The directional or specifically 
directed forms of appeal. The first and 
broader division of advertising takes in 
newspapers, television, radio, billboards, 
electric signs, window displays and other 
media designed for the general public. 
The second and more restricted division 
of advertising is aimed at a named group 
of clients and prospects. It includes such 
forms as direct mail, envelope enclosures, 
blotters, novelties, and other similar 
methods. Either or both forms of ad- 
vertising may be used dependent upon 
the type of clientele and the agent’s own 
preference. 

No sales program can be effective 
without adequate sales personnel. While 
in many smaller agencies, the owner may 
be the sole producer, there is a limit 
to what one man can produce and serv- 
ice. If the agency is to grow, more 
salesmen must be engaged. The selec- 
tion, training, direction, and compensa- 
tion of solicitors is a large-scale study 
in itself and can be touched on only 
briefly in this discussion, 

In training and educating, solicitors, 
it may be well to remember that effec- 
tive salesmanship requires three kinds of 
knowledge: knowledge of human nature, 
knowledge of sales technique, and 
knowledge of the product. An insurance 
salesman will gain the first largely by 
experience, the second by proper guid- 
ance and exchange of ideas, and the 
third by specific insurance education. 
Solicitors’ compensation falls into three 
categories, viz., straight commission, 
straight salary, or a combination of both. 
The latter is considered preferable since 
it provides a base salary plus a_per- 
centage of commission as an incentive. 


Sales Meetings 


Do I hold the right kind of sales meet- 
ings at regular intervals? Even the one- 
man agency can get results by going into 
“executive session” with itself. Take 
time out once a week to review where 
you have been, what you have done, 
and make plans for the next week. In 
the larger agencies, meetings also should 
be held at regular intervals and should 
follow a standard pattern or agenda. 

This agenda might include a general 
review of sales activities since the last 
meeting, an analysis of new forms of 
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protection, a study of new advertising 
material distributed by the insurance 
companies, an exchange of ideas on 
methods of sales approach, various 
sources of prospects, what to avoid in 
selling practices, how best to meet com- 
petition, how to obtain policies and in- 
formation for making surveys, etc. 

Also an individual review of each pro- 
ducer’s activities from written or oral 
reports, embracing: the number of con- 
tacts made with old and new customers, 
the lines solicited, the premiums pro- 
duced, the expiration dates obtained, the 
lines lost to competitors and the reasons 
therfore, the renewals solicited, the col- 
lections made, and other pertinent fac- 
tors in intelligently directing solicitors’ 
efforts, a plan for the coming week 
to include setting up premium quotas, 
the number of calls to be made, special 
campaigns, new publicity and other pro- 
duction activities, and, finally, the as- 
signment of prospect cards to individual 
producers. 


Training of Employes 


Do my employes have enough training 
to serve my customers properly and in- 
telligently? Do they maintain pleasant 
relations with the insuring public? Are 
they definitely sales conscious? Your 
office staff is potentially an integral part 
of your sales force. These “inside sales- 
men” frequently contact your customers 
and prospective clients either in person, 
by telephone, or by letter, when the pro- 
ducers are not available, and much of 
the agency’s success depends on how 
those contacts are handled. The per- 
sonal contact generally is the most 
easily controlled. Two extremes are to 
be avoided: the overly effusive and the 
lackadaisical or downright churlish, and 
it should be the aim of every office to 
establish a happy medium. 

As a matter of good psychology, the 
members of the staff should familiarize 
themselves with the names of clients 
who customarily call at the office in 
person and should make a point of ad- 
dressing those customers by their names. 
This form of flattery is generally appre- 
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you’re looking for a man who combines 
these basic qualities: 


® sound experience in insurance. 
@ broad, personal knowledge of company, agency and brokerage 


@ a wealth of specific information in all phases of general 


© wide acquaintance and respect among top men in the field. 
references of the highest type. 
© an outstanding record for getting things done. 


All these qualities are abundantly available in 
one man, currently with a large general agency 
but seeking a lifetime connection with a sub- 
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York City area. Now in early 40’s, but backed 
by 26 years of experience. Will consider pur- 
chase of interest in right business, or option to 
buy. For more information, please write Box 
2279, The Eastern Underwriter, 93-99 Nassau 
Street, New York 38, N. Y. 
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ciated and helps develop good-will. 

Telephone personality may seem to be 
an “intangible”; properly developed, 
however, it can play a major part in 
selling an agency to its present and pros- 
pective customers. Most modern offices 
are getting away from the greeting 
“hello.” After all, it is four-fifths pro- 
fane and means absolutely nothing. A 
much more friendly approach is that 
of “good morning” or “good afternoon,” 
followed by the name of the agency. 
There have been many suggestions of- 
fered for helping to create a good im- 
pression over the telephone but perhaps 
the following experience will help point 
out the value of this form of contact. 

The letter contact is equally vital. A 
letter eminating from your agency is an 
actual projection of you, your staff, and 
the type of service you can give your 
insuring public. The letter should be 
couched in laymen’s language in about 
the same way as you would talk to your 
customer if he were sitting across the 
table from you. The grooming of the 
letter is important. Erasures should be 
kept to a minimum and proper para- 
graphing and spacing should be em- 
ployed. 

Office Layout 


Is my office arranged attractively and 
designed for the maximum efficiency? An 
old-fashioned, poorly arranged office is 
not only costly to operate, but also 
suggests that the agency is not equipped 
to look properly after the interests of 
its customers. In many cases, it may 
be a question of not being able to “see 
the woods for the trees.” 

In planning the arrangement of an 
office, care should be taken to see that 
all stages of office procedure are han- 
dled in a straight line, thereby minimiz- 
ing “backtracking.” The usual approach 
to an office layout is to use a floor plan 
and templates. representing the various 
articles of equipment. The templates are 
moved about on the floor plan until the 
most satisfactory arrangement is deter- 
mined; then they are pinned in place to 
serve as a guide to the actual placing 
of the equinment. This method might be 
employed for an occasional checkup on 
existing arrangements as well as for 
planning an entirely new layout. 


Line Records 


Do I have a set of adequate line rec- 
ords which will tell me quickly anything 
T should know about each customer’s 
husiness? Do I use such records to 
help me sell a complete plan of protec- 
tion to everv worthwhile client? This 
question, perhaps, brings out more clear- 
lv than any other, the direct relationship 
hetween a carefully planned office proce- 
dure and the maintenance of a long 
range selling program. Line records tell 
us just what lines of business have been 
written for each customer. When prop- 
erly used, they are the most important 
development tools that an agency can 
have. 

Line records serve two purposes, (1) 
as reference records, thereby expedit- 
ing proper service to existing customers 
and (2) as production media, since, if it 
is known what has been written, it 
should be a simple step to determine 
what should be written to round out the 
complete insurance program in each 
case. 

There are many different types of line 
records in use. but before discussing the 
merits of each form it might be well 
to give some thought to the method of 
filing daily reports. which has some 
bearing upon the line record system. 
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There are now prevalent three different 
methods of filing daily reports. The 
first method is that of filing them by 
company and by policy number. 
Another method of filing daily reports 
is by month and year of expiration. This 
does serve one purpose and one purpose 
only, viz., the clerk in the office is able 
to draw all daily reports expiring each 
month at one time for renewal pur- 
poses. However, if an agent requires the 
daily report during the life a_ policy, 
perhaps to answer a question from an 
important customer on the telephone, it 
becomes necessary to first consult some 
alphabetical record, usually the accounts 
receivable ledger, to first obtain the ex- 
piration date, which is the filing guide, 
before approaching the files themselves. 
In other words, the clerk is saved a 
little time once a month at the ex- 
pense of the agent’s and customer’s time 
which, obviously, is not sound economy. 


File by Names of Customers 


The third method of filing daily re- 
ports is gaining very rapidly in popu- 
larity. This method is to file by the 
names of the customers. It follows the 
thought that invariably a customer 
knows his own name, but just about as 
often he does not know his policy num- 
ber nor his company nor his expiration 
date. He is content, and rightly so, to 
leave the recording of such informa- 
tion to his agent. On the other hand, 
the agent who bills his primary records 
around the names of his customers is 
able to consult those records more 
promptly and without referring to any 
intermediary books or cards. 

With alphabetical filing, the combining 
of line records with daily reports is 
comparatively simple. The basis of the 
plan is a form of folder designed to show 
on its filing face a brief listing of the 
lines written. One of the folders is as- 
signed to each insured, and in the folder 
are filed all daily reports for that in- 
sured regardless of class of business. 
On accounts with a multiplicity of lines, 
two or more folders are used for each 
account, segregated by major types of 
coverage by individual locations of the 
property as the agent’s preference may 
dictate. The line record information on 
the face of the folder is reduced to 
essentials, as the daily reports—exact 
and complete copies of the policies—are 
in the respective folders. The folders 
are arranged alphabetically by insured’s 
names and, therefore, can be filed quick- 
ly and as quickly found. When it be- 
comes necessary to locate a daily report 
or obtain other data on an account 
because the insured’s name is almost al- 
ways known. 

Another important factor is the psy- 
chology of letting your customer know 
that you have prepared a separate folder 
for his business. Our organization has 
developed a type of line folder for this 
purpose which has proven so popular 
with our agents that we have thus far 
distributed well over one million and six- 
hundred thousand of the folders. 


Files 


Are my files modern and efficient? 
Can I find what I want when I want it? 
Filing should be really termed “find- 
ing,” because every filing system has as 
its principal objective the finding and 
finding promptly of any wanted docu- 
ment. If the filing operations are not 
carefully planned and meticulosly admin- 
istered, they may constitute a bottle- 
neck and serioulsy retard all other agen- 
cy functions, all of which depend, in 
some measure, on efficient filing. 

The filing department acts as a coordi- 
nator in bringing together all data re- 
lating to any client or subject. In this 
way filing frequently is definitely linked 
with production, since the ability to 
draw promptly an insured’s file, com- 
plete with all data, is an important ad- 
junct in developing sales potentialities. 
When the line folder plan, discussed pre- 
viously, is made part of an agency’s 
filing operations, alphabetical filing 
reaches its peak of productive value. 

Filing is a mechanical function com- 
mon to all operations in an agency and, 
as such, can attain a high level of effici- 


ency only with centralized responsibility. 
Even in a small agency, where filing 
is not a full-time job, one of the clerks 
should be charged with this responsi- 
bility as a primary duty to which any 
other assigned functions will be subordi- 
nate. The cooperation of the whole office 
in recognizing filing responsibility is 
essential to the proper functioning of 
filing operations. 


Files in Central Location 


Whenever possible, all files should be 
combined and placed in a central loca- 
tion, readily accessible to the service 
units which have occasion to use them. 
This not only results in better supervi- 
sion, but also makes further savings pos- 
sible by the reduction in equipment and 
floor space resulting from a centralized 
unit. As an example, two separate de- 
partments might each have_ sufficient 
material to fill six drawers. But, if the 
four drawer file is standard in the of- 
fice, both departments together will need 
a total of four filing units. By combin- 
ing the filing requirements of the two 
departments, only three units will be 
necessary. 

The question frequently arises as to 
whether the three drawer or five drawer 
file is preferable. The three drawer file 
is employed where the agent feels it 
desirable to have a combination counter 
and file separating the working space 
of the office from the reception space. 


On the other hand, five units take up 
less floor area and, therefore, are more 
practical if they do not interfere with 
light, heat or ventilation. You may be 
interested to learn that one of the equip- 
ment manufacturers has recently come 
out with a new line of filing cabinets 
in which a four drawer unit is no taller 
than the conventional three drawer unit 
and a six drawer unit is the same height 
as the customary five drawer unit. 


Expiration Records 


Are my expiration records complete 
and under adequate control? Expiration 
records are subject to careful review 
whenever an agency may be offered for 
sale and represent one of the most im- 
portant factors in the agency’s evalua- 
tion. One of the primary responsibilities 
of an agent to his customers is to 
establish and maintain a simple but 
effective record which will insure the 
prompt renewal of all existing policies. 
In an agency’s relations with its clients, 
all the service it can provide will count 
for little if an expiration is overlooked. 

Expiration records fall into two cate- 
gories, (1) initial or primary records 
and (2) secondary or control records. 
One of the most popular of the primary 
expiration records is built up from car- 
bon copies of original invoices, filed 
chronologically. This method is based 
on the “manifold invoice principle,” 
which forms a part of virtually every 
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& parent company of the Yorkshire Insurance Company 
of New York was established in York, England, in 1824. 


Prior to that time the name YORKSHIRE had become a 
part of history in the New World. 


The drawing above is reproduced from a mural appearing 
in the Old Court House of Mineola, 

New York. This depicts a scene in 1665 — 

when the English Governor, Nicolls, in- 
troduced the code of laws known as the 
Duke’s Laws after the Duke of York. 
Under these laws, Long Island, Staten 
Island and a part of Westchester were 
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square feet, moderate rentals. Building be- 
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Especially desirable small office available, 
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The Eastern Underwriter office. 


Inquire: Dorlen Realty Co., 
93-99 Nassau Street 
New York 38, N. Y. 
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standard agency system published and 
which is also found in many “tailor- 
made” systems. 

The plan follows the theory that, since 
an invoice must be prepared in any 
event, enough carbon copies may be pre- 
pared simultaneously and with no extra 
effort to serve as vital records in the 
general scheme of operations. At. the 
same time, errors, arising from transcrip- 
tion are minimized because a carbon 
copy of any invoice, serving as an ex- 
piration record must be just as accurate 
as the original invoice. The invoice car- 
bon copies are filed by month and year 
of expiration and are left undisturbed 
until the anticipated renewal dates. 


Control of Expirations 


One expiration record alone is not 
sufficient. Provision should be made for 
an adequate check or control against 
the primary expiration records. These 
controls are of several types but it may 
be well to refer here to the method 
employed when the line folder plan is 
in use. The line folder has a series of 
twelve blocks printed at the top—each 
block providing for a month of the year. 
As each daily report is filed in its 
respective folder, a colored signal is at- 
tached to the corresponding month of 
expiration at the top of the folder. 

Distinguishing colors of signals de- 
note the expiration years, that is, a 
five year color cycle is established by 
which each of five successive years is 
assigned a different color, and the cycle 
repeated for the next five years. In this 
way the position of the signal indicates 
the month of expiration and the color 
designates the expiration year. 

The monthly blocks are lined up be- 
hind each other in the files, and it there- 
fore becomes a simple process each 
month, through the medium of the sig- 
nals, to draw folders containing daily 
reports expiring during that particular 
month, and, subsequently to match such 
folders with the corresponding invoice 
carbon copies previously filed chrono- 
logically as a primary expiration record. 

Once the line folders containing ex- 
piring daily reports are drawn and 
matched with the corresponding invoice 
copies, the next step is to place them 
in alphabetical sequence in a separate 
“renewal suspense file,” where they re- 
main until the renewal process is com- 
pleted. It will be noted that, under 
this plan, the entire folder is drawn 
rather than the individual expiring daily 
report. This method not only reduces 
handling operations but also permits the 
producer to review the entire account 
of each customer when sending or de- 
livering a renewal policy. It further en- 
ables him to recommend additional forms 
of protection at a time when the cus- 
tomer is most likely to be receptive. 
Again, the office procedure operates in 
the interest of increased production as 
well as further economy of operation. 





SUTTON SPECIALIN S.C. | 

The Great American has named Quin- 
cy Jackson Sutton as special agent in 
South Carolina to assist State Agent 
L. L. Arthur, with headquarters in the 
Palmetto Building, Columbia. Mr. Sut- 
ton, graduate of Duke University, served 
for a time in the New York home 
office of the group and for the last year 
has been at the Raleigh office. He has 
specialized in safety engineering. 
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NYFIRO Annual Meeting 
In New York, February 8 


The annual meeting of the New York 
Fire Insurance Rating Organization will 
be held on Tuesday, February 8, at 
2 pm. in the board room, 85 John 
Street, New York City. 

The agenda comprises presentation of 
reports of the secretary, treasurer, com- 
mittee on finance, committee on rates, 
rules and forms, committee on salaries 
and personnel, governing committee and 
nominating committee, and election of 
five members of the governing commit- 
tee to replace those members whose 
terms expire at that time. 





North British Appoints 
Jones Special in N. Y. 


Thomas C. Jones is appointed special 
agent to assist W. H. Gilchrist, special 
agent, in the supervision of North 
British Group business in Westchester, 
Rockland and Putnam counties from 
the companies’ present office at 141 
Parkway Road, Bronxville, N. Y. 

Mr. Jones, in addition to having com- 
pleted an intensive training course at 
the New York home office in all phases 
of company operations, has had several 
years of experience in various under- 
writing departments, During World War 
II he served in the U. S. Marine Corps. 





Oldreive New President 
Of Syracuse Field Club 


The Insurance Field Club of Syracuse, 
N. Y., has elected George Oldreive, 
special agent of the Fireman’s Fund, as 
president succeeding Harold S. Poole, 
special agent of the Hartford Fire. 

The field club, which is active in in- 
surance and public relations work in 
the Syracuse territory, will expand its 
activities during 1955 according to Presi- 
dent Oldreive. He announced he would 
appoint a new liaison committee to de- 
velop closer contacts with local agents’ 
organizations and civic and_ service 
groups in the area. 

Other officers elected were: vice 
president, David W. Shupe, Home In- 
surance Co.; secretary, Robert Hughes, 
Commercial Union Group; treasurer, 
Robert H. Kelly, Springfield Fire & 
Marine Group. 





Phillips and Turner Join 
American-Associated Cos. 


American-Associated Insurance Com- 
panies announce appointment of An- 
drew L. Phillips and M. H. Turner as 
ire and marine managers at the com- 
panes’ Minneapolis and Dallas branch 
ofices, respectively. With the addition 
of these two appointments to its field 
staff, 19 ot American-Associated’s 26 
branch offices are now equipped to 
provide complete underwriting and 
claims service on gencral mercantile fire 
lines, 

Mr. Phillips has been with National 
Union Fire since 1933. He spent ten 
years at the Chicago office as under- 
writer and fieldman, and in 1943 was 
transferred to Minneapolis to become 
Minnesota state agent. 

Mr. Turner attended Southern Meth 
odist University for three years before 
joining his father in a local agency in 
1932. Three years later he accepted a 
position with the Texas Insurance 
Checking Office where he remained 
until 1940 when he became a fire under- 
Writing inspector with the Fire Preven- 
tion and Engineering Bureau of Texas. 
He joined Fireman’s Fund as a special 
agent in 1945, 





PUTNAM BANK DIRECTOR 

_At Ashland, Ky., Donald H. Putnam, 
Sr, president of the Putnam Insurance 
Agency, one of the larger fire and casu- 
ilty agencies of the state, has been 
elected a director of the Third National 
Bank of Ashland. He will fill a vacancy 
caused by the death of J. Frank Stewart, 
one of the founders of the bank. 
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Forecasts for the coming year indicate larger national 


income and money in circulation, along with increased 


Every local business- 


The local agent must 


sales plans to meet this turmoil in the marketplace. 


Our Advertising Department can be helpful in those 


directions. Talk over your advertising and production 


at the Home Office. 














future months. 





NORTH BRITISH and MERCANTILE Insurance Company Limited 


The PENNSYLVANIA FIRE Insurance Company 


problems with our Fieldmen or Branch Office staffs. If you 


prefer, write in detail direct to our Advertising Department 


Meanwhile ask for your copy of our "Key to Agency 
Development" booklet, describing advertising facilities 


and services available to our local representatives. 


"WHAT OF '55?"' — careful planning and pro- 


gramming, now, will provide a profitable answer for the 


The COMMONWEALTH Insurance Company of New York 


The MERCANTILE Insurance Company of America 


The HOMELAND Insurance Company of A 


150 WILLIAM STREET, NEW YORK 38, N. Y. 


Philadelphia 
Chicago 


Atlanta 
Detroit 


ee, ee 


merica 


Boston 
San Francisco 














Glens Falls Opens 
Grand Rapids Office 

J. ARTHUR DAIN IS MANAGER 

Multiple Line Facilities Offered; Spe- 


cial Agent Hesketh Will Be Asso- 
ciated With Manager Dain 





The Glens Falls Group has opened a 
multiple line office in Grand Rapids, 
Mich. J. Arthur Dain is manager and 
will service Glens Falls agents in south 
ern and western Michigan. 

Special Agent Charles M. Hesketh 
will be associated with Mr, Dain and 
will continue his operations from Jack- 
son. The territory assigned to the 
Grand Rapids office is being made a 
part of the central department of the 
Glens Falls under executive supervision 
of L. A. Kenney, secretary, located in 
Chicago. 

Mr. Dain is a veteran of World War 
Il. He received his education at Hobart 
College and Pennsylvania State College. 
He is a graduate of the home oftice 
advanced training course and has served 
as underwriter and special agent at 
Syracuse, N. Y., and manager of the 
companies’ office at Plattsburg, N. Y. 

Mr. Hesketh is a veteran employe of 
the Glens Falls, having served in the 
home office as fire underwriter and in 
the Michigan field for many years as 
special agent. 


Albany Field Club 
Debates New Constitution 


The Albany Field Club held its latest 
monthly meeting recently at  Jack’s 
Restaurant. Thirty-one members _at- 
tended the luncheon. John M. Parker, 
Jr. recently appointed state agent with 
the Fire Association of Philadelphia in 
eastern New York, was accepted for 
membership. 

Several months ago a committee was 
formed to revise the club constitution. 
This committee consists of C. Lawrence 
Newman, chairman, Commercial Union; 
Arthur H. Stevens, Hartford Fire, and 
Howard F, Sargent, New Hampshire 
Fire. Mr. Newman read the report on 
proposed changes. In brief the commit- 
tee decided to accept the constitution 
set up for field clubs by the Eastern 
Underwriters Association with a few 
minor changes. With a few exceptions 
the members decided to go along with 
the committee’s proposed constitution 
It will be acted upon at the next meet- 
ing. 

k. O. Reid, North British Group and 
chairman of the rate, rules and forms 
committee, told club members that in 
the future all problems dealing with 
rates, rules and forms would have to be 
discussed at the field club lunch due to 
abolishment of the Underwriters Asso- 
ciation. Rate and form problems are to 
be submitted to the committee for dis- 
cussion and disposition. 


State Farm Mutual Cuts 


Auto Rates in Wisconsin 

Auto insurance rate cuts from 17% 
to 23% for all present Wisconsin pass- 
enger car policyholders are announced 
by State Farm Mutual Automobile of 
Bloomington, Ill... The new low rates 
apply to all types of auto insurance 
coverage and took effect January 10. 
They will save State Farm’s Wisconsin 
policyholders more than $550,000 a year. 

Also announced is a new “Stay and 
Save” plan for new policyholders. It 
offers “starting rates” for the first six 
months of each new policy, plus low 
“staying rates” for later six month 
policy periods. The “staying rates” are 
the same as the new low rates taking 
effect for present policyholders. 

For commercial cars, the new “Stay- 
ing rates” are from 5% to 15% lower 
on liability insurance, according to type 
of vehicle. Commercial vehicle compre- 
hensive rates are reduced 35% and col- 
lision rates from 21% to 35%. 
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Morrow to Supervise 
Home’s Marine Dept. 


SUCCESSOR TO F. B. McBRIDE 
Vice President Siemww Joined Home in 
1923; Has Been Active in Various 
Marine Organizations 


The Home Insurance Co. announces 
that John W. Morrow, vice president 
and secretary, will have supervision of 





Pach Bros.. N.Y. 
JOHN W. MORROW 


the company’s marine operations, effec- 
tive immediately. Mr. Morrow succeeds 
Frederick B. McBride, who retired from 
active duty in accordance with the com- 
pany’s retirement program on January 1. 

Mr. Morrow joined the Home in 
January, 1923, after nine years in the 
marine agency field. In September, 
1930, he was made manager of the com- 
pany’s marine department and in No- 
vember, 1936, was elected assistant sec- 
retary of the Home. After serving as a 
secretary and assistant vice president in 
the marine department, Mr. Morrow 
was elected a vice president and secre- 
tary in July, 1949. 

At various times Mr. Morrow has 
served as a director of the Board of 
Marine Underwriters and the American 
Institute of Marine Underwriters and 
was on the board of managers of the 
American Syndicate for Insurance of 
Builder’s Risks and Cargo Exchange. 


Aiken Heads Marine 
Dept. of Aetna Group 


SUCCESSOR TO GEORGE G. QUIRK 


Since 1951 Mr. Aiken Has Been in 
Charge of Marine Business in the 
New York Department 


Frank A. Aiken, secretary of the 
Aetna Insurance Group, has been placed 
in charge of the group’s inland and 
ocean marine department, Mr. Aiken 
succeeds Vice President George G. 
Quirk, who retired to the reserve force 
January 1. 

Since 1951 Aiken has been in charge 
of the Aetna’s marine business in the 
New York department. A native of 
Mamaroneck, N. Y., he was graduated 
from Williston Academy in Easthamp- 
ton in 1925 and entered insurance in the 
New York office of a casualty company 
where he specialized in casualty under- 
writing and production. From 1929 un- 
til he joined the Aetna in 1938, he was 
connected with a New York marine or- 
ganization. 

Mr. Aiken served for two years as 
assistant marine manager in the Aetna’s 
New York office. He left the Aetna for 
a time but returned in 1945 and was 
brought to the home office in Hartford 
as general agent. In 1947 he was elected 
assistant secretary of the group’s fire 
companies and in 1951 was elected sec- 
retary of all companies. 

Mr. Aiken has made broad studies in 
the field of protection and indemnity 
underwriting, which afford liability pro- 
tection to marine interests. He is also 
a specialist on the underwriting of 
bridges and at one time served as 
chairman of the bridge rating committee 
of the Inland Marine Underwriters As- 
sociation. 





DISPLAY OF PILOT RULES 


Exhibit of Automobile and Standard 
Fire at Motor Boat Show Will Also 
Feature Storm Signals for Yachts 
An animaied display of the “pilot 
rules” and the storm signals for sail- 

boats and powerboats are features of 

the new exhibit of the Automobile In- 
surance Co. and the Standard Fire at 
the 45th annual National Motor Boat 

Show to be held in the Kingsbridge 

Armory, New York City, January 14 

through 23. 

In the center of the companies’ 20- 
foot exhibit is a huge four by seven foot 
color photograph of pleasure yachting. 
Another section shows the “Ten Safety 
Rules for Boat Owners” which should 
be observed before taking fuel on board, 
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Auto Physical Damage Rates Are 
Revised in Mich., Nebr., and Ark. 


The National Automobile Underwrit- 
ers Association has made downward 
rate and premium adjustments in Michi- 
gan, Nebraska and Arkansas. In Michi- 
gan the NAUA has filed on behalf of 
its member and subscriber companies a 
modification of the collision classifica- 
tion rating plan which provides for a 
20% lower collision premium than would 
otherwise be applicable to farmers’ pri- 
vate passenger automobiles owned either 
individually or by farm family co-part- 
nerships or corporations. In addition, 
other minor rule and rate changes were 
filed and approved, effective January 10. 


Nebraska Revisions 


The new Nebraska rates and premi- 
ums for automobile material damage 


coverages result in an estimated annual 
savings to Nebraska policyholders of 
$75,000. Private passenger comprehen- 
sive and $50 deductible collision pre- 
mium levels are unchanged. Private 
passenger $100 deductible collision pre- 
mium revenue is reduced approximately 
9%. 

The private passenger collision classi- 
fication plan is modified to provide for 
a 20% lower collision premium than 
would otherwise be applicable to farm- 





and during and after fueling operations. 

Model boats are employed in the 
animated display which shows by means 
of directional lights the course to be 
followed by sailboats and powerboats to 
avoid collision when meeting other ves- 
sels. The display of signals includes the 
hurricane, storm and small craft warn- 
ing signals—the day signals by flags 
and the night signals by lights. 

The exhibit, which will be located in 
booths 77-78, stresses pleasure boating 
with safety and the insurance protection 
obtainable from the companies. 


ers’ private passenger automobiles, 
owned either individually or by farm 
family co-partnerships or corporations. 

Commercial local hauling fire, theft 
and comprehensive rate and premium 
revenue is reduced approximately 414%. 
Commercial intermediate fire, theft and 
comprehensive revenue receives an es- 
timated 5% reduction, and lone dis- 
tance revenue, a reduction of approxi- 
mately 3%%. Commercial local inter- 
mediate and long distance hauling colli- 
sion premiums are unchanged. In addi- 
tion, other miscellaneous rule and _ rate 
changes are approved. 

Arkansas Cut of $483,000 


Revisions in rates and rules for auto- 
mobile material damage coverages re 
sult in an estimated annual savings to 
Arkansas policyholders of $483,000. 

Private passenger comprehensive pre- 
mium revenue is increased approxi- 
mately 844%. The private passenger au- 
tomobile $50 deductible collision _ pre- 
mium revenue is decreased an estim: ated 
7%. A reduction in excess of 8%%, is 
being made in private Passenger $100 
deductible collision premium revenue. 

The private passenger collision classi- 
fication plan is modified to provide for 
a 20% lower collision premium than 
would otherwise be applicable to farm- 
ers’ private passenger automobiles, 
owned either individually or by farm 
family co-partnerships or corporations. 

Commercial local hauling fire, theft 
and comprehensive rate and premium 
revenue is reduced approximately 84%. 
Commercial local hauling collisions rev- 
enue is being reduced an estimated 6%. 

Commercial intermediate and long dis- 
tance fire and theft and comprehensive 
rate and premium revenue is reduced 
spe bcanents lr 2%. Commercial inter- 
mediate and long distance collision pre- 
mium levels are unchanged. 
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Nat’! Bureau Announces Gen’! Liability 
Manual Rules and B. I. Rate Changes 


insurance; 
mately 27% in 1947 and 25% in 1950. 


Owners’ or contractors’ protective lia- 


Changes in manual rules and_ bodily 
injury rates for contractual liability, 
owners’ or contractors’ protective liabil- 
ity, product liability and elevator liability 
insurance were announced January 11 by 
the National Bureau of Casualty Under- 


behalf of its member and 
The Bureau also 
manual rules’ for 
contractors’ and 
liability 


writers on 
subscriber companies. 
announced revised 
manufacturers’ and 
owners’, landlords and tenants’ 
insurance. 

The rule and rate changes for these 
forms of general liability insurance are 
effective in all states, except Oklahoma. 
and also in the District of Columbia, 
Alaska, Hawaii and Puerto Rico. The 








Same Revision for Mutual Cos. 


The Mutual Insurance Rating Bureau 
put into effect January 12 a revision of 
its manuals of liability insurance includ- 
ing revised B.I. liability rates for the 
same lines as the National Bureau of 
Casualty Underwriters. The mutual’s 
program is effective in 43 states and the 
D. of C. Miscellaneous rule, classification 
and rate changes for general liability 
generally correspond to those made by 
the National Bureau. 








effective date was January 12 except 
that in Hawaii it is February 1 and in 
Texas February 9. 

For Wisconsin the Bureau also an- 
nounced a revision of bodily injury rates 
for area and frontage classifications of 
owners’, landlords’ and tenants’ liability 
insurance effective January 12. 

The revisions of rates for these forms 
of general liability insurance reflect re- 
cent by the carriers, the Bureau said. 


Contractual Liability Revisions 

Sodily injury rates for two classifica- 
tions of contractual liability insurance 
are reduced 20% except in New. York 
State where these rates remain un- 
changed. The two classifications affected 
by the revision are “sidetrack agree- 
ments—National Industrial Traffic League 
type” and “sidetrack agreements—n.o.c.” 
This is the third postwar reduction in 
manual rates for contractual liability 
insurance; these were reduced 20% in 
1946 and 25% in 1950. 

Bodily injury rates for contractual 
liability insurance for the classifications 
applicable to construction agreements 
not involving maritime operations will 
reflect reductions in bodily injury man- 
ual rates for owners’ or contractors’ 
protective liability insurance upon which 
contractual liability rates for these classi- 
fications are based. 

Contractual liability insurance covers 
the liability assumed under a contract 
by an insured for damages because of 
injuries to the public. 


Owners’ or Contractors’ Protective 
Liability 

Bodily injury rates for all manual 
rated classifications of owners’ or con- 
tractors’ protective liability insurance are 
reduced approximately 20% except in 
New York State. In New York City 
these rates remain unchanged except 
lor two classifications for which the 
rates are increased 100%. In the re- 
mainder of New York State the rates 
remain unchanged. 

This is the third postwar reduction in 
bodily injury rates for this form of 


they were reduced approxi- 


bility insurance covers liability of an 
insured for di unages because of injuries 
to the public arising out of operations 
of independent contractors performed 
for the insured. 


Product Liability Revision 


Changes in bodily 
product liability insurance vary bv classi- 
fication. Rates for many classifications 
are reduced; rates for others are in- 
creased or remain unchanged. The 
changes result in an average reduction 
of approximately 24% with the exception 
of New York State where the average 
reduction is approximately 6%. Bodily 
injury rates for this form of insurance 
were reduced an average of approxi- 
mately 24% in 1947 and 30% in 1950. 

Product liability insurance covers lia- 
bility for damages because of injuries 
to the public arising out of products or 
completed work of the insured. 

Among the product liability manual 
rule provisions is one which reduces 
minimum premiums for bodily injury and 
property damage from $100 to $25 for 
retail gasoline stations engaging in the 
incidental sale of liquefied petroleum 
gases. 

New classifications are established for 
soft drink canners, oil or gas well drill- 
ing or redrilling contractors, and natural 
gas and crude oil producers. The “res- 
taurants” classification is replaced bv 
two new restaurant classifications which 
are based on the percentage of alcoholic 
beverage sales. 

The “tourist courts” product liability 
classification is amended to exclude food 
and beverages, except those dispensed 
through restaurants, because coverage 
for the consumption of such food and 
beverages both on and away from the 
premises is newly included as part of the 
O.L.&T. insurance for these risks. All 
goods other than food, beverages, gaso- 
line, greases, lubricating oils and auto- 
mobile accessories or supplies have been 
assigned to the “stores—not food or 
drink —n.o.c.” classification. Sale of 
gasoline, greases, lubricating oils and 
automobile accessories or supplies will 
continue to be classified and rated as 
formerly. Sale of food or beverages 
through restaurants will continue to be 


(Continued on Page 34) 


injury rates for 


E. C. Wareheim Heads 
Commercial Credit Co. 


DUNCAN FOUNDER CHAIRMAN 





Elected to This “‘Newls Created Post; 
E. L. Grimes President; A. W. D. 


Carlson Vice President 


Acting on the request of Alexander 
E. Duncan, chairman of the board, the 
directors of Commercial Credit Co. of 
Baltimore has relieved Mr. Duncan of 
his responsibilities as board chairman 
and chief executive of the company 
and elected him “founder chairman”— 





E. C. WAREHEIM 


second in authority. The by-laws of the 
company were amended to provide for 
this new office. 

In keeping with Mr. Duncan’s further 
recommendation, the board has elected 
EG: Wareheim, formerly CCC presi- 
dent, to the post of chairman of the 
board and chief executive, and Edmund 
L. Grimes, formerly executive vice presi- 
dent, to the presidency of the company. 

Mr. Duncan, who founded Commercial 
Credit Co. in June, 1912 and was its first 
president, has served as board chairman 
continuously since 1916. He is a highly 


(Continued on Page 35) 





Impounding Legislation 
Introduced in New York 


Under an impounding bill introduced 
in the New York State legislature, Janu- 
ary 6, a car involved in an accident 
could be impounded unless the owner 
provided “security” to prove his finan- 
cial responsibility. 

Sponsored by Senator MacNeil Mit- 
chell, Manhattan Republican, the bill 
contains the New York State Bar As- 
sociation’s proposed alternative to com- 
pulsory liability insurance proposals. 
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Insurance Program for 
N. Y. Bar Assn. Meeting 


SET FOR JAN. 27 AT BILTMORE 


Prominent Lawyers and Company Ex- 
ecutives to Answer Panel Questions; 
Conway and Hughes Speakers 


Wayne Van Orman, New York attor- 
ney, program chairman for the insur- 
ance law section, New York State Bar 
Association, which will meet January 27 
at the Biltmore Hotel, New York, an- 
nounces that last year’s successful panel 
“Lawyer Meets 
will be repeated at this gath- 


discussion, Insurance 
Executive” 
ering. 
Henry L. 
York Supreme Court, 
been appointed to the Appellate Divi- 
sion, Second Department, will again be 
the moderator of this panel. For the 
lawyers the participants will be Frank- 
lin R. Brown, Buffalo, immediate past 
president, New York State Bar Associa- 
tion; Harry A. Gair, New York City, 
and Donald W. Kramer, Binghamton. 


Ughetta, justice of the New 
who has recently 


For the insurance companies _ the 
panelists will be Wilson C. Jainsen, 
president, Hartford Accident & Indem- 


Carson, president, Na- 
Corp. and vice president, 
Insurance Group, and 
executive vice presi- 
Royal-Liver- 


nity; Ellis H. 
tional Surety 

Fireman’s Fund 

H. Clay Johnson, 
dent and general counsel, 
pool Insurance Group. 


Questions To Be Answered 


Some of the questions which the 
panelists will answer are as follows: 

Does company investment policy af- 
fect underwriting or claim nn el 
practices? Would a large stock market 
decline have any effect on these prac- 
tices ? 

Will the defense provision of the au- 
tomolbile liability policy deteriorate un- 
der rate competition ? 

Can improved claim practices be used 
as a competitive weapon against rate 
competition ? 

Are disclaimers increasing because ot 
rate competition ? 

Are abrupt cancellations of automo- 
bile liability policies increasing because 
of rate competition ? 

Who is the client when a liability in- 
surance company furnishes an attorney 
to the insured to defend an action 
brought against the insured? 

What do insurance companies have to 
ofier in lieu of compulsory automobile 
liabilitv insurance ? 

Do we have de_ facto 
negligence in New York? 

Has court congestion increased during 
the last year? 

Are lawyers’ fees 
too high ?—too low? 

Written questions may be submitted 
from the floor if time permits, Mr. Van 
Orman states. 


comparative 


in negligence cases 


Luncheon Speakers 


Luncheon speakers will be Chief 
Judge Albert Conway of the New York 
Court of Appeals and State oo 
John H. Hughes of Syracuse. The lat- 
ter, who is a member of the Temporary 
Commission on the Courts and chairman 
of the joint legislative committee on 
unemployment insurance, is one of the 
state’s outstanding attorneys. He is a 
member of the Syracuse law firm of 
Mackenzie, Smith & Michell; chairman 
of the codes committee of the New York 
Senate and former chairman of the Sen- 
ate banking committee. A graduate of 
Syracuse University and its College of 
Law, he served as president of the Fed- 
eration of Bar Associations of the Fifth 
Judicial District. 

Judge Conway is well known to in- 
surance people, having served with dis- 
tinction as New York Superintendent 
of Insurance before going on the bench. 
At the State Bar Association’s annual 
dinner that week he will share the 
speaking honors with Chief Justice 
Arthur T. Vanderbilt of New Jersey, 
who will be the recipient of the associa- 
tion’s gold medal award. 
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Sanctioned Slaughter— 
The Great American Tragedy of Today 


By Gripert L. Kerr 


Vice President, America Fote Insurance Co. 


The slaughter of 30 to 40 thousand 
of our people, and the mangling and 
maiming of over a million more, upon 


our highways each year and the apathy 
of the general public towards — this 
butchery, the appearance even of re- 
sistance to control measures, add up to 
the most amazing and totally baffling 
enigma in our history. 

We Americans are the most unselfish 
people on earth. Three times within 
our generation we have given unstint- 
ingly of our lives and our resources in 
an effort, vainly perhaps, to bring the 
blessings of freedom to the rest of the 
world. Today we are feeding our 
friends, our former foes and our po- 
tential and avowed enemies alike. 


Not Bloodthirsty, but Callous 


We certainly are not basically a bar- 
barous, brutal or bloodthirsty people, 
BU 

We sanction the slaughter of 30 to 


40 thousand of our own people on the 
highways each year. 

We tolerate and sometimes participate 
in “anti-anti-accident” campaigns. 

We have our minds totally out of 
focus, our impressions totally out of 
perspective, our emphasis totally mis- 
placed and our efforts totally misguided. 

We sanction this slaughter because 
we sanction the drivers who kill. The 
privilege of using the highways is 
granted, withheld or taken away at the 
behest of the community. 


5,000 Children Killed in Year 

It is being proven in some isolated 
areas that we can have safe highways 
if we want them badly enough to aban- 
don the almost universally cherished 
notion that the rules of the road apply 
to everyone but ourselves. 

What is our national response to the 
deaths by automobile in 1953 of 4,400 
children under 14, of 8,200 from 15 to 
24 years, to a total of 38,000 of all 


ages’ 
Well, we have seen no headlines about 
it, but we have seen headlines about 


28 children a died in abandoned ice 
boxes in 195 

We are ci of focus, 
and misguided. 

In the past 11 years, an estimated 80 
children have gotten themselves locked 
into ice boxes or refrigerators and have 
suffocated. Something less than an 
average of 10 a year. In 1953, 28 chil- 
dren died in this manner, and there 
was widespread publicity. 

As a result, laws were passed pro- 
hibiting the disposal of such an object 
without first removing the doors. Com- 


off perspective, 


munities and merchants offered prizes 
for old refrigerator doors. Teams of 
Boys Scouts and other organizations 


scoured dumps and rendered harmless 
thousands of these relics. 

3ut there was not a tear in the public 
eye when in the same year the lives of 
more than 5,000 children were sacrificed 


to the automobile. 
Plane Deaths Emphasized but Not 
Those Killed by Motor Cars 

In 1951, 11 residents of Elizabeth, N. 
J., were killed, not as airplane pas- 
sengers, but as a result of plane crashes 
into the city, all involving nearby New- 
ark Airport. The aroused citizenry 
forced the closing of Newark Airport, 
until physical and operational changes 
were made. 

Yet, in the same year, almost twice 
as many Elizabethans died by automo- 
bile, mourned only by family and 
friends. Their passing into. statistics 
was marked only by a paragraph on a 
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back page, if space was available, and 
a brief obituary. 

Let a child be stricken with polio in 
a community, and what happens ? 

Schools, swimming pools and theatres 
close; committees are formed; and in 
one case, mobs of militant mothers 
marched upon city hall, demanding vac- 
cine. 

But look at the record. For every 
young life up to 14 years taken by pono, 
the automobile takes five lives, and from 
15 to 24, 19 lives. 

The critical age for fatal polio is 
from five to 14 years, when the polio 
death rate reaches a peak of two per 
100,000. population. 

Underplay Deaths by Car 

Now look at the auto death rate: 

Under 5 years of age—11.8 per 100,000 
population; 5-14 years—84 per 100,000 
population; 15-24 years—39.0 per 100,000 





population. 

Death by automobile has cunningly 
kept the spotlight turned away from 
himself. 

This is demonstrated further in an 
article entitled, “Our Daughter Had 
Polio,” which appeared in the August 
15, 1954, issue of the “Saturday Eve- 
ning Post.” The author correctly re- 


flects the perspective of typical parents 
when she says: 


“Poliomyelitis. A word that strikes 
more terror in the hearts of parents 
than the atom bomb: Polio.” 

TRUE. Now the next time you are 


on the highway, count the parents you 
see hurtling along at 50 and over with 
a tot or two standing on the seat be- 
tween them. You will count hundreds, 
each of whom has an unseen passenger, 
Death, ignorantly invited by parents 
into whose hearts the word polio strikes 
terror. 

Greatest Single Enemy of Human Life 

in Peace Times 

It is shocking, but it is a fact, that our 
indifference to motor vehicle deaths is 
such the it they seem to be insidiously 
acquiring the status of a “natural cause” 
in the public mind. 

Do not misunderstand, we are not op- 
posed to ice box drives, polio drives or 
any other of these very worthy causes. 
But remember this: 

The automobile is the greatest single 
enemy of human life for the first one- 
half of the normal life span. 






Car u 6 tia! 





You don’t want your children or your 
children’s children to fall victim to an 
abandoned ice box or polio. But we 
know who the greatest enemy of their 
lives is, and we should want the spot- 
light on him, too—want him stopped in 
his tracks! 

We occasionally observe resistance to 
highway safety. Here is what we mean. 

The radar technique of speed control 
has replaced the “cop behind the bill- 
board, ” as the scapegoat of the motor- 
ists’ wrath. It is unfair, sneaky—a trap. 
So? It is highly accurate, and there- 
fore, just. It is highly economical. I 
is highly effective. It brings about a 
healthy regard for the speed limit. It 
hurts no one but violators of the law. 

Yet we have witnessed the spectacle 
of people picketing a community be- 
cause they were picked up for speeding 
by radar. They were not protesting 
their innocence, but the method of their 
apprehension. 


Mayor Defeated for Supporting 
Traffic Regulation 

Here is another example: “Saturday 
Evening Post” carried an article con- 
cerning the political fortunes of the 
Mayor of one of our leading cities. In 
his expiring term, this mayor had in- 
troduced and rigidly enforced life saving 
traffic regulations. The result we quote: 

“His only defeat in six mayoralty 
campaigns came in 1940. His opponent 
ran on a platform opposing the traffic 
regulations, which had reduced deaths 
and injuries, but which had hailed a 
number of citizens into court.” 

A leading safety organization a short 
time ago, got in a hot argument with a 
civic official and found itself lending 
aid and comfort to the anti-anti- acci- 
dent camp. 

A spokesman sharply assailed the offi- 
cial’s assertion that high speeds were a 
major contributor to highway fatalities. 


Aid and Comfort to Speed Violators 


Here is a press reaction to this tem- 
pest under the caption, “Safety Experts 
Give Speeders Green Light.” 

“When top officials of automobile as- 
sociations and safety councils make with 
speeches belittling speed as a main 
cause of auto accidents it may be time 
to take to the hills. Recent statements 
by them have given more aid and com- 
fort to screwball car operators than 
anything that has happened since the 
first horse was frightened by Hank 
Ford’s 999” Never have hell-for-leather 
drivers been so cheered. Pop and Mom 
have taken another licking in their ef- 
forts to convince Junior fast driving is 
dangerous. Police overtaking speed 
maniacs are getting the answer: ‘Eighty 
miles per hour ain’t dangerous. I 
thought you knew’” 

“Knickerbocker News, Albany, N. Y.” 

This statement was not made by a 
safety expert—but by a guy with plain 
common sense. 


More Evidence of Resistance to 
Safety Measures 

Here is more evidence of the re- 
sistance movement—the anti-anti-acci- 
dent campaign. 

Recently in a motoring magazine ap- 
peared an article which makes this 
startling assertion: 


“Unmarked police cars, radar de- 
tectors and hidden traffic signs are 
menaces facing the cross-country mo- 
torists.” 

Enforcement the menace—not death? 

Why resistance? It is true that 


nearly every voter has a driver’s license 
and nearly every 


driver has a vote. I 








do not suggest, and would hate to be. 
lieve, that our people knowingly, haye 
voted themselves a license to kill. 

We simply have to get this thing into 
its proper perspective. We, the people, 
license the driver. We educate our 
children. We make and enforce the 
laws. 

The Drivers 

Probably most drivers know how to 
drive. Convincing proof is in accident 
reports. They know what perfect driy- 
ing is, because that’s the way they were 
driving when the accident occurred. Oj 


course, according to the other fellow, 
he was perfect, too. Sometimes we 
really wonder how two such _ perfect 


drivers can approach an_ intersection, 
stop, look both ways, see nothing, pro- 
ceed at 10 miles an hour, then a second 
later shatter each other into the scrap 


heap. But that’s the way they tell it, 

So they know how. But the results 
prove they don’t drive the way they 
know how to. 


Accidents of all kinds are the leading 
cause of death among all persons aged 
one through 36. The automobile feads 
all other accidental killers. 

This being so, how do we educate our 
children to live in the Motor Age? 

The Nation’s Automobile Bill 


The nation’s total automobile bill, ex 
clusive of accidents, is as follows: 


Taxes of all kinds........: $ 7 billion 


WEDICIES | ivciks sateaneeene 22 billion 
KPHCKATION os oo Geese asau 12 billion 
DGtalis Ailes Sane $41 billion 


Against this $41 billion we spend $12 
million on driver education. After 25 
years, only 8,000 of our 20,000 high 
schools offer driver training. 

What this adds up to is an indictment 


Gilbert L. Kerr 

Born at Buffalo, N. Y., Mr. Kerr 
was graduated from Lafayette High 
School in that city in 1909. During 
school years he was manager of the 
basketball and track teams, and 
played football and baseball. 

Mr. Kerr started his insurance 
career as a claim investigator for 
Casualty Co. of America in 1913 
where he remained until he joined 
the Commercial Casualty in 1915 as 
claims manager. In 1919 he _ was 
named assistant manager of New 
York Office of Commercial Casualty 
and kept that position until he joined 
the Fireman’s Fund Insurance Co. i 
1921 as chief adjuster of its psig 
politan claims department in New 
Jersey. 

In 1928 he joined Fire Association 
in Philadelphia as secretary in charge 
of its automobile department remain- 
ing there until 1931 when he joined 
Great American Insurance Co. as 
special agent for the automobile | 
department. var 

Mr. Kerr in 1932 joined America 
Fore as superintendent of the Fidel- 
ity & Casualty Co. He became super- 
intendent of the casualty department 
in 1936. In 1941 he was appointed 
secretary of F. & C,, in 1948 secre- 
tary of the fire companies of Amer- 
ica Fore and in 1948 vice president | 
of the America Fore Insurance Group. | 





He is a member of the American 
Society of Safety Engineers, — the 
F. & A. M. and Downtown Athletic 





Club of New York City. He is an 
associate member of the Underwrit- | 
ers Laboratories. 








of attitudes: that of the public as 4 
whole and the average driver as an in- 
dividual. 

To effect any improvement, 
will have to be changed first. 
public attitinde can force a 
driver attitude. 

The Craze for Speed 

Here are some measurements of cur- 
rent attitudes: 

“Popular Mechanics Magazine,” 
February, 1954, issue, reports a survey 
of motorists’ wants, the result of a poll. 
On the subject of speed, 2% want & 
maximum of 60 mph; 31% wanted @ 
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maximum of 75 mph; 54% wanted a 
maximum of 100 mph; and 13% wanted 
4 maximum of 125 mph. 

The automobile advertisements ap- 
peal, or think they do, to the attitudes 
of drivers. For years the ads have been 
full of ‘ ‘increased horsepow er,’ “greatet 
power for emergencies. What emer- 
vencies? Beating a train at a crossing = 
Passing on hills? Passing on curves: 
Beating stop signals? 

Horsepower was 
horses had it. 

The following I quote from a recent 
advertisement for a popular foreign 
make: 

“There’s something mighty satisfying 
about a car that can lope along at an 

easy 80 to 90.” 

And a_ selling point is made that 
“there’s ample room for children.” And 
ample room in Heaven too, I hope. 

You have heard of the “Three E’s” 
of Safety—education, engineering and 
enforcement. 

This holy trinity of the safety engi- 
neer promises that some one of these 
days all will be sweetness and light on 
the highways. 

So engineering gave us the _ super- 
highway, and along with it came the 
super-crackup. 


Ways to Reform Public’s Attitude 


Our dereliction in the field of educa- 
tion has already been cited. There are 
two ways of forming or reforming atti- 
tudes. One is slow and uncertain. The 
other fast and certain. 

The first is the socio-psychological 
approach. We are told that ultimately 
driver behavior will be improved only 
by probing and solving the deep seated 
mysteries of the individual minds _in- 
volved, by delicate counterbalances of 
pre-existing emotional manifestations. 

All right, it may be so. But we want 
action now. We will agree that the prob- 
lem we face is one of human behavior. 
We will concede that behavior is gov- 
erned by attitudes. We will even go 
along with the premise that our edu- 
cators, our sociologists, psychologists 
and psychiatrists may some day come up 
with the answers. 


safer when only 


Danger of Delay in Making 
Highways Safe 


3ut some day is not soon enough! 
We want highway safety now, not 10, 
20 or 30 years from now. We know what 
attitudes are, and we know how to 
change them fast. 

Since time began the sociologists have 
never improved upon the method of 
housebreaking a puppy. That is atti- 
tude, and it is changed fast by the tried 
and true method—swift, sure discipline. 
The method may produce occasionally 
some violent emotional upsets. It is 
upsetting to pay a stiff -fine, or go to 
jail, or have one’s license revoked. But 
if we are concerned first with results, 
this is the way to get them, and get 
them fast. 

We use the knowledge of human re- 
sponses that we have now, and not wait 
for something better to come along—if 
and when. We know now, people will 
gamble their whole lifetimes and those 
of their loved ones against one minute 
or against one second. We know now 
that they will not gamble against an 
almost certain stiff fine, imprisonment 
or license revocation. Certainly this is 
a paradox. But we know now that 
human beings are the most paradoxical 
creatures on earth. 


Let us have engineering, certainly. 
And education. But let’s have action 
now. 


Suggestions for Improving Situation 


And this action should consist of: 

Ample police, state and municipal, 
organized, trained and directed to 
uniform enforcement of the law. 

Universal adoption of the Uniform 
Vehicle Code, including the driver 
license law. 

Impartial enforcement and complete 
cooperation by the courts, with em- 
phasis on revocations and suspensions. 

Universal application of the prin- 
ciples of modern traffic engineering to 
traffic control. 

Regulation of pedestrian traffic. 
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AETNA C. & S. PROMOTIONS 


H. M. Bromage and W. B. Braman 
Appointed Asst. Directors of Sales 
Training; Their Careers 
Appointment of Howard M. Bromage 
and William B. Braman as assistant di- 
rectors of sales training has been an- 
nounced by the Casualty & Surety Co. 

30th men have served for a number 
of years as instructors in the Aetna 
casualty and surety sales course, 
through which the company has trained 
nearly 5,000 of its representatives. 

Mr. Bromage, a graduate of Brown 
University, was a high school teacher 
prior to joining the Aetna 17 years ago. 
He was connected with the company’s 
educational extension and Aetna plan 
divisions and later had experience as a 
field representative. 

Mr. Braman was graduated from Am- 


herst College and upon joining the 
Aetna was engaged in underwriting 
work in the liability department. He 


later served as a fieldman and then was 
returned to the home office as super- 
visor of the educational extension divi- 
sion. 





SCHMEDES ELECTED PRESIDENT 


Of N. Y. Surety Mgrs. Assn.; Succeeds 
E. J. Gorman; Asciutto, Vice Pres.; 
Conrath, Sec.-Treasurer 
The Surety Managers Association of 
the City of New York elected Harry D. 
Schmedes, American Surety, as presi- 
dent at its annual meeting recently 
at the Drug & Chemical Club, New 
York. Mr. Schmedes succeeds Edward 
J. Gorman, Fidelity & Deposit. Joseph 
R. Asciutto, Employers’ Group, was 
elected vice president, and Guy FE. Con- 
rath, American-Associated Insurance 
Cos., secretary-treasurer. Mr. Asciutto, 
succeeds Mr. Schmedes, and Mr. Con- 
rath succeeds Robert L. Crossley, Loy- 

alty Group. 
The nominating committee comprised 
Putnam L. Crafts, Home Indemnity, 


chairman; Edward M. Brown, National 
Surety Corp., and Rankin Martin, 
Standard Accident, all past presidents 


of the association. 





C. P. ORNDORFF PROMOTED 

The General Accident Group an- 
nounces the appointment of Charles P. 
Orndorff as assistant manager of the 
General Accident Fire & Life Assur- 
ance Corp. and as secretary of the 
Potomac Insurance Co. In his new ca- 
pacity, Mr. Orndorff will assist Deputy 
General Managers C. L. Brearly and 
J. T. Orr in the executive underwriting 
department. He will also retain his 
present responsibilities for supervision 
of the companies’ automobile underwrit- 
ing department. 





Periodic motor vehicle inspections. 
Absolute refusal to license the unfit. 


Every Citizen Should Back 


Safety Program 


This is a program for every citizen 
to back. It does not need your dollars, 
it needs only your demand. This killer 
literally can be legislated out of ex- 
istence ! 

This tragedy is the responsibility of 
our people and can be eradicated only 
by our people. 

The following parable of the wise man 
and the skeptic illustrates our meaning: 

The skeptic sought to discredit the 
wise man, so he went to him with a 
live bird in his hand saying, “I shall 
ask the wise man if the bird is alive or 
dead. If he says dead, I shall release 
the bird and let him fly away. If he says 
alive, I shall crush the bird and show 
him its dead body.’ 

Thus he approached the wise man 
and asked, “What do I have in my 
hand ?” 

And the wise man answered, “A bird.” 

Then, the skeptic asked: “Is it alive 
or dead 2” 

And the wise man replied: 
will.” 


“As you 


Blalock Sees Greater 
Traffic Safety in 1955 


LAUDS CALIFORNIA MOTORIST 


Pays Tribute to Public School Driver 
Training Program; Motorists Aware 
of Premium Cost Factors 


James T. Blalock, vice president, Pa- 
cific Indemnity Co. of Los Angeles, has 
expressed the opinion that 1955 will see 
even greater improvement in traffic ac- 
cident records and pave the way for a 
corresponding decrease in auto insur- 
ance rates. 

Mr. Blalock, who was recently elected 
president of Western Insurance Infor- 
mation Service, paid great tribute to the 
safe driving efforts by the California 
motorist and to the excellent driver 
training programs in our public schools. 

“Preliminary figures indicate a reduc- 
tion of 200 traffic fatalities in California 
during 1954, as compared with the total 
of 3,371 highway deaths incurred in 
1953,” he stated. Mr. Blalock also 


pointed out that in 1952 there were 
3,562 deaths recorded, 
The California Driver 
“Contrary to opinions often voiced, 


the California driver rates high among 
the nation’s safe drivers,” declared Mr. 
Blalock. “Based on the number of acci- 
dents per 100,000,000 miles driven, Cali- 
fornia drivers rank better than drivers 
in more than 28 other states. 

“Much credit for the improvement over 
the past few years is due the tireless 
efforts by the California Highway Pa- 
trol, our local police departments, the 
Nation: ul Safety Council, and other 
agencies, cooper ating with Governor 
Knight in his plea for greater safety 
during 1954,” declared Mr. Blalock. 

“These reductions were also made in 
the face of vastly increasing numbers 
of new residents and a corresponding 
increase in the number of automobiles 
being driven on our streets and_ high- 
ways. 

List Costs and Premium Costs 


“Also, encouraging,” said Blalock, “is 
the fact that the average motorist has 
discovered that loss costs are directly 
reflected in insurance premium costs.” 

Paying tribute to the driver .training 
programs conducted in the _ public 
schools, he pointed out that accidents 
involving teenagers are definitely on the 
decrease. 

“In recognition of this improvement,” 
said Mr. Blalock, “several insurance 
companies have recently announced re- 
ductions in premium rates for teenage 
drivers who have successfully completed 
driver training courses.” 





R. V. Alger Addresses 
N. J. Casualty Underwriters 


Ravmond \V. Alger, assistant secretary, 
Travelers, was the guest speaker Jan- 
uary 10 at the monthly luncheon meet- 
ing of the Casualty Underwriters As- 
sociation of New Jersey. The meeting 
was held at the Downtown Club, New- 
atic N. 1, 

Mr. Alger presented an address on, 
“The New Workmen’s Compensation 
Policy.” He is an authority on work- 
men’s compensation coverage and his 
discourse was of interest to both insur- 
ance men and employers. 

Recently, Mr. Alger addressed the 
American Management Association: in 
Chicago, Ill. on the same subject. 





TO LIBERALIZE COMP. LAW 


Bills to liberalize Wyoming’s work 


men’s compensation law and set up a 
new state minimum wage law will be 
favored during the 1955 state legislative 
session by the Wyoming Federation of 
Labor, according to its president, 
Tacker. 


Frank 





Judge W. S. Evans Joins 


N. Y. Insurance Law Firm 





S. EVANS 


JUDGE WILLIAM 


Judge William S. Evans, recently re- 
tired senior justice of the City Court, 
Bronx County, and Justice of the Su- 
preme Court, State of New York, by 
designation of the Appellate Division, 
First Department, has resumed 
law practice as counsel to the insurance 
law firm of Glatzer, Glatzer & Diamond, 
New York City 

3efore his elevation to the bench 28 
years ago, Judge Evans was a partner in 
the firm of Almy, Van Gordon & Evans, 
attorneys of record for numerous self- 
insuring stevedore corporations. 

During his judicial tenure, he became 
recognized, among other things, as an 
authority on calendar congestion in the 
Courts, having reorganized the proce- 
dure of the Bronx City Court with 
effective relief of the calendar accumu- 
lation there. In the widespread interest 
which ensued, the Judicial Council, after 
an exhaustive study of the system in- 
augurated by Judge Evans, recom- 
mended it for adoption in other Courts 
of this state. 

Glatzer, Glatzer & Diamond, estab- 
lished 30 years ago, represents a number 
of insurance companies in the defense 
of liability, burglary, personal injury 
and fraud cases. 


active 


VOTE TO INCREASE CAPITAL 





Eureka Casualty Stockholders Agree to 
Augment Capital by $750,000; Double 
Worth of 150,000 Outstanding Shares 

At a special meeting of stockholders 
of the Eureka Casualty Co., held Janu- 
ary 6, it was voted to increase the 
capital of the company to $1,500,000 
from $750,000—by changing the par 
value of the 150,000 shares outstanding 
from $5 to $10 each. 

Also at this meeting, the constitution 
and by-laws of the company were 
amended to coincide with the constitu- 
tion and by-laws of the parent company, 
Fire Association of Philadelphia. 

K. B. Hatch, chairman of the board 
of Eureka, stated that this addition to 
capital and the resulting increase in 
sclieyhdhders? surplus were brought 
about by a desire to have Eureka Casu- 
alty qualified to do a full multiple line 
insurance business. 


REPUBLIC CASUALTY IN CALIF. 

Republic Casualty of Dallas has been 
granted an amended certificate of au 
thority by the California Insurance 
Department to write the following lines 
in the state: Fire, marine, plate glass, 
liability, boiler and machinery, burglary, 
sprinkler, automobile, aircraft and mis- 
cellaneous. 
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as many Elizabethans died by automo- 
bile, mourned only by family and 
friends. Their passing into statistics 
was marked only by a paragraph on a 
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But remember this: 

The automobile is the greatest single 
enemy of human life for the first one- 
half of the normal life span. 


Enforcement the menace—not death? 

Why resistance? It is true that 
nearly every voter has a driver’s license 
and nearly every driver has a vote. 
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2-Day School Set Up by 
N. Y. Speakers Bureau 


100 Co. MEN, AGENTS TO ATTEND 


Joint Project of C. & S. Association and 
N. Y. State Agents Assn.; Syracuse & 
N. Y. Universities to Give Courses 


Over 100 insurance executives, field 
men and local agents will be going back 
to school next week to attend intensive 
two-day seminars on public speaking 
and insurance topics at Syracuse and 
New York Universities under the spon- 
sorship of the newly formed New York 
State Insurance Speakers Bureau, it 
was announced January 11. 

Organized jointly by the Association 
of Casualty & Surety Companies and 
the New York State Association of In- 
surance Agents, the bureau is designed 
to bring a broader understanding of 
the casualty-surety industry to the pub- 
lic of New York State. Similar to the 
highly successful pattern estz iblished in 
Oklahoma and California, it will operate 
through a network of volunteer com- 
pany and agent speakers throughout the 
state. These men, specialists in a wide 
variety of insurance fields, will be pre- 


pared to discuss insurance topics of 
general public interest before service, 
civic and fraternal organizations. 


Speakers for the bureau were nomi- 
nated by the member companies of the 
C. & S. Association and the New York 
State Association of Insurance Agents. 
They will be assisted by specially pre- 
pared pilot speeches, speech outlines 
and background facts. To further stimu- 
late public interest in the bureau, a 
“Speakers’ Roster,’ containing ‘the 
photographs, backgrounds and fields of 
specialization of each of the speakers, 
will be circularized among all appropri- 
ate organizations in the state, inviting 
requests for talks on insurance topics. 
This will be followed by local publicity 
on each of the speakers as well as pub- 
licity to precede and follow the delivery 
of the talks. 

Bureau speakers will attend either the 
Syracuse University or the New York 
University seminar, according to geo- 
graphic convenience, to receive the pub- 
lic speaking instruction. The seminar 
at New York University will be held 
January 17-18 and at Syracuse January 
20-21. Among the topics to be dis- 
cussed will be accident prevention, the 
role of the insurance industry in the 
United States, what happens to the pre- 
mium dollar, automobile coverage and 
rates, and the service of the local agent. 


Speakers Bureau Roster 


Among company executives and field 
men, those who have accepted member- 
ship in the Speakers Bureau to date in- 
clude: 

The Aetna Casualty & Surety—Earl S. Jones, 
G. Morris O’Brien, Edward W. Ellison, R. I. 
Oatman; American Surety—Harry D. Schme- 
des, Kenneth K. Klingemeier, C. Donn Ainslie, 
William A. Employers Group Insur- 
ance Companies—Edward Masterson, Charles 
Mills, Norman S. Newhoff; Fidelity & Casu- 
alty—Herbert F. McKeever, Charles Flay, Jr., 


Boysen; 


W. J. Doyle, F. A. McElroy; Fireman’s Fund 
Indemnity—William R. Loehr, Lincoln W. 
Beale, E. K. Hawley; Glens Falls—Harry G. 


Helm, R. C. Meldrim, F. B. Keech; Hartford 
Accident & Indemnity—Warreri A. Wilson, 
Georg? R. Schreck, E. H. Thornber, R. H. 
Spencer, Peter J. Campbell; Indemnity Insur- 
ance Co. of North America—Laurance Thomp- 
son, B. P. Smith, Roy H. Bent, J. E. Johnson, 
B. A. Buge, Jr., William N. Weber, George F. 
Eberle. 

Also National Surety Corp.—Frank R. Mid- 
dleton, Charles S. Cooper, A. L. Kitchener, R. 
MacLean, B. M. Milnamow, Patrick Magarick, 
A. P. Valenti, A. H. Kraus, T. J. Pendergast, 
Harold J. Kearney, John Parthymuller, Grace 
Johnson, Mary Anne Scheid, Gertrude Maher; 
Phoenix-Connecticut Group—N. Richard Clayton, 
F. J. Van Wagner, Jr.; Royal-Liverpool Insur- 
ance Group-—-E. E. Garbe, E. T. Kyllo, K. H. 
Erskine, J. V. O’Connor; United States F. & G. 

L. Brent Wood. 


Agents Who Have Accepted 
Agents who have accepted member- 


N.Y. Comp. Rating Board 
To Celebrate 40 Years 


. COMMEMORATIVE DINNER JAN. 27 


Affair To Be by Subscription; Expect 
Large Gathering; Present Member- 
ship Totals 121 Companies 


Forty years of service to the public 
and the insurance industry will be ob- 
served by the New York Compensation 
Insurance Rating Board on the evening 
of January 27 at a commemorative din- 
ner in the Hotel Roosevelt, New York. 

The program for the dinner is being 
arranged by a special committee on ar- 
rangements, consisting of the following 
persons: Henry D. Sayer, general man- 
ager of the board, chairman; George 
A. Dierauf, treasurer; Robert H. Nich- 
olls, Fidelity & Casualty Co.; Robert J. 
3arr, Liberty Mutual; Thomas G. Gor- 
man, New York State Insurance Fund; 
Dean M. Parker, Travelers, and Joseph 
P. Craugh, Utica Mutual. 

The dinner will be by subscription and 
many persons associated with the insur- 
ance industry will attend in addition to 
the members of the board, its officers 
and staff, representatives of the Work- 
men’s Compensation Board, the New 
York State Insurance Department and 


other insurance organizations and _ in- 
surance companies. 


Organized in 1914 


The New York Compensation Insur- 
ance Rating Board was organized on 
May 20, 1914 and commenced operations 
on July 1 of the same year when the 
New York workmen’s compensation law 
became effective. Its original member- 
ship of only 29 companies at that time 
has grown until at present it numbers 
121 companies. 

One of the purposes of the dinner, 
aside from marking an important anni- 
versary, is to bring representatives of all 
of the members together so that they 
may become acquainted with one an- 
other and the staff of the board. The 
board will hold its annual meeting on 
the morning of January 27. 





ship in¢ethe Bureau to date include: 
Moreland, Syracuse; W. Gerald Mc- 
Kee, Syracuse; Robert Ellis, Syracuse; Don 
Waful, Syracuse; Sidney Mang, Sidney; L. J. 
Hollaway, Gloversville; Donald C. Cross, Johns- 
town; Ben Hemley, Jamaica; Edward A. Deg- 
nan, Jamaica; K. H. Bame, E. Greenbush; John 
C. Weghorn and David S. McFalls, New York 
City; Harry K. Lown, Batavia; William Lucas, 
LeRoy; John S. Thomson, Port Washington; 
Eloise Richter, Wantagh; Raymond Muth, New- 
ark; Frank M. McDonough, Oswego; James W. 
Kellogg, Jr., Elimra; Milton E. Burt, Elmira; 
Alma Sherman, Schenectady; Horace S. Van 
Voast, Jr., Schenectady; William T. Hubbard, 
Schenectady. 

Also, Sidney Rubin, Spring Valley; Mar- 
guerite Pedersen, Nanuet; Nicholas M. Washi- 
enko, Jr., Yonkers; Kenneth C. Tietgen, Roch- 
ester; Charles Norton, Liberty; Max H. Rhulen, 
Monticello; H. Lewis Kolodny, Monticello; Na- 
than Proller, Glens Falls; John Frenette, Glens 
Falls; Gilbert J. Nelligan, Valhalla; Franklin 
M. Wolfe, Hempstead; W. H. Robinson, Lyn- 
brook; Hanford W. Searle, Buffalo; John N. 
Walsh, Jr., Buffalo; Ray C. Biondolillo, Buffalo; 
W. Wallace Young, Buffalo; Charles C. Conklin, 
Wolcott; Lynn J. Bickelhupt, Saratoga Springs; 
L. Seaton Frank, Beacon; Peter A. Thistle, 
Poughkeepsie; Robert Douglass, Potsdam; Arthur 
L. Schwab, Staten Island; Herbert S. Brewer, 
Lockport. 

Also, C. Fred Ritter, Middletown; Craig Thorn, 
Jr., Hudson; Robert Grab, Rochester; Frank S. 
Leonard, Albany; Dorr Warner, Endicott; 
Robert J. Hanafin, Endicott; Lewis J. Ives, 
Jamestown; John Glatz, Jamestown; John L. 
Dyer, Cortland; Clyde Benson, Ellenville; James 
A. Hanstein, Kingston; Edgar Pelton, Olean; 
Leo D. Mahoney, Little Falls; Fred Schnurle, 
Canisteo; John R. Gaffney, Hudson; J. Shaver, 
Binghamton; K. Estabrook, Binghamton; Frank 
Pezzolla, Endicott. 


Roger 


National Bureau Revision 


(Continued from Page 31) 


rated in accordance with the restaurants 
classification. 


Reasons for Rate Revisions 


_ The reductions in bodily injury rates 
for contractual liability, owners’ or con- 
tractors’ protective liability and product 
liability insurance could be made because 
of the favorable experience for these 
forms of general liability insurance, the 
Bureau said. 

Experience for elevator bodily injury 
liability insurance has been unfavorable, 
the Bureau stated. It pointed out that 
increased loss costs and costs of inspec- 
tion, such as. salaries, travel, lodging 
and meals, made existing bodily injury 
rates inadequate. Premiums for this 
form of general liability insurance are 
calculated on a fixed exposure basis, 
that is, per elevator. Therefore, these 
premiums do not increase automatically 
to offset the effect of increased claim 
and inspection costs which result from 
inflationary conditions, the Bureau ex- 
plained. 


Elevator Liability Changes 


3odily injury rates for elevator liabil- 
ity insurance, which covers liability for 
damages because of i injuries to the public 
from elevator accidents, are increased 
on the average in all states where re- 


vised rates are effective and in the 
District of Columbia, Alaska, Hawaii 
and Puerto Rico. Revisions in rates 


result in an average increase of approxi- 
mately 15% countrywide with the excep- 
tion of New York State where the rate 
revision results in an average increase 
of about 30%. Rate changes vary by 
classification and rating territory; some 
rating territories embrace a number of 
states. In some rating territories rates 
for some classifications are reduced or 
remain unchanged. 

Among the changes in the elevator 
liability manual rules is an amendment 
to the rule relating to exclusions. This 
rule is amended to indicate, first, that 
the contractual liability exclusions do 
not apply to agreements required by 
municipal ordinance and, second, that 
the exclusion pertaining to bodily injury 
to persons while engaged in the employ- 
ment of the insured does not apply to 
such agreements, except for any obliga- 
tion under a workmen’s compensation 
law. 

O.L.&T. Manual Changes 

Among the more important 
in the rules of the owners’, 
and tenant’s liability 
following: 

The “farms” and ‘ 


revisions 
landlords’ 
manual are the 


‘personal liability— 
including farms” classifications are 
amended to exclude property damage 
liability arising out of crop dusting and 
spraying by aircraft and the use of her- 
hicides. These same exclusions are also 
made applicable to farmer’s comprehen- 
sive personal liability insurance. 

The “clubs—n.o.c.,” “golf courses” and 
“hotels” classifications are amended by 
establishing an additional charge for 
“gvolfmobiles” loaned or rented. Also a 
separate classification is established for 
persons loaning or renting “golfmobiles” 
to others. Persons using or legally re- 
sponsible for the use of “golfmobiles” 
may be included as additional interests 
for an additional charge of 10%. 

The two “restaurants” classifications 
are revised and these classifications, as 
revised, are based on the percentage of 
alcoholic beverage sales; reference to 
dance floors and orchestras is eliminated. 
However, for Greater New York a sepa- 
rate classification of restaurants having 
a dance floor and orchestra is retained. 

The “tourist courts” classification is 
also revised. It is amended to include 
product liability coyerage both on and 
away from the premises for food and 
beverages, except those dispensed 
through restaurants. Also an additional 
charge is established under this classifi- 
cation for dwelling quarters occupied by 
the operator. Under this revised classi- 
fication the term “transients” is defined 
to mean all guests registered on a daily, 


C. M. NOREN, ADV. MANAGER 
For General of America Cos.; Succeeds 
Stewart Gloyd, Who Now Becomes 
Editor of Publications 


M. Noren has been appointed ad- 
vertising department manager of Gen- 
eral of America Cos. Mr. Noren joined 
the Companies in January, 1954, as as- 
sistant advertising manager to Stewart 
Gloyd, who now becomes editor of pub- 
lications, a newly created position. 

After graduation from the University 
of Washington, Mr. Noren worked for 
Cole & Weber, advertising agency in 
Seattle, as a copy and account man for 
five years. He had a two year’s leaye 
of absence when he was a public rela- 
tions officer in the United States Navy 
during the Korean conflict. 

Mr. Noren’s duties will include han- 
dling of General’s advertising and pub- 
licity. Its home office is Seattle, with 
divisional offices in New York City, At- 
lanta, St. Louis, Dallas, Los Angeles, 
Seattle and Vancouver, BC. The Gen- 
eral was founded in 1923 by H. K. Dent, 
chairman of the board. 

Stewart Gloyd, who joined the Gen- 
eral in 1927 and who was advertising 
and agency service manager for Gen- 
eral Companies for 13 years, will edit 
the company’s house organ, “The Gen- 
eral Agent,” and various other com- 
pany publications, in his new capacity. 


Hale Anderson, Former F & C 


Vice President, Succumbs 


Hale Anderson, 71, former vice presi- 
dent of Fidelity & Casualty Co., died 
January 8 at his home in North Ston- 
ington, Conn. Mr. Anderson  volun- 
tarily retired from F. & C. on Novem- 
ber 1, 1948. At that time he was with 
the company 43 years. 

Mr. Anderson is long remembered for 
his valuable work representing F. & C. 
on various committees of the Surety 
Association of America and the Na- 
tional Bureau of Casualty Underwriters. 

He was a native of Montclair, N. J. 
Mr. Anderson graduated from Cornell 
University in 1905 and joined the F. & 

the same year. Surviving are his 
wife, Elsie C. Anderson; a son, Hale 
Anderson, Jr., and two daughters, Mrs. 
Richard S. Holden and Mrs. Francis C. 
John. 








weekly or monthly basis. The purpose 
of this definition is to indicate more 
clearly that “tourist courts” risks should 
be classified as such without regard to 
the average length of time guests are 
accommodated. 

As a first step toward recognizing rate 
variations by territory for “tourist 
courts” the bodily injury rates for such 
risks are reduced in many territories. 


M.&C. Manual Rule Revisions 


Among the rule revisions in the manu- 
facturers’ and contractors’ liability man- 
ual is one which provides for minimum 
premiums of $25 for bodily injury and 
property damage for “gasoline or oil 
supply stations—retail,” “automobile ga 
rages” and similar risks where there is 
incidental sale of liquefied petroleum 
gases other than in containers bottled 
away from the insured’s premises. 


Wisconsin O.L.&T. Rate Revision 


The revision of bodily injury rates for 
owners’, landlords’ and tenants’ liability 
insurance for Wisconsin results in an 
average statewide increase of approxi- 
mately 33%. The classifications affected 
by rate changes are those rated on an 
area and frontage basis. These include 
such important types of buildings as 
stores, hotels, churches, hospitals, clubs, 
restaurants, apartments and tenements, 
boarding or rooming houses, and mer- 
cantile and office buildings. 

The rate changes vary by classification 
and rating territory and reflect recent 
experience incurred by the carriers for 
each classification and territory. While 
most rates are increased, a few remain 
unchanged. 
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Commercial Credit Co. 


(Continued from Page 31) 


respected figure in insurance, banking 
and finance fields. He is chairman of 
the board of American Credit Indemnity 
Co. of New York; a director of the Mer- 
cantile-Safe Deposit & Trust Co., Balti- 
more; the Savings Bank of Baltimore; 
American Health Insurance Corp., Tex- 





Harris & Ewing 
EDMUND L. GRIMES 


tile Banking Co., Inc., New York; Gero- 
tor May Corp., Baltimore; the Hum- 
phries Manufacturing Co., Mansfield, 
Ohio; the Atlantic Coast Line Co.; the 
Atlantic Coast Line Railroad Co. and the 
Louisville & Nashville Railroad Co. 
Wareheim and Grimes Careers 

Mr. Wareheim is one of the original 
five employes of Commercial Credit Co., 
having served successively as assistant 
treasurer, treasurer, vice president, ex- 
ecutive vice president and as president 
since 1948. He is board chairman of Cal- 
vert Fire Insurance Co. and a director 
of American Credit Indemnity and 
American Health Insurance Corp. He is 
also a director of Textile Banking Co., 
Inc, New York; the First National 
Bank of Baltimore; the Eutaw Savings 
Bank of Baltimore and the Consolidated 
Gas, Electric Light & Power Co. of 
Baltimore. In addition Mr. Wareheim is 
a director of the Maryland State Fair 
and vice chairman and member of the 
operating committee of the Automotive 
Safety Foundation, Washington, D. C. 
_Mr. Grimes joined Commercial Credit 
in 1944 as controller. He thereafter was 
elected vice president and served as an 
executive vice president since 1950 and a 
director since 1951. Mr. Grimes is also 
a director of the Fidelity - Baltimore Na- 
tional Bank & Trust Co.; a director and 
‘ormer president of the Controllers In- 
stitute of America, and a member of the 
American Institute of Accountants and 
of the American Bar Association. 

A. W. D. Carlson, who came with 
Commercial Credit as an assistant vice 
president in 1947, was elected a vice 
president. He is in charge of the invest- 
ment portfolio of the company and its 
subsidiaries. A graduate of William & 
Mary College, Mr. Carlson took his 
Master’s degree in Business Administra- 
ton at the Harvard Business School. - 

Four insurance companies are con- 
trolled by the Commercial Credit Co.— 
\merican Credit Indemnity Co., Ameri- 
tan Health Insurance Corn., Calvert Fire 
ot Baltimore, and Cavalier Tnsurance 
Corp., Baltimore. 


J. J. Dunn Dies 


James J. Dunn, statistician at the 
New York branch office of New Ams- 
terdam Casualty for 23 years, died sud- 
‘enly, December 25, in his 71st year. 
Prior to joining that company he was 
‘1 examiner with the New York Insur- 
ace Department. 








N. H. REYNOLDS NOW MANAGER 


Heads Aetna Insurance Group’s New 
York Claim Division; Succeeds 


W. F. Kenney, Retired 


Appointment of Assistant Secretary 
Neil H. Reynolds of the Aetna Insur- 
ance Group’s legal department in Hart- 
ford as manager of the New York claim 
division has been announced. Mr. Rey- 
nolds succeeds Walter F. Kenney, who 
retired to the reserve force on Janu- 
ary 1: 

A native of Keyser, W. Va., Mr. Rey- 
nolds holds a law degree from the Uni- 
versity of West Virginia and was ad- 
mitted to the West Virginia bar in 1929. 
In that year he became associated with 
the Century Indemnity Co. as an ad- 
juster in the Chicago claim division. He 
became manager of the Syracuse claim 
division in 1930, 

A year later, he was transferred to 
the Boston division as supervisor and in 
March, 1935, he was made assistant 
manager in Boston. Five months later 
he was returned to the Western de- 
partment office in Chicago as manager 
of the claim division and served in that 
capacity 14 years. 

In 1949 he was transferred to the 
Aetna’s legal department in Hartford 
and in 1950 he was made assistant sec- 
retary of the Aetna Insurance Group. 

Mr. Kenney was born in Washington, 
D. C., in 1890 and attended high school 
there. Prior to World War I, he was 
engaged in automobile sales and service 
work, and during the war he served with 
the Fifth Army Corps. From 1922 to 
1925 he was an adjuster with the Mary- 
land Casualty Co. in the Boston office. 
From 1925 to 1929 he was manager of 
the Worcester, Mass., claim division and 
later assistant manager of the Boston 
claim division of the same company. 

He joined the Century Indemnity Co. 
of the Aetna Insurance Group in 1929 as 





assistant manager of the New York 
claim division and was made manager 


in 1931. 
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A. J. HAND SUPERINTENDENT 


In Charge of U.S.F.&G.’s_ Fidelity- 
Surety Development; Appointed Jan. 1; 
20 Years With Company 

Arthur J. Hand has been appointed, 
effective Jan. 1, superintendent of fidel- 
ity and surety development in the New 
York office of United States Fidelity & 
Guaranty Co. 

Mr. Hand joined the U.S.F.&G. in 
1915 and has served the company in vari- 
ous capacities. From 1923 to January 1, 
1950 he was superintendent of the at- 
torney’s list department where he made 
many friends among the legal profession, 
law list publishers and mercantile houses. 

In April, 1951, he was appointed spe- 
cial agent and shortly thereafter, fidelity 
coordinator. His interest and effective- 
ness in solving fidelity sales problems 
has been amply demonstrated. From his 
experience he has acquired an intimate 
knowledge of the needs of producers 
in the development of fidelity and sure- 
ty lines. 

Mr. Hand will be ably assisted in the 
production of fidelity by Edward Hughes, 
Vincent Lawlor and Patrick Skahill and, 
in judicial, by William Daly, and contract 
by Frank Burns. 
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Harriman Asks Increase 
In Comp. Law Coverage 


ADDRESSES N. Y. LEGISLATURE 





Also Recommends DBL Legislation; 
Wants Raise in Scale of Benefits to 
Reflect Cost of Living 





In his message to the New York 
Legislature, January 5, Governor Averell 
Harriman recommended legislation to 
increase the coverage of the Work- 
men’s Compensation Law and to raise 
the scale of benefit payments so as to 
reflect increases in the cost of living 
and to maintain a realistic relationship 
between wages lost and benefits paid. 
He said that there should also be a 


more equitable standard of scheduled 
losses. Mr. Harriman continued: 
“We must seek every possible im- 


provement in the administration of our 
workmen’s compensation law to the end 
that the cost of coverage to employers 
shall not be unreasonable and claimants 
shall receive all of the benefits to 
which they are entitled. Wherever the 
administration of the law reflects a 
hostile attitude toward claimants, that 
trend should be reversed. 

“To give maximum protection to our 
workers against injury and keep our 
coverage costs down, the activities of 
the various divisions of the Department 
of Labor concerned with industrial hy- 
giene and safety should be closely co- 
ordinated with those of the Workmen’s 
Compensation Board in an_ effort to 
lower our accident rates. We_ should 
also see to it that the most advanced 
services of medical science are available 
for rehabilitation of disabled workers. 

Disability Benefits Law 

Governor Harriman, in appraising the 
present Disability Benefits Law, called 
it “unfair and inadequate.” He declared 
that the duration of benefits should be 
extended to 26 weeks, as is now the case 
for unemployment insurance. 

He continued: “These changes, how- 
ever, while necessary will not alone 
correct the inequities in the present 
system. When the present law was en- 
acted in 1949, workers were assured that 
the burden of premium payments would 
be shared equally between them and 
their employers. This pledge has not 
been kept. Many employers are actually 
paying far less than an equal share. 

“The operation of the present dis: 
ability insurance system will be carefully 
studied and consideration given to 
whether responsibility for the adminis- 
tration of the program should continue 
to rest with the Workmen’s Compensa- 
tion Board. In many respects, it would 
seem more logical to have disability in- 
surance and unemployment insurance 
administered by the same agency.” 


N. M. Franklin Paseident 
Of Surety Assn. Club 


At the fifth annual Christmas party of 
the Surety Association Club, held at 
the Drug & Chemical Club recently. 
N. M. Franklin was elected president, 
succeeding Peter A. Zimmermann. Oth 
ers elected were William J. Zimmermann, 
vice president; Elizabeth Dehnert, secre 
tary; May F. Sarles, treasurer, and Rob 
ert C. Parremore, activities chairman. 

Elected as honorary vice president ot 
the club was Warren N. Gaffney, general 
manager of the Surety Association. 

The Surety Association Club is the 
social group of the organization. 
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Program Ready for Joint 
Group A. & H. Meeting 


FEBRUARY 7 TO 9 AT CHICAGO 





Bureau-Conference Venture; George R. 
Jordan and G. E. Light, Head Planning 
Committees; Bob Considine, Speaker 
Bureau-Conference group A. 
meeting is scheduled 
for February 7-9 at the Drake Hotel, 
Chicago. The prograin has been pre- 
pared and planned by the Bureau and 
Conference group insurance committees. 
George R. Jordan, vice president, Re- 
public National Life, Dallas, is the 
Conference committee chairman and 
George E. Light, secretary of the 
Travelers, Hartford, heads the Bureau 
committee. Program sub-committee 
chairmen are A. W. Randall, Mutual of 
Omaha, for the Conference and M. D. 
Miller, Equitable, representing the Bu- 
reau. The joint meeting will replace the 
group meetings that the two associa- 
tions have held separately in previous 

years. 

Among the activities on the impres- 
sive program will be a luncheon on 
Monday, February 7, and a_ reception 
that evening from 5:30 to 7. Bob Con- 
sidine, noted television and radio per- 
sonality will be the featured speaker at 
the annual group luncheon February 8. 

In response to a number of requests 
for more small specialized sessions, the 
program committee has increased the 
number of workshop sessions with most 
of the mornings of February 8 and 9 
being devoted to them. The first session 
will run from 8 to 9:45 and the same 
subjects will be repeated at the second 
session from 10 to 11. Registrants will 
be able to attend two workshops each 
morning. The three-day program is 
planned as follows: 


A joint 
& H. insurance 


Monday Morning—February 7 
A general session will commence at 
10 a.m. with George E. Light presiding. 
After the opening remarks, the session 
will take into consideration: “Group In- 
surance—Its Problems and Outlook” and 
“Why Insure?” This will be followed 
by a question and answer period. 
Monday Afternoon 
With Mr. Light of the Travelers pre- 
siding, there will be a panel discussion 
on “Sales and Service” asia ating: 


TO CONDUCT DISC COURSES 


Universities of Nuleaslce and U.C.L.A. 
Set Dates and Have Selected Instruc- 
tors; to Start in Feb. and April 

DISC schools will be conducted at the 
Universities of Nebraska and U.-C.L.A., 
starting in February, and at the Univer- 
sity of Richmond, Va., starting in April. 

The Nebraska course will be run on a 
three-day basis February 10-12. The 
course at U.C.L.A. will open at the same 
tinte, February 10, but run on a 12- 
week basis through April 28, according 
to William Coursey, managing director, 
International Association of Accident & 
Health Underwriters. 

Instructors for the 
announced by Gene 
Life, Imperial, Neb., include Don DeVoe, 
general agent, Mutual of Omaha, North 
Platte; Claude Faulkner, superintend- 
ent of agencies, Woodman Accident, 
Lincoln; H. C. Ulfers, manager of the 
underwriting department, Mutual of 
Omaha; O. k. Johnson, manager, Busi- 
ness Men’s Assurance, Omaha; Lewis 
Staude, superintendent of agencies, 
World of Omaha; J. D. Anderson, super- 
intendent of agencies, and Ralph Kip 
linger, president, Guarantee Mutual, 
Omaha. 








Nebraska course, 
Spotts, Occidental 


(1) company organization for sales and 
service; (2) training of sales and serv- 
ice men. A question and, answer period 
will also follow this discussion. 


Tuesday Morning—February 8 

Two workshop sessions will be held 
from 8 to 9:45 a.m. and from 10 to 11 
am. The following subjects will be 
topics of discussion during this time: 

(1) Small group underwriting and 
sales; (2) blanket coverage-students; 
(3) occupational weekly benefits supple- 
mental to workmen’s compensation; (4) 
statutory disability plans; (5) trade as- 
sociation group-underwriting and sales; 
(6) policyholders _ self- administration 
i uiaien claims) ; (7) creditor A. & H.; 
(8) mechanics of policy and certificate 
issuance; (9) mechanics of securing in- 
dividual group risk experience; (10) case 
studies—underwriting transferred busi- 
ness. 

At 11:45 a.m., the general session will 
continue with a consideration of the 
development and underwriting of bro- 
kerage business. 

Tuesday Afternoon 

M. D. Miller will preside at the gen- 
eral session, starting at 2:45 p.m. Topics 
for discussion will be: (1) coverage for 
retired employes and their dependents; 
(2) conversions—A. & 

Wednesday Morning—February 9 

Two workshop sessions, 8 to 9:45 a.m. 
and 10 to 11 a.m., will embrace the fol- 
lowing subjects for consideration: (1) 
small group-administration; (2) blanket 
coverages for sports, campers and_ spe- 
cial risks; (3) professional association 
group; (4) underwriting of polio, sup- 
plemental accident and other similar 
benefits; (5) trade association groups— 
administration; (6) medical and hos- 
pital charges—problems; (7) union wel- 
fare and trusteed plans; (8) methods 
of determining pending and unreported 
claims and maternity reserves; (9) ad- 
vantages and disadvantages of claim 
settlements (by agent, policyholder, in- 


surer); (10) case studies—renewal un- 
derwriting. 
George R. Jordan will preside at the 


general session beginning at 11:45 am., 
at which major medical expense cover- 
age will receive attention. Develop- 
ments to date in this line will be re- 
viewed and the question “Where do we 


go from here?” will be considered. 
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Thanks a Million ! 


We closed 1954 in a blaze of glory, maintaining 
our production leadership among National Cas- 
ualty’s A. & H. general agencies nationwide. In 
fact, the past year was our biggest and best. 


Sincere thanks to our loyal friends among the 
insurance brokers and agents of Greater New York 
who, in increasing numbers, are finding that “the 
Garrett way” is the “easiest way” to keep their 
clients happy with their A. & H. and hospitalization 


Approaching Our 50th Year with National Casualty 


R. GARRETT, 


The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


Eisenhower Declares He 
Will Resubmit Re. Bill 


TO GIVE DETAILS JANUARY 24 


New Proposal ts, Reeected to Include 
Revisions Designed to Offset Pre- 
vious Objections of Opponents 





In his “State of the Union” message 
to Congress, January 6, President 
Eisenhower declared he will recommend 
again the enactment of a Federal health 
reinsurance program to encourage the 
development of better private voluntary 
prepayment plans, among a number of 
projects in the broad field of “social 
insurance” which would extend the ac- 
tivity of the government in this area. 
The President will give details of the 
reinsurance measure in a special mes- 
sage to Congress on January 24. 

The new proposal is expected to in- 
clude a number of revisions to offset 
the objections which caused defeat of 
the measure in the House last year. 


Federal Civilian Employes 


The President also said he would ask 
for: 

1. Voluntary health 
contributory basis for Federal civilian 
employes and their dependents, to be 
purchased through private insurance fa- 
cilities. The Administration put forth 
this proposal last year in conjunction 
with the plan for a contributory Group 
life insurance program. The latter was 
enacted, but Congress did not get 
around to serious consideration of the 
group health insurance plan. Details of 
this proposal will be contained in a 
special message on government employe 
pay raises and other benefits January 11. 

2. Programs to provide more ade- 
quate care for military dependents—re- 
portedly along the lines of the bill in- 
troduced last year under which the Sec- 
retary of Defense would have discre- 
tionary authority to utilize private 
health insurance facilities; and a sur- 
vivor benefits’ program, which has been 
under study by the so-called Kaplan 
Committee and a special House ccm- 
mittee. 


insurance on a 


Retirement Policy 


3. In this connection, the President 
endorsed the “broad objectives” of the 
proposals made by the Kaplan Commit- 
tee on Retirement Policy for Fed- 
eral personnel. He said they “would 
strengthen and improve benefits for our 
career people in government,” and spe- 
cifically stated that, as recommended by 
that body, “full contributory coverage 


(Continued on Page 38) 
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McKinnon Scans LUTC 
Course for Duplication 


CLARIFIES RECENT PUBLICITy 





Internat'] President Issues Statement; 
Against Any Repetition of DISC; Cites 
Universality of Present Course 





Cooperation of the International Asso. 
ciation of A. & H. Underw riters with the 
planned LUTC course in A.& H, js 
predicated on the new course covering 
some area other than basic training 
since the field of basic training is nov 
being served by DISC, L. A. McKinnon, 
McKinnon & Mooney, Flint, president of 
the International Association, declared in 
a recent statement. 

“If the LUTC course duplicates DISC 
effort in the area of basic training for 
both life and other A. & H. men, then | 
would agree with R. L. MeMillion in 
opposing the entry of LUTC into the 
field,” Mr. McKinnon stated. 

Mr. MecMillion, Business Men’s .Assur- 
ance, Abilene, Tex., chairman of the dis- 
ability committee of the National Asso- 
ciation of Life Underwriters, has charged 
publicly that a separate A. & H. course 
given by LUTC would tend to weaken 
the International. 


To Clarilfy Recent Publicity 


Mr. McKinnon said his statement was 
being made to clarify the impression 
created by two items of recent pub- 
licity. The first, he said, was a_ public 
quotation of a statement from a letter 
from him to E. L. G. Zalinski, New York 
Life, president of LUTC. In it Mr. Me- 
Kinnon stated there is room for two 
A. & H. courses. The second was a re- 
cent LUTC press release in which the 
statement was made, that plans for its 
new A.&H. course were going ahead 
“in an atmosphere of cooperation” be- 
tween LUTC and IAAHU. 

“These two pieces of publicity might 
create the impression that I approve of 
anything LUTC develops in the A. &H. 
training field,” Mr. McKinnon explained. 


“Actually, I feel that the training need 
in A.& H. is so broad that more than 


one course is needed to cover all areas. 
However, I am firm in my conviction 
that DISC can and will cover the area 
of basic training for both life and other 
A.&H. men. Another course in_ this 
same area would be a wasteful duplica- 
tion of effort; and since the need for 
A. & H. training is so desperate, such a 
waste of effort would be little short of 
immoral.” 


Better Served by A. & H. Organization 


Mr. McKinnon also expressed the 
opinion that the area of basic training 
can be better served by an A.&H 
organization than by a life. “The Inter- 
national on has years of back- 
ground in A &H,, while the life associa- 
tions are new to-the field,” he pointed 
out. “Yous wouldn’t put a casualty man 


(Continued on Page 38) 


John Hancock Opens New 
Group A. & H. Claim Office 


The John Hancock Mutual Life In- 
surance Co. has announced the opening 
of a new Group A. & H. claim field 
office in Wichita, Kansas. 

Established primarily to provide claims 
service in that immediate locality, it will 
have its operations extended by April 
1955, to include Group A. & H. policy- 
holders in the Kansas City area. 

Mr. Boyd C. Bellinger is acting 
temporary manager of the office. 


Mutual of Omaha Has Paid 
$600,000,000 in Benefits 


A hospitalization ees check recent: 
lv was presented to Mrs. H. O. W eiss 0! 
St. Paul, Minn., which constituted the 
$600,000,000 in ‘henefits paid policyow™ 
ers by Mutual of Omaha. Presentint 
the check to Mrs. Weiss was James 
Robb, general manager of the ©. 
Kate agency, Minneapolis, general agen 
of the company. 
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A. & H. Industry Courageously Faced 
Difficult Problems During 1954 


Accomplishment of Year Was Formation of Joint Committee 
on Health Insurance; New Trade Assn. Being Considered; 
More Cos. Entering Major Medical and Non-Can. Lines 


By Joun P. Hanna 


Managing Director, Health & Accident Underwriters Conference 
Chicago, IIl. 


A trade association is as vibrant and 
vigorous as the industry it serves and 
reflects its members’ activities to the 
legree in which they expand and grow. 
With this as the criterion the Confer- 
ence in 1954 was kept in the forefront 
of the public, press, and political pres- 
sures which were brought to bear be- 
cause of the sudden catapulting of ac- 
cident and health insurance into the 
public eye. 

Many perplexing questions confronted 
the industry last year. Even so, health 
insurance gains continued their upward 
climb, begun more than a decade ago. 
Premiumwise 1954 volume will show in- 
creases of more than 10% over last 
year, with total insurance company fig- 
ures reaching $2% billion. Persons in- 
sured by insurance companies for hos- 
pital expense totaled more than 53% 
million on January 1, 1954, surgical ex- 
pense nearly 52 million and medical ex- 
pense 18% million. Including all types 
of insurance programs the latest Health 
Insurance Council survey showed that 
as of mid-November, 1954, more than 
103 million persons have some type of 
hospital insurance plan, 88 million sur- 
gical insurance and 47 million basic 
medical expense coverage. 

What is remarkable is the insurance 
companies’ steady gain in coverage over 
other types of health insurance agen- 
cies to the point where the companies 
now provide protection to more than 
half of the total persons covered. In- 
surance company gains have been in 
much greater proportion than the com- 
parable growth of other plans. 


Experimentation in Untried Fields 


But these statistics reflect only part - 


of the progress. And it is in the other 
urea where an association can definitely 
ud. Probably one of the greatest ad- 
vantages which insurance companies 
possess is their flexibility—their ability 
to experiment with new -policies and 
new approaches to traditional methods. 
In this developmental stage an associa- 
tion is an important adjunct to company 
embarkations in so-called untried fields. 
As an association with some 200 
members, the Conference was called 
upon to provide mechanisms for proper 
communication to and between its mem- 
bers. In the forums, workshops, bul- 
letins, and personal consultations com- 
panies were able to discuss mutual 
problems, develop ideas and in general 
keep a weather eye on the course which 
the industry was taking. 


FTC Action Poses Serious Questions 


The public impact of greatest moment 
was the action of the Federal Trade 
Commission against 23 companies for 
alleged false and misleading advertising. 
This public citation by a governmental 
agency confronts the industry with 
Serious questions. Of basic concern is 
the question of whether state regulation 
is adequate or whether the Federal 
Sovernment has authority to regulate 
iN some states due to an absence of 
Proper regulatory measures. This is the 
irst time that the question of Federal 
regulation of insurance has been put to 
the test. It has been thought that Pub- 
lic Law 15, passed by Congress after the 
United States Supreme Court ruling in 
the SEUA decision that “insurance is 
mterstate commerce,” pretty much left 





the problem of insurance regulation to 
the states and that the Federal govern- 
ment had no jurisdiction. 

Months before the FTC investigation 
the Conference business practices com- 
mittee was formulating a code of ethical 
standards for advertising individually 
underwritten accident and health insur- 
ance. Subsequently at our annual meet- 
ing last May it was unanimously ratified 
by the Conference. Since then every 
company member has signed a certifica- 
tion of compliance to follow the prin- 
ciples outlined in the code and to abide 
by its preface of holding to “the highest 
ethical and moral standards of respon- 
sible citizens of the business commun- 
ity.” 

This action has been well received by 
the trade and daily press, State Insur- 
ance Department officials, Better Busi- 
ness Bureaus, hospital and medical as- 
sociations, agents’ associations and _ in- 
dustry leaders. Over 12,000 copies of 
the code have been distributed by the 
Conference. 


Self Regulation to Offset Criticism 


Self regulation of this nature is a 
positive step which will offset much of 
the criticism directed at the business 


in the last 12 months. While there were 
several articles in magazines and news- 
papers on what were felt to be short- 
comings of the health insurance field, 
there were also some excellent stories 
on the extent and value of health insur- 
ance. As it has been noted before, any 
large institution is subject to some 
measure of criticism. But if an industry 
is basically sound, if it is operating in 
the public interest, and if the public is 
told the good as well as the bad, over a 
period of time the positive story makes 
the greatest impact. The secret lies in 
the telling. 

The accident and health industry has 
much to tell. And it should be telling 
it in an objective and factual manner. 
Its publics are many—employers, labor, 
hospitals, doctors, agents, and govern- 
ment officials—to name a few. Because 
of the dynamics of medical-economics 
it is operating in an area charged at 
times with extreme emotionalism. Medi- 
cine is undergoing some tremendous 
evolutionary changes—scientifically and 
economically—and yet the health insur- 
ance companies in a large measure have 
been able to keep abreast and meet the 
challenges presented. 


Federal Health Reinsurance Bill 


An example of government interest 
is the administration reinsurance bill. Its 
proposal by President Eisenhower cre- 
ated a great challenge for the Confer- 
ence and the A. & H. industry. In the 
statement before the House and Senate 
committees considering the bill, the 
Conference stated that it favored the 
general objectives of the bill. But there 
were some serious questions on the 
philosophy that reinsurance as defined 
or outlined would accomplish the stated 
purpose. Also, some of the administra- 
tive mechanisms were unclear. 

The same question will face our in- 
dustry in 1955. Even though the meas- 
ure was defeated in the House, the 
President has said he will submit a 
similar request to the 84th Congress. 

Several significant steps were taken 
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in 1954 which may bring about great 
changes in 1955. 

Work Being Done by Task Forces 

Recognizing that a strong frontal at- 
tack must be made on these questions, 
the seven trade associations, including 
the Conference, formed the Joint Com- 
mittee on Health Insurance to develop 
a cooperative effort in the formulation 
of an industry approach. The three 
sub-groups, known as task forces, al- 
ready have done much in the fields of 
trade association alignment, legislation 
and research. For example, task force 
one has proposed the formation of a 
new trade association which could very 
well mean the dissolution of the present 
Conference and the Bureau of Accident 
& Health Underwriters. 

Many believe a new accident and 
health trade association would reduce 
the multiplicity of meetings, duplica- 
tion of membership and activities and 
bring together in a more cohesive and 
stronger body the many diverse groups 
within the business. How quickly a new 
association may emerge is difhcult to 
determine as it presents many problems 
of integration, financing, and in staff. 

HIC Stepping Up Its Activities 

For several years the Health Insur 
ance Council has been serving the in 
dustry with a public relations program 
for doctors and hospitals. The results 
in better understanding and apprecia 
tion of health insurance among those 
two groups can be measured in count- 
less ways. The Council is stepping up 
its activities and just recently published 
a manual, “The Health Insurance 
Story.” For the first time an explana- 
tion of the purposes, practices and 
principles of health insurance are set 
out by the entire industry in a_ brief 
and concise booklet. It was widely dis- 
tributed among opinion leaders in the 
health care field and has been well 
accepted. . 

Another project slated for this year 
is an exhibit for medical and hospital 
meetings. It, too, will have an impor 
tant effect in telling the story of insur- 
ance companies in the voluntary health 
insurance field. 

75 Cos. in Major Medical Field 

Through the dozen meetings spon- 
sored by the Conference last year, up- 
permost in attention was major medical 
insurance. While it will be another 
three to five years before reliable sta- 
tistics can be compiled, the patterns 
being developed could very well set the 
course which health insurance may fi- 
nally evolve in the future. At the pres- 
ent there are more than 75 companies 
with major medical policies available 
and on the market. Even more will be 
entering this field in 1955. Developments 
this year should be even more pro- 
nounced than in any year since this 
type of plan first appeared. 

The problem of termination received 
serious attention from the companies in 


(Continued on Page 38) 
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Farm Bureau Mutual Auto 


Elected as Bureau Member 
The- Bureau of Accident and Health 
Underwriters has elected to membership 


the Farm Bureau Mutual Automobile 
Insurance Co. of Columbus, Ohio, ac- 
cording to an announcement by J. F. 


Follmann, Jr., general manager ot the 


bureau. 
A member of the Farm Jureau 
Group, the Farm Bureau Mutual Auto 


was organized in 1925 to provide Farm 
Bureau members with automobile insur- 
ance, In 1930 the facilities of the com- 
pany were expanded to make available 
to both Farm Bureau members and non- 
as well as in rural 
forms of casualty 
insurance. 


members in cities 
areas virtually all 
insurance including A. & H. 
It is under the same general manage- 
ment as the Farm Bureau Mutual Fire 
and the Farm Bureau Life. 

Recording the ninth new 
within the past 12 months to join the 
bureau, Farm Bureau Mutual Auto 
raises the membership list of the asso- 
ciation to the new high of 95 member 
companies. 


McKinnon On LUTIC 


(Continued from Page 36) 


company 





who sells a little life on the side to 
training a man new to the life insurance 
business; just so, it would seem illogical 
to put the basic training of a man in 
A. & H. in the hands of a life man who 
writes a little A &H. on the side.” 

Any impression that the Intern tional 
and DISC are peculiarly “tailored” to 
the casualty and monoline A. & H. man 
is erroneous, Mr. McKinnon declared. 
“In the first place, much of the back- 
bone of the International has always 
been life men whose companies have 
long been in the A.&H. field. In the 
second place, DISC itself was put to- 
gether under the direction of the late 
3ert Hedges, BMA, Wichita, whose 
ability and work in the life field was 
as greatly recognized as in A. & H. 
In the third place, the life men who have 
flocked to DISC courses all across the 
country and publicly stated their belief 
in its value is adequate indication that 
it is training for all men who write 
\.&H., life, casualty, or monoline. 


Training Might Be Dangerous 


“In fact, basic A.& H. training ad- 
ministered by primarily life men might 
be dangerous. The life man new to the 
A. & H. business is unaware of many pit- 
falls foreseen” only after acquiring the 


A. & H. background only IAAHU has to 
date. 
“Most of all,” the McKinnon state- 


ment continued, “Life men need to come 
to the realization that A.&H. is the 
third leg of the income-protection stool, 
the leg without which the stool won't 
stand.» As Carl Ernst (North American 
Life & Guaranty) pointed out in his re- 


cent statement about the new LUTC 
course, ‘life men as a whole do not 
yet understand how much there is to 


learn about A. & H. They can be brought 
to that understanding far quicker by a 
basic course with a background of long 
A. & H. experience.’ 

“As long as LUTC plans to cover any 
area of A. & H. training other than the 
basic area, now being served by DISC, 
then my statement that there is a place 
for two courses stands, and I am sure 
the cooperation of IAAHU will be en- 
thusiastic and sincere,” Mr. McKinnon 
concluded. 

“The International is primarily dedi- 
cated to strengthening the institution 
of A.&H. insurance. It would, I am 
certain, object to a duplication of ef- 
fort in any training area because it 
would feel that such duplication would 
be a shameful waste of manpower so 
badly needed to keep up with the grow- 
ing business.” 


ADVOCATES HOBBY FOR HEALTH 
R. B. Cooper, Amer. Mut. Liability Medi- 


cal Relations Director Suggests Cure 

for Exec. Occupational Disease 

A good hobby is one of the best forms 
of health insurance for the business ex- 
ecutive, according to Richard B. Cooper, 
medical relations director for the Amer- 
ican Mutual Liability. 

Speaking in Birmingham, January 11, 
before the Alabama chapter of the So- 
ciety for the Advancement of Manage- 
ment, Mr. Cooper said that the average 
executive is inclined to develop a dis- 
torted sense of loyalty and_ responsi- 
bility to his job, with the result that he 
fails to manage his own personal af- 
fairs with the same good judgment that 
is expected of him in business. 

“His worst fault is that he neglects 
his health. He is inclined to spend his 
leisure time working or worrying over 
business problems that should be 
shelved in favor of some _ revitalizing 
hobby or other form of relaxation,” Mr. 
Cooper said. “As a manager he also 
fails to organize his work and that of 
others so as to relieve the effects of the 
tensions under which modern executives 
operate.” 

Mr. Cooper defined the 
“executive occupational disease,” or the 
delusion of job indispensability, com- 
bined with inability to practice modera- 
tion in work. “The results,” he said, 
“show up in the vacant boxes that ap- 
pear suddenly and with distressing regu- 
larity on company organization charts.” 

He pointed to the fact that statisti- 
cally, the average life span of the busi- 
ness executive is six years less than 
persons in non-executive groups. 

Business must wake up to the fact 
that it has one of its most important 
investments in those who make up the 
executive echelons, and it is manage- 
ment’s responsibility to see that this 
investment is protected, he asserted. A 
periodic physical check-up and health 
evaluation program for all executives 
was advocated, 


malady as 





J. P. Hanna Report 
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1954. Even though statistically it has 
been proved that the cancellation ratio 
under individual policies is less than 
four-tenths of 1% the question of termi- 
nation is one of concern to most com- 
panies. It has far reaching public rela- 
tions overtones and even though small 
proportionately, it can be vexatious. But 
here again is an example where the 
companies are flexible enough to meet a 
public problem: and try and seek proper 
solutions. Some companies are not dis- 
continuing coverage solely because of 
health deterioration, others are experi- 
menting in placing special risks who 
have suffered health deterioration in a 
special risk pool and excluding that risk 
from its general risk experience. 
Non-cancellable insurance is being of- 
fered by several companies. In many 
cases there is a noticeable deviation 





EASTERN CASUALTY COMPANY 


SALES MANAGER MEETING 


Combined Group’s Managers Meet in 
Chicago and Boston for Training 
Program; W. C. Stone Presides 

More than 150 sales managers of the 
four companies of the Combined Group 
of Companies, met for sales training 
classes held last month in Chicago and 
Boston. 

Representing the Combined Insurance 
Co. of America, Hearthstone Insurance 
Co. of Massachusetts, Combined Ameri- 
can Insurance Co. and First National 
Casualty Co., the managers at the Chi- 
cago school met at the Edgewater Beach 
Hotel under the leadership of the Com- 
bined president, W. Clement Stone. 

The Boston groups met in the 
Hearthstone offices and were led in 
discussion and training by Mr. and Mrs. 
Walter Beldger and R. M. Curran. 

The classes covered the principles of 
hiring, sales motivation, training and 
retraining of salesmen, retaining estab- 
lished business, group and_ individual 
motivation and teaching techniques. 

Manager - of -the- year awards were 
made at the meetings. Emery Putnam, 
a Combined sales manager received this 
award for the Combined Insurance Co. 
Named top manager for Hearthstone 
and the Combined Group of Companies 
was Robert Lutz of New England. Vic 
Bracht was named manager of the year 
for the Combined American in Texas. 

A special award was made to Gerald 
Adams, manager of a midwest territory, 
who was named “Miracle Man of 1954.” 
Mr. Adams sold 2,500 policies during 
an incentive program held in October 
and November. 


Reinsurance Bill 


(Continued from Page 36) 





under old-age and survivors’ insurance 
should be made available to all Federal 


personnel, just as in private industry. 
For career military personnel, the pro- 
tection of the old-age and_ survivors’ 


insurance system would be an important 
and long-needed addition, especially to 
their present unequal and inadequate 
survivorship protection.” 

4. Workmen’s compensation for long- 
shoremen and harbor workers. 
5. Non-occupational disability and un- 
employment compensation — legislation 
for the District of Columbia. 





from the traditional approach of non- 
cancellable insurance. Policies are on 
the market which are guaranteed re- 
newable, but the company reserves the 
right to raise the premium by class of 
policy if experience dictates. Other 
companies have policies which provide 
for an automatic premium increasé at 
the end of stated periods, but with no 
company right to terminate. 

These and other new fields offer great 
hope for the future of accident and 
health insurance. They are further 
demonstrations of the ability of ifsur- 
ance companies to conform to che inging 
patterns and demands in the health in- 
surance field in providing policies to 
meet public needs and desires. 
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Williams in AMA Journal 


James R. Williams, director of public 
relations, Health & Accident Under- 
writers Conference, is the author of an 
article, “How Safe Is Your Income?” 
which was_ published recently by the 
American Medical Association in_ its 
official ‘ ‘Journal. ” Offering sound advice 
to protect against loss of income, Mr. 
Williams urged that as much care and 
thought should be put into the pur- 
chase of disability income insurance as 
into other forms of personal insurance 
and factors in estate planning. 

He also stressed that “insurance js 
not ‘cheap,’ but to have it is much less 
expensive than to be without it, espe- 
cially when it is hard to get. It is a 
necessity, especially for the physician, 
because it is the only satisfactory and 
dependable way to provide a certain 
income when personal earnings are cut 
off by disability.” 


HIGHER BENEFIT PAYMENTS 


Governor Rien of 2 of R. I. Asks Larger 
Payments for Sick and Jobless; 
Cites Living Costs 

Increases in maximum benefit pay- 
ments from $25 to $30 weekly to job- 
less or sick workers and an increase in 
the taxes employers and employes pay 
for unemployment compensation and 
cash sickness programs were recom- 
mended by Governor Roberts in his in- 
augural message, January 4, to the 
Rhode Island legislature. 

The Governor said the 20% increase 
in unemployment and cash _ sickness 
benefits he proposed was dictated by 
the rise in the cost of living since the 
present level was established in 1947, 

To finance the boost in unemployment 
benefits, he proposed that employers pay 
the 2.7% jobless tax on $3,600 of each 
worker’s annual wage, instead of $3,000 
as at present. The tax now paid by 
employes to support cash sickness bene- 
fits would be raised in the same man- 
ner, under the Governor’s plan. 

A State Department of Employment 
Security spokesman said the higher 
jobless benefit payments would amount 
to $2,280,000 a year at the 1954 rate of 
unemployment. Extension of the tax 
on wages would add at least $1,000,000 
to the employer’s tax bill, which  to- 
taled about $15,700,000 for that purpose 
last year. Thus the proposed program 
would place a further strain on_ the 
state employment security fund which 
had a year-end estimated balance of 
$21,800,000, or about $1,000,000 less than 
total 1954 payments. 

The spokesman estimated the higher 
cash sickness payments would amount 
to about $600,000 annually while the 
tax extension would yield about $354,- 
000 additional paid by workers. The 
cash sickness fund now has a $35,820,000 
balance. 

Noting that the State Department of 
Employment Security had a deficit of 
more than $6,000,000 for 1954, Governor 
Roberts said he would continue to press 
for Federal reinsurance of the fund. 








Gov. Harriman Encourages 
Growth of Voluntary Plans 


Governor Averell Harriman, in his 
report to the New York State Legis- 
lature January 5, pointed out that “in 
order that those who need medical care 
may be able to pay the costs, we should 
encourage the growth of voluntary pre- 
payment insurance plans throughout the 
state.” 

He said that recent surveys show that 
only about one-eighth of ail physicians’ 
charges and half of ali expenses for 
hospital care are presently covered by 
insurance plans, and 21% of families 
with children and with annual incomes 
below $5,000 now go into debt for medi- 
cal care each year. 


TABOR CITED IN BUFFALO | 
Maurice S. Tabor, Buffalo, N. Y. 1- 
surance man, has been named one ot 
“Buffalo’s ten outstanding 1954 citizens 
by the Buffalo Evening News. They 
were cited for their service and achieve 
ment. 
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He showed me 


HOW TO DO IT... SAFELY / 


Do you have a hobby—or are you “handy around the house”? ‘ 
Then you'll find an extra advantage in talking to your Home felonies Sa, ‘. 
Insurance man. His interests are probably very much like . ig oy 
your own and he may be able to give you some good 
suggestions. He certainly will be able to give you sound advice 
on practical safety measures. He has built a career on the 
services of protection and his expert opinion, backed by more 
than a century of Home experience, is well worth having. 


For your sake, see him soon! 


x Your HOMEtown Agent can serve you well—see him now! 
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Meet your HOMEtown Insurance Agent 
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* THE HOME* 


Home Office: 59 Maiden Lane, New York 8,N. Y. 
FIRE « AUTOMOBILE + MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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one black sheep in every crowd! “ 
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Enptoes Ned FIDELITY BONDS 


THE TRAVELERS INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 

















